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! ction Promised 
In Few Months 


Details Still Secret, 
Says Head of Industry 
Relations Group 


By Frank Kappel 
Staff Correspondent 


INCINNATI. NADA has hit 


orrect inequities 
tory - dealer sales 
contracts, it was 
disclosed 
week by Freder- 
ick M. Sutter, 
chairman of the 
NADA _§industry- 
relations commit- 
tee. 

Sutter said he 
was not yet able 
a to reveal any de- 

e tails of the plan. 
P. M. Sutter Addressing more 
ithan 400 members of the Ohio Au- 
‘ttomobile Dealers Assn. at their con- 
mtion here, he warned that a 





























to start a “file” on their factories. 
ars to correct the selling agree- 


ufacturers,” Sutter declared, 
d we now believe we have a 
5 that will correct the situa- 
» * on * 

E SAID that NADA had tried 
in “every way to resolve selling- 
reement problems through the 
sconference-table method, but we 
have been frustrated in every way. 
(Continued on Page 8, Col. 1) 





ranchise Setup 


eld at Stake 
In GM Suit 


By Maynard M. Gordon 
News Editor 


the State of Colorado holds far- 
aching significance for dealers 
med by the current wave of 
chise cancellations. 

In attacking the constitution- 
ality of the tough Colorado law 
on cancellations, giant GM has 
dumped squarely into the laps of 
the Federal courts the pivot on 
which factory - dealer relations 
have turned for 50 years. 

Without the right of summary 
er ouster, GM expresses fear in 

(Continued on Page 68, Col. 1) 
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upon a “simple” plan that can} 
in current fac- 


last 


ht lay ahead and urged dealers | 
| “We have been trying for 25) 


ment between new-car dealers and | 
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Studebaker President Classic 


The President Classic heads nine models in Studebaker's 1956 sedan line. 
sports-type models will be introduced later. The Classic features a néw 210-horsepower 
models are larger and roomier than in 1955, the company says. (Story and other pictur®s are on Page 54.) 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 
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Three stafion wagons also are offered and four 


ngine and four-barrel carburetion. All 





By Robert M. Lienert 
| Associate Editor 
EALERS, concerned ove 
ding sales and mounting 
car stocks, have been caught in 
uncomfortable squeeze as assembly 
| lines continue to spew out vehicles 
at a record clip. 
The gravity of the current sit- 
uation can well be measured by 
determining the percentage ratio 
| of sales to production, and com- 
paring the 1955 results with what 
is considered normal. 

Historically, sales in the first few 
months of the year run 60 to 70 
percent of production, then gain 


approach 100 percent. (This doesn’t 
mean dealers normally are lacking 
stocks in closing months, since they 
start out in January by carrying 
over unsold cars from the previous 
year.) 

| - * ~ 

| vas year, despite seven straight 
| months in which sales topped 





Inside Automotive News... 


Ohio delves into dealer complaints. Page 3. 
Studebaker completely restyled for ’56. Line 


story on Page 54. 


Where are dealers missing out in backshop? Sur- 
vey’s answer on Page 29. 


White moves to acquire Diamond T. Page 2. 


New-car and truck registrations and new-car prices, Page 50. 
Used-car auctions and prices, Pages 6, 46. 


Production by 





makes, Page 69. 










inexorably until at year’s end they | 


Sizzling Production Lines 
Magnify Showroom Woes 


600,000 new cars, the ratio gained 
so slowly that it barely passed 91 
percent in September and October 
and is sliding downward this month, 
according to AUTOMOTIVE- News esti- 


even the production letup 
the changeover period 
helped impseve the dealers’ sta- 
tistical positio 

The full impact what is devel- 
oping in this final quaster of 1955 
can best be realized when itis noted 
that last year the sales ratio topped 
100 percent in the closing four 
months and reached a high of 103.9 
| percent in October. 

Considering that approximately 
740,000 cars will be produced this 
month, it appears that even if No- 
vember sales should top 600,000 
(which they probably will not), new 

(Continued on Page 65, Col. 3 
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By Martin L. Whitmyer 
Staff Writer 
UTO manufacturers reached 
two milestones last week as 
they rolled an estimated 175,901 
cars and 28,020 trucks from their 
assembly lines. 

Although last week’s effort 
marked a 2.8 percent drop from the 
previous week, it still was far above 
the average weekly output this year 
of 152,338 cars. 

Targets overtaken during the 
week were: 

1. Production of the seven mil- 
lionth car of 1955 on Saturday, Nov. 
19, marking the first time in his- 
tory of the industry that so many 





Top Cars 


New-car registrations for nine 
months plus 11 states for Octo- 


ber: 

1955 Pos. Make 1954 Pos. 
1—1,241,224 Chev. 1,046,933— 2 
2—1,186,990 Ford  1,049,312— 1 
3— 594,185 Buick 399,750— 3 
4— 521,495 Plym. 302,883— 5 
5— 462,230 Olds. 312,474— 4 
6— 413,719 Pontiac 262,958— 6 
7— 285,578 Mercury 218,843— 7 
8— 221,306 Dodge 113,953— 8 
9— 124,768 Chrysler 76,330—10 

10— 109,428 Cadillac 984,169— 9 
1l— 93,066 DeSoto 57,848—13 
12— 177,726 Stude. 71,418—11 
13— 75,364 Nash 65,691—12 

14— 40,688 Packard 31,948—14 
15— 35,901 Hudson 27,513—16 

16— 24,552 Lincoln 29,079—15 
17i— £5,624 Willys 14,508—17 

18— 893 Kaiser 7,263—18 

19 10 Continental o—19 

36,447 Misc. 21,405 
Total All Makes 
5,551,194 4,194,278 


Further details on Page 50. 





Vehicle Output Breaks 


cars have been produced in any 
one year. Highest previous mark 
was the 6,658,510 units produced 
during 1950. 

* x + 
2 PRODUCTION of the eight 

* millionth vehicle of 1955 on 
Thursday, Nov. 17. Year-to-date 
totals through last Saturday give 
the manufacturers 8,114,116 car- 
truck assemblies during the 1955 
calendar year, exceeding the former 
high of 8,002,433 vehicles in the 
entire year of 1950. 

Another mark never before 
achieved was the production of 
the 8% millionth vehicle by U. S. 
and Canadian manufacturers, 
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Sutter Reports Plan to End Franchise Evils; 
Yarnall Urges Finance Laws in/ 


ll States 


\End of ‘Pack’ Seen 


By NADA Chief 


Tells Credit Leaders 
Market Is Tougher, 
Profits Are Falling 


HICAGO. — NADA President 

Frank H. Yarnall called last 
week for finance regulations in all 
states. 

Yarnall made 
this recommenda- 
tion Friday in 
an American Fi- 
nance Conference 
address which 
painted a cold- 
sober picture of 
the new-car retail 
trade. 

The Chicago 
Chevrolet dealer 
told 500 finance 
executives here that he personally 
would ask the NADA board of 
directors in January to call on all 
states lacking finance ceilings to 
impose such regulations. 

“As I see it,” Yarnall told AFC, 
“your first responsibility is to have 
no part of a credit transaction 
where the rate charged is out of 
proportion to the credit extended 
and the service rendered.” 

” + ~ 


HE NADA chief’s address em- 
phasized three signs of a tougher 
new - car market — falling proiits, 
tightening credit and factory moves 
to halt bootlegging. 


Preliminary indications are that 
new-car dealers’ profit before 
taxes for the first nine months 
of 1955 will decline to 2.6 percent 
from the 3.1 percent attained in 
the first half, Yarnall said. 

He forecast that the full year’s 
profit showing will be even lower 
than 2.6 percent despite profitable 
November and December opera- 
ticns because of the recently-intro- 
duced new models. 


“The ‘quality of deal on the beau- 
tiful new 1956 models which our 
factories are now producing,” Yar- 
nall pointed out, “is considerably 
poorer than in the first 90 days of 
any previous new-car announce- 
ment.” 





F. H. Yarnall 


* x - 


wars lauding the finance men 

for their action in tightening 

terms recently, Yarnall warned 
(Continued on Page 4, Col. 1) 


50 Record 


which rolled from the assembly 
lines on Friday, Nov. 18. 

Last week’s output of 175,901 cars 
was 172.3 percent of AUTOMOTIVE 
News’ three-year index, as com- 
pared with the 177 percent com- 
piled the previous week on 180,774 
cars. The previous week’s car pro- 
duction was second highest in the 
history of the industry, or only 3,340 
units shy of the alltime high of 
184,114 cars assembled during the 
week ended Apr. 30. 

* + ~ 
HE industry produced 502,796 
cars during the first 17 days of 
November for an average of 29,576 
units a day. Continuing at this pace 
(Continued on Page 69, Col. 3) 
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Ford Lowers Mainliners, Adds Chrome .. . 


Factories Jockey ’56 Prices 


By Bob Sheldon 
Associate Editor 
— happened to new-car 
prices? That’s a question many 
prospects—and not a few dealers— 
are asking. 

Dealers in some lines say the 
public hasn’t been told the whole 
story on factory price increases 
for 1956. As a result, it is said, 





Senate Launches General Motors Quiz— 


The Senate Antitrust and Monopoly subcommittee is holding hearings in its extended 
study of the growth and economic power of General Motors. Shown above as the 
hearings got underway are, from left, Prof. Corwin D. Edwards, University of Chicago, 
the first witness; Senator Alexander Wiley, Wisconsin Republican; Joseph W. Burns, 
committee counsel, and Senator Joseph C. 
chairman. 





WASHINGTON. — The investiga- 
tion of General Motors Corp.—a 
case study of bigness—last week 
turned for a moment to the auto- 
mobile dealer instead of buses and 
locomotives. 

Senator J. C. O’Mahoney, Wyom- 
ing Democrat, commented that GM 
dealers were now having a tougher 
selling job and suffering financially. 

“Why don’t you ask him (the 
dealer) how much he’s made in 
the last five years,” said Henry 
M. Hogan, GM general counsel, 


Business 
Barometer 


Auto Production — 203,921 cars, 
trucks in week vs. 158,796 year ago. 

Business Failures — 207 in week 
vs. 227 year before. 

Department Store Sales—Up | 
percent in week from year earlier. 

Electricity Output—1i0,853 kilo- 
watt hours vs. 10,659 kilowatt hours 
week before. 

Freight Loadings — 808,709 cars 
in week vs. 696,026 cars year ago. 

Jobless Claims—193,000 vs. 266,- 
400 year before. 

New-Car Registrations—5,551,- 
194 in 1955 to date vs. 4,194,278 


year before. 
New-Truck Registrations—715,- 
086 in 1955 to date vs. 640,630 year 


ago. 

Oil Stocks—256,685,000 barrels, 
a decline of 829,000 barrels in week. 

Soft Coal Output — 10,100,000 
tons estimated in week vs. 8,597,000 
tons year before. 

Steel Output— 98.8 percent of 
capacity estimated vs. 99.6 percent last 
week. 

Used-Car Prices — $952 in No- 
vember to date (including 1956 mod- 
els) vs. $725 in October (not including 
*56s). 


Common Stocks 


Nov. Nov. 
16 9 
8% 9? 

995% 92% 

51% 48% 
3% 3% 

10% 10% 

Average 34.83 32.83 

*After 3-for-1 split. 


1955 
High 
13% 
101% 
54 


Am. Motors 
Chrysler 
GM * 
Kaiser 


5 
$-P 15% 








Dealers Crying Wolf? 


Or, Asks GM’s Hogan, Talking Poverty 
With Ham Under Arm? 
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Stripped of ‘Options’... 


(Lowest-priced V-8 


would-be buyers are walking out {equipment but now is shipped to 


1956 1955 Increase 
on deals and are accusing dealers | the dealer as an extra-cost item. 
of gouging. * * «& eee MOTORS ie 
Having read the newspapers, the IX A move not directly related to udson ° $2,825.00 
typical prospect is prepared to pay | & this stiffening price resistance, the aan RP $2,956.00 2,775.00 $181.00 
around $100 more for a new model.| Ford division last week trimmed CHR ae CORP. eo 
But he is likely to balk at laying | the tags on its six Mainline models Chrysler $2,824.75 $2,660.25 $164.50 
out an additional sum for an acces-| py $12.91 across the board. As an DeSoto_ 2,632.25 2,497.75 134.50 
sory package, or perhaps just &| added inducement, the price-lead- Dodge 2,326.25 2,196.00 130.25 
clock, that used to be standard|ing Mainliners in the future will Imperial 4,780.00 4,483.25 296.75 
sport more chrome. . _ Plymouth 1,995.75 1,884.00 111.75 
Mainline six-cylinder models now a oo. $1,945.36 $1,853.22 $92.14 
are priced at $1,845.38 for the four- Lineotn 4,157.00 3 363.00 . 
door sedan, $1,800.20 for the two- Mercury 2 370.00 2 276.50 93.50 
door sedan and $1,698.12 for the GENERAL MOTORS 7 ; 
business two-door, advertised-de- Buick $2,372.00 $2,291.32 $80.68 
livered. V-8s are $99.98 extra. Cadillac 4,241.00 3,976.70 264.30 
Insiders say the Ford action Chevrolet 1,934.00 1,827.00 107.00 
stems from an intriguing compe- Oldsmobile 2,443.00 2,362.09 80.91 
titive battle within the competitive Pontiac 2,259.00 2,163.62 95.38 
battle that the division has been STUDEBAKER-PACKARD 
carrying on with Chevrolet. At Clipper $2,731.00 $2,585.53 $145.47 
stake is a rich plum—fieet sales. Packard 4,160.00 4,040.32 119.68 
Fleet buyers are not much inter- Studebaker N.A., 1,918.72 


‘jested in pretty cars and will not 
pay for ornamentation as such. But 
they are vitally interested in resale 
value, and a plain-jane car looks 
pretty shabby alongside today’s 
chrome-laden buggies on the used- 
car lots. 


N.A.—Not Available. 


* * * 


ORD started sprucing up its 

Mainliners last year in prepara- 
tion for the 1955 market.“This sea- 
son, Chevrolet went one better by 
introducing chrome-decorated One- 
Fifty models for 1956. Now Ford 
has retaliated. Mainline models 
account for 7 percent of Ford pro- 
duction. 

Trade circles are wondering 
whether these restyled cars might 
not gain popularity with the pub- 
lic as well as with fleet buyers. As 

(Continued on Page 4, Col. 2) 


Nash: Awards 


52 Franchises 


DETROIT. — Nash has added 52 
dealers as a result of its recent 
series of four dealer previews, it 
was announced by Roy Abernethy, 
sales vice-president. 

The meetings were held in Chi- 
cago, Atlantic City, Kansas City 
and San Francisco. 

“Reactions of both the dealers 
and the prospective dealers we in- 
vited to the previews were over- 
whelming,” Abernethy said. “The 
large number of new dealers signed 


| greg rem of Diamond T Motor 
Co., Chicago, for a reported $8.6 
million by White Motor Co. has 
been announced in Cleveland, pend- 
ing approval by the Department of 
Justice and Diamond T share- 
holders. 

The announcement was met by 
strong opposition from one large 
holder of Diamond T stock—Bohn 
Aluminum & Brass Corp.—which 
owns 12 percent of Diamond T’s 
421,259 shares. Bohn several 
months ago assumed control of 
Reo Motors, Inc. 

S. D. Den Uyl, Bohn’s president, 
said in Detroit that it was a “rush 
deal” and was “put through with- 
out much notice to us, one of the 
largest, if not the largest, stock- 
holder.” 

Den Uy] said that he thought the 
transaction needed more study 
“not only by Bohn but by other 
stockholders” as well. 


* * * 


oT, THE offer is presented ... as 
stated by White Motor Co., I 


O'Mahoney, Wyoming Democrat, committee 





“and see if he’s crying ‘wolf’ or 
talking poverty with a ham under 
his arm?” 

“If you gentlemen will assure 
them there will be no reprisals,” 
replied O’Mahoney, “We'll have 
them in and get their story.” 

In a look at GM’s bus manufac- 
turing business, Joseph W. Burns, 
chief counsel of the Senate Anti- 
monopoly subcommittee, said that 
it had been reported that GM “now 
has in excess of 75 percent of the 
bus manufacturing business in the 


country.” — is an indication that the 1956 Nash| certainly wouldn’t vote for it,” Den 
Burns cited some of the firm’s| Ambassador, Statesman and Ram-| Uy] said. 
practices publicized through &@/bler models will be ‘hot’ sellers.” A special stockholders meeting 


criminal and civil prosecution in 
California. GM and other defend- 
ants were convicted in the criminal 
proceedings, but the civil case’s 
final judgment has not been ren- 
dered. 


has been planned for Dec. 12 to 
vote on the transaction. Directors 
of both companies have approved 
it. 

White reportedly would buy these 


Mayor Baker’s Back 
HAZARD, Ky. — Mayor Gene C. 
|Baker (Buick) has been defeated 
‘in the 23rd District Senate race 
| which means that he will remain as| Diamond T assets: Cash, receiv- 
mayor here for two more years. He| ables, inventories, property, plant 
lost by a margin of 262 votes out| and equipment (except a property 
of nearly 15,000 cast. at 61st St. and Kilbourne Ave., Chi- 


A witness, William C. Dixon, a, 
former Justice Department lawyer 


who then headed the West Coast 
(Continued on Page 66, Col. 1) 








Nash Dealer Advisory Council Meets— 


The first organized and dealer-elected Nash Dealer Advisory Council recently held a two-day meeting with company officials 
| in Detroit. From left, front row: W. J. Fulton, Washington, Pa.; N. Romano, Glenside, Pa.; N. Atamian, Boston; P. R. Lauritzen, 
Richmond, Va.; L. C. Bosse, Boise, Id., and R. G. Riefling, St. Louis. Second row: L. P. Marshall, Flint; D. E. Schulstad, Tampa, Fia.; 
L. P. Hartung, Milwaukee; S. E. Clevenger, Minneapolis; M. C. Bledsoe, Shreveport, La., and P. K. Williams, Austin, Tex. Standing: 
John W. Raisbeck, Nash assistant general sales manager; H. Floyd Brown, San Bernardino, Calif.; C. M. Wentworth, Portland, 
Ore.; R. J. Mendenez, Hempstead, N. Y.; K. S. Van Dervort, Binghamton, N. Y.; W. A. Grawemeyer, Indianapolis; W. A. Stutzel, 
Rockford, Ill.; L. E. Test, Stockton, Calif.; W. E. Maloy, Akron, and Roy Abernethy, Nash sales vice-president. Grawemeyer was 
named chairman of the council; Lauritzen, vice-chairman, and Hartung, secretary. 





4-Door Sedan Prices, '56 vs. ’55 


—Advertised-delivered prices compiled by Automotive News 


*—Lincoln says 1956 and 1955 models are not comparable. 


White Seeks to Purchase 
Diamond T; Bohn Opposed 








model in each line) 




























cago), patterns, dies, tools and 
trademarks. 


According to a New York 
| source, the amount paid by White, 
| plus other proceeds, will realize 
| between $23 and $24 per share for 
| Diamond T shareholders. The 
stock has been hovering around 
| 213%4 and has sold as low as 13% 
during 1955. 

However, Den Uyl said the offer 
|“is about $3 million or $4 million 
|less than the stockholder equity in 
| Diamond T as carried on the books 
July 31. At that time the total as- 
| sets, less current liabilities, were 
| $12,681,000 and I don’t think the 
|figure has changed much since 
then.” 


| 


* * * 


| JT was estimated that the trans- 

action, if approved, would give 
White total assets of approximately 
| $115,000,000 and about 190,000 trucks 
| and tractors on the road. White has 
about 135,000; Diamond T, 55,000. 

According to reports, White in- 
tends to operate Diamond T as a 
| division with headquarters in Chi- 
cago. Diamond T trucks will be 
distributed through White’s estab- 
lished dealer network. 


If the approval is granted, 
White will control White, Auto- 
car, White-Freightliner and Dia- 
mond T—all operating as sepa- 
rate divisions. 
| In a joint statement from Robert 
Black, chairman and president of 
White, C. A. Tilt, chairman, and 
E. J. Bush, president of Diamond 
T, the companies said: “The acqui- 
sition of Diamond T will further 
round out the White line of high 
quality motor vehicles and will still 
further solidify White’s leadership 
in the top quality motor truck field. 
It will provide greater facilities for 
the expanding business we antici- 
pate in the next decade.” 


K-W Operations 
Net $746,685; 
Total Income Up 


TOLEDO. — Kaiser Motors Corp. 
and subsidiaries, including Willys 
Motors, Inc., reported consolidated 
net sales of $124,588,013 for the nine 
months ended Sept. 30. 


_ Consolidated profit from opera- 
tions amounted to $746,685. Addi- 
tional consolidated profit, attributa- 
ble to various non-operating and 
special items of income, aggregated 
$2,846,859, so total consolidated net 
profit for the nine months ended 
Sept. 30 amounted to $3,593,544. 

It was also announced that these 
figures were unaudited. 


Dealers Pick Rehwald 


GLENDALE, Calif. — John J. 
Rehwald, Rehwald & Danyluk 
(Packard), has been elected pres- 
ident of the Glendale Motor Car 
Dealers Assn. 
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Sealers tell me 


By John 0. Munn 





RECENT article which defend- 

ed lengthy automobile credit 
terms justified its position by com- 
paring consumer loans on automo- 
biles with FHA loans. The only 
similarity in the two types is that 
the individval borrows money. 

In the first place, FHA loans 
are guaranteed by the Govern- 
ment. Automobile loans are not. 
No one expects or wants them to 
be. FHA loans cover an article, 
a home, that depreciates but 
slightly. More frequently, with 
our expanding economy, they in- 
crease in value. 

The security is a dwelling which 
the buyer intends to occupy for a 
long time. Obsolesence isn’t a big 
factor with houses. They do not 
wear out. The maintenance is low. | 
There is no license tax or excise tax 
to keep it running. It is not subject 
to collision or theft. 

Far be it from me to decry time 
sales of automobiles. It’s the exces- | 
sively liberal terms that are objec- 
tionable. Time sales made this in- 
dustry great. I could see their use- 
fulness back in 1912 when I wrote 
the first consumer folder announc- 
ing time payments for automobiles. 
I have been an advocate of them 
ever since. 


* * 


Banks Demand Security 
T THAT time automobile time 
sales were opposed by many in- 
cluding Senator James Couzens. He | 
had sold out his interest in Ford 


New Title Law 
Discussed by 
Kentucky Board 


LOUISVILLE. — A stronger au- 
tomobile title law was the chief 
topic of discussion at the midyear 
directors’ meeting of the Kentucky 
Automobile Dealers Assn. here last 
week. 

The present law, it was pointed 
out, is an inadequate statute which | 
makes Kentucky a dumping ground 
for stolen cars and an easy place 
to obtain a fictitious registration. 

For years, it was said, the County 
Clerks Assn. has blocked efforts for 
legislation to improve the situa- 
tion. Clerks fear they might have | 
to assume liability for illegally reg- | 
istered vehicles under a new law. 

Legislation to remedy the situa- 
tion is backed by banks, finance | 
companies, insurance firms and 
owners’ organizations. 

The directors also discussed the 
association’s group insurance pro- 
gram, which has some 59 partici- 
pating dealers. It was proposed 
that coverage be extended to cover 
families of dealership employes. 

C. E. Brents, Lebanon dealer and 
KADA president, presided at the 
meeting. 
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Motor Co. for $30 million and had 
become a senator for the State of 
Michigan. 

An article appeared in 1927 in 
which he would deny the privilege 
of credit to a man of equal moral 
character but in a less fortunate 
position financially. 

For almost 100 years sewing ma- 
chines, pianos, agricultural imple- 
ments and household furniture 
have been sold on credit. In the 
automobile industry we only fol- 
lowed the example set by that suc- 
cesful experience. 

No one ever has questioned the 
right of banks to advance money 
to business firms. It always has 
been the accepted practice and 
their principal reason for being in 
business. But banks do not grant 


|unlimited credit to business insti- 


tutions. Each loan is backed by a 
satisfactory statement or other 
security. 

* * * 


Many Could Pay Cash 


i loans are made for the pur- 
pose of carrying accounts re- 
ceivable, meeting payrolls, building 


|}up a stock of merchandise, carry- 


ing inventories. This is what makes 
business turn over. 

Finance companies entered the 
field to specialize in automobile 
sales. They were merely establish- 
ing facilities to extend credit to the 
individual and act in the same re- 


|lationship to the worker as the 


bank would be business. 

Since the war many banks have 
established small-loan depart- 
ments and now find it desirable 
and profitable to make small 
loans to the individual covering 
automobiles or other necessities. 
Why shouldn’t an individual en- 
joy this credit? Why shouldn’t he 
have this same privilege to buy 
against future income? 

So, this column has always ad- 
vocated time payments on automo- 
biles. Many persons who buy auto- 
mobiles on time have plenty of 
money to pay cash for them. They 
have savings accounts, bonds, 
stocks or homes but they prefer to 
pay for an article as it is being 
used instead of dipping into their 


| reserves. 


* * * 


| Reserves Are Held Dear 


The value that the use of an 
automobile brings to the individual 


(or family is nearly always much 
|greater than the amount of the 


monthly payment. 
Many persons believe their re- 


|serves bring them more returns 


than they would obtain by applying 
them to the purchase of an auto- 
mobile. They figure the income 
from the reserve more than pays 
the cost of the automobile loan. 
Besides, reserves are always a safe- 
ty factor in case of an urgent need 
for cash. 

The value of a cash reserve is 
sometimes fabulous. I have in 
mind a manufacturing company 
that had a cash reserve of more 
than $3 million for handling 
time-payment paper of its prod- 
uct. 

It had an opportunity to buy a 
new industry very advantageously 
so it borrowed $3 million on its ac- 
counts receivable and used its cash 
to take advantage of an attractive 
offer to safeguard its institution 
through diversification. 

I am telling this story only as an 
example of how many individuals 
buy automobiles on credit and re- 
serve their surplus for emergencies 


or opportunities. 
* * * 


Long Terms Aren’t Easy 


se rather than defend lengthy 
automobile terms, we should 
criticize them both from the stand- 
point of the purchaser and the 
seller. These easy terms we hear so 
much about are not easy. They are 
rough on the consumer. 

The consumer frequently pays 
more for finance than he does for 
the car. Even on terms of one- 











Safety Belt Sales Hinge 


On Make in Minneapolis 


MINNEAPOLIS. — A survey of 
dealers here indicates that the 
demand for safety belts and dash- 
board padding depends upon the 
make of car. 

Ford dealers said national ad- 
vertising boosted buyer demands 
up to about 75 percent for both 
items. Buick dealers say about 90 
percent of new cars sold are 
equipped with padded dashes but 
only 2 percent of Buick buyers 
want safety belts. 

The nearest estimate of safety 
belt demand would average about 
8 percent. 





More Grounds for Action... 





Rise in Buyer Beefs 
Probed by Ohio Board 


TOLEDO.— Dealer sales and prac- 
tices are the subject of a series of 
hearings being conducted by the 
Ohio Motor Vehicle Dealer’s and 
Salesman’s Licensing Board. In- 


volved are dealers against whom 
complaints have been filed by indi- 
viduals or groups. 

The State agency held a round 
of hearings in Toledo and will 





Jersey Dealers Elect Officers— 


Newly elected officers of the New Jersey Automotive Trade Assn. are, from left, 
Otto P. Henneberger, business manager; William L. Mallon, secretary; Gerald S. 
Kleinhanz (Buick), Woodbury, first vice-president; Elmer Blauvelt (Pontiac), Montclair, 
president; L. John Hutton (Chevrolet), Riverside, treasurer; Eldred R. Crow (Ford), 
Westfield, third vice-president, and George G. Downes (Pontiac), Matawan, second 


vice-president. 


Hearing on Cancellation 


Of Travis Set by NADA 


JEFFERSON CITY, Mo. — Fred- 
erick J. Bell, NADA executive vice- 
president, last week appointed a 
three-man committee to hold hear- 
ings to review General Motors’ can- 
cellation of Travis Service Co., St. 
Charles, Mo. 

J. E. Travis jr. received a notice 
of nonrenewal last June 28. He 
had been a Buick and GMC 
dealer since 1920 and added Pon- 
tiac in 1933. 

Buick charged Travis with “fail- 
ure to develop satisfactorily the 
sale of Buick automobiles” in the 
St. Charles area. The complaint 
referred specifically to 1952 and 
1953. 

Bell’s investigating committee 
will be headed by James C. Moore, 
NADA general counsel. Other mem- 
bers will be Frederick M. Sutter, 
Columbus (Ind.) Dodge dealer and 
chairman of NADA’s industry rela- 
tions committee, and Robert S. 
Armacost sr., Kansas City (Mo.) 
Studebaker dealer and state NADA 
director. 

Officials of the Missouri Automo- 
bile Dealers Assn. will augment the 
committee. 

The national committee was 
named in response to a resolu- 
tion adopted by the directors of 
the Missouri association Oct. 12. 

The Missouri group went on rec- 
ord as “strongly condemning the 
disgracefully shabby treatment of 
General Motors Corp. of its long- 
time and’ faithful dealer, J. E. 
Travis jr.” 

It also noted that “as little as 90 


Critz Elected 
In Little Rock 


LITTLE ROCK, Ark.—John Critz, 
president of Critz Chevrolet Co., 
has been elected president of the 
Little Rock Automobile Dealers 
Assn. He succeeds Fred Poe (Plym- 
outh). 

Other officers are Dave Roberts 
(Studebaker), vice - president; Wil- 
liam Owen (Packard), treasurer, 
and George Benjamin, executive 





third down and 36 months time, it | secretary. Owen and Benjamin were 


(Continued on Page 70, Col. 2) 


reelected to their posts. 





days prior to the notice, both Pon- 
tiac and GMC had indicated their 
satisfaction with the selling efforts 
of Travis.” 

The issue kicked up a storm and 
brought an angry letter from Rep. 
Clarence Cannon, Missouri Demo- 
crat, to Harlow H. Curtice, GM 
president. 

In his letter, Cannon denounced 
what he called the “arbitrary dis- 
missal” of Travis and declared 
that it “indicates an industrial 
ruthlessness which warrants pro- 

* tective legislation.” 

Cannon also wrote Curtice, “All 
the more inexplicable is failure to 
provide any settlement with him 
for tools, specialized equipment and 
other assets for which there can 
be no market except to an author- 
ized dealer in your cars.” 

Cannon has been asked to par- 
ticipate in the NADA hearings as 
have Missouri’s two U. S. senators, 
Thomas A. Hennings jr. and Stuart 
W. Symington. 

NADA reported that several 
prominent St. Charles citizens had 
requested. to be heard at the pro- 
ceedings. 









New Mexico 






Wemhoff 


year as a dealer . 





On the House .. . 


Don’t advertise 
with the sale of automobiles, Illinois dealers are 
warned by their association. It’s a violation of state 
insurance code and incurs penalties of $500 fine 
and/or six-month term in prison. It’s suggested 
that dealers in other states check their laws, too... 
Pennsylvania is finishing up its 10th annual survey 
of wages, hours and working conditions in dealer 
service departments... 


meeting Dec. 7 in Albuquerque ... Detroit dealers, 
at annual powwow Dec. 13, will select new direc- 
tors for Buick, Dodge, Nash, Oldsmobile and 
Packard lines . . 
tary of New Hampshire dealer group, has been named secretary of 
the 1956 Crusade for Freedom in that state ... 

Dean Chaffin, NADA’s director from Montana, is observing his 29th 
. . Texas association has just added 11 new mem- 
bers ... One dealer, who reports five wagons rolling up to his dealer- 
ship daily for “coffee breaks,” declares that “what some of us need 
from our employes is a ‘work break’ once in a while.” 


announce its decisions from its 
Columbus offices. 


Commenting on the hearings, 
board member W. A. Brandenburg, 
Mansfield, a Chevrolet salesman, 


sad: 

‘[isser World War II, when cus- 
mers were willing to make almost 

any kind of a deal, “there weren’t 

many complaints about dealer prac- 

tices. 


“Now, however, the market has 
become highly competitive, and 
customers are more inclined to go 
to their auto club, the Better Busi- 
ness Bureau or directly to us when 
they feel they’ve been wronged.” 


Other board members _ are, 
Charles A. Cronin, Cincinnati, a 
Ford dealer, and C. Ervin Nofer, 
acting Ohio registrar of motor 
vehicles, who serves as board 
secretary. 

The board was formed in 1938, as 
the result of State law enacted at 
the request of automobile manufac- 
turers, the dealers themseives and 
interested auto clubs and business 
groups. 

Reason for the sharp increase in 
number of hearings and in actions 
taken on complaints is the recent 
adoption of a series of operating 
rules including strategic Rule No. 8. 

“Rule No. 8,” Brandenburg ex- 
plained, “specifies that when a 
dealer sells a car, he must deliver 
at time of sale a written statement 
showing the total price of the car, 
less tradein allowance and finance 
charges, if any.” 

Brandenburg said that in the 
past the board often has become 
mired in a bevy of conflicting 
claims when investigating dis- 
putes over the agreed-on sales 
prices of cars. 


Some dealers, he said, would 
figure a deal on the back of an en- 
velope or business card and the 
buyer wouldn’t get a complete 
statement until the finance com- 
pany’s bill arrived by mail. 


“Under Rule 8,” he said, “the 
mere fact that a dealer did not de- 
liver a written statement at the 
time of sale gives us_ sufficient 
ground on which to act.” 


Brandenburg said the board be- 
lieves that almost all the dealers 
are “good businessmen, and good 
people in their communities.” 

Noting that one of every seven 
persons in the work force of this 
country is involved directly or in- 
directly with the automotive in- 
dustry, Brandenburg said the 
board reflects the desire of the 
manufacturers and dealers that 
sound business policies and hon- 
est dealings with the public be 
fostered from an official and au- 
thoritative level. 

That’s why, he said, the board 
has seen to it that 69 applications 
for new licenses or license renewals 
have been turned down this year, 
and why a new schooling session 
will be started next week in Colum- 
bus for nine specially trained 
license investigators. 

“This board,” he said, “is working 
to eliminate the shyster.” 












“free insurance” in connection 













dealers will hold their annual 







. John D. Orr, executive secre- 










—Pete Wemuorr, Editor, 
Automotive News 
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Also Cites Declining Dealer Profits .. . 


Yarnall Asks All States 
To Pass Finance Laws 


(Continued from Page 1) 


against “too radical a switch.” 

The speaker also defended “legiti- 
mate” dealer reserves, but pre- 
dicted that NADA support of na- 
tionwide finance ceiling laws would 
lead to abolition of “the pack that 
the minority has used, and of which 
you have been a part.” 


The bootlegging problem, Yar- | 


nall disclosed, is finally drawing 


the attention of “some of our | 


manufacturers.” He explained that 


“g sincere effort” has begun at | 


Detroit to stop bootlegging, al- 
though he did not identify the 
factories engaged in the cam- 


paign. 


Another AFC speaker, Chrysler | 


Corp. Treasurer W. J. Simons, criti- 
cized the argument that the “ab- 
normality” of 1955 vehicle sales 
must result in a recessed 1956 mar- 
ket. 


* k * 


THE contrary,” said Simons, 
“it is more true than not that 
1955 was the first year in the en- 
tire postwar period that the indus- 
try and the economy did not face 
substantially abnormal conditions 
of one form or another. 

“It is the first year to give con- 
crete evidence of the underlying 
strength of consumer demand for 
automobiles. It is the first year that 
basic consumer demand was able 
to express itself.” 

Simons and Yarnall took oppo- 
site views on the effect of the 
record financing volume on the 
future auto market. 

“Average terms have lengthened,” 
the Chrysler executive said, “but 

there is strong evidence that the 
American consumer will continue 


the tradition of paying his bills. | 


Repossession and delinquency rates 
continue to be very low.” 

“In my opinion,” asserted Yar- 
nall, “the pendulum on down pay- 
ments, length of contract, and 
credit itself, swung entirely too far 
and there will be a day of reaction 
which will cause grief to many of 
us.” 

* * * 
GHARP practices which have 
mushroomed in the auto mar- 
ket this year, Yarnall said, include 


bushing, double tax charges, double | 


insurance charges in time deals, 
finance packing and “a total irre- 


sponsibility on either pre-delivery | 


get-ready or post-delivery service.” 


“Under the quality dealer pro-| 


grams of prior years,” he said, “it 
would have been suicide for a 
dealer to do some of the things this 
small minority are presently doing 
—and which are condemned by all 
Better Business Bureaus. Our man- 
ufacturers would not have retained 
such a dealer... . 

“In today’s market the gim- 
micks that we all know about 
havé permitted dealers using 
them to do a volume job without 


good management and still show 
a satisfactory profit. 

“I am sure that as the public be- 
comes aware of the gimmicks, it 
will be more difficult for the poorly 
managed dealership to show a 
profit—and irrespective of its vol- 
ume.” 


* * * 


OLUME merchandising is all 
right if it is accompanied by 
| good management, Yarnall said. 

“Volume, alone, without proper 
management has destroyed more 
dealers than it has helped.” 

He suggested that the finance 
men “preach this gospel of good 
management” to the dealers with 
whom they do business. 

Yarnall declared that “mislead- 
ing and untrue advertising has 
had more to do with the chaotic 
condition in our industry than 
any other oné single thing.” 


Vv 


in automobile dealers generally.” 
cd * * 


mittee recommendation of anti- 
bootlegging legislation at the next 
session of Congress, Yarnall de- 
clared: . 

“‘T am not optimistic enough to 
believe all of our problems are 
going to be resolved in the next 
few months, but I do believe we 
have hit bottom in this period of 
adjustment, and that we will soon 
see improvement which will be con- 
tinuing.” 

A. J. Blasco, president of Inter- 
state Securities Co, Kansas City, 
told the AFC that fewer loose-term 
auto sales can be expected next 
year. 


He warned that deceptive ads} 
are “destroying public confidence | 


N FORECASTING House com- 








By Joseph M. Callahan 
Staff Writer 

ALESMEN at five Cadillac retail 
outlets in the New York area 
last week ratified their first con- 
tract, providing for 
a guaranteed com- 
E33 mission of $100 a 
sale. 
Several days ear- 





a 40-hour week and 
lier the 84 salesmen—whose salaries 








Ford Lowers Mainliners 


In °56 Price Jockeying 


it is, dealers say many customers 
are complaining that they have 
been priced right out of the new- 
car market. 

One source of trouble, some deal- 
ers say, is that so much formerly 
standard equipment has been re- 
classified by the factories as op- 
tional. In the case of one make, 
entire accessory packages have 
been shifted to the optional cate- 
gory. 

Among other makers, prices have 
|been raised on a host of options, 
|including such minor items as 
| windshield washers. 
* * 


* 





in and wants to drive out with 
a car the way he got used to seeing 








Starlets on Tour For Mercury— 


AYS one dealer: “A buyer comes | 


Hollywood starlets Helene Heyden, left, and Betty Ames pose with new Mercury 
convertible they're driving on a 3,000-mile promotion and publicity tour for the Los 
Angeles Lincoln-Mercury Dealers Assn. The campaign, designed to give individual 
coverage to association members in 68 cities in Southern California and Arizona, and 
las Vegas, Nev., has been inaugurated by the Hollywood office of Kenyon & Eckhardt, 
Inc. 


(Continued from Page 2) 


it in 1955—with fender skirts, foam- 
rubber cushions and clock. 


“He knows darned well these 
came with the car in 1955. I show 
him a ’56 containing the same 


the factory, and, optional or not, 
you can’t take them off. 

“Then we start talking price. The 
factory has told him that the car 
will cost nearly $100 more, so he 
expects that. But I can’t remain 
within that figure because the 
fender skirts, foam cushions and 
clock alone add up to $55 more. 

“The factory hasn’t told the buyer 
about that. So he thinks I’m trying 
|\to gyp him, and we don’t make 


out.” 

Tes problem is most acute for 
dealers operating in the smallest 

towns. Their buyers are also neigh- 

bors whom they greet on a first- 

name basis. 


One such dealer says his new-car 
sales were off 75 percent in Octo- 
ber, largely because of ill feeling 
over the price issue. Many report 
sales down 50 percent. 


One seller reports limited success 
with the argument that, consider- 
ing price increases and all, buyers 
have never had the opportunity to 
pick up such bargains so early in a 
new model year. 


* * * 








Thunderbird Price Tag 


Is Boosted by $157 


DEARBORN.—The advertised- 
delivered price of Ford’s 1956 
Thunderbird sports car is $3, 
101.50, up $157.50 from the 1955 
introductory price. 

Fordomatic is optional at $215, 
and power steering is $64. 

Chevrolet is expected to intro- 
duce a restyled version of its 
counterpart sports car, the Cor- 
vette, just prior to the General 
Motors Motorama. The Corvette 
is not in production at the mo- 
ment. 





reportedly ranged from $12,000 to | 
$40,000 — ended their two-week 


things. They still put them 
e y P gee |ments with the union, but there is 


|a@ hard core of dealers who have 


Named to Head Ohio Dealers— 


The Ohio Automobile Dealers Assn. elected new officers during its 22nd annual 
convention at Cincinnati. From left: F. E. Williamson, Marietta, treasurer; Edgar G. 
Planck, Columbus, first vice-president; M. R. Purdy, Van Wert, second vice-president; 
E. A. Molenske, Youngstown, president, and D. D. Gross, Moline, secretary. David C. 
Corbin, Akron, right, is the outgoing president. 


' Backshop Strife Goes On... 


N. Y. Cadillac Tieup Ends 


| 





|tinuing, although every day indi- 


|crease. There are many five-cent 











Factory-Dealer 


Laws Assailed 


S-P Aide Testifies 
At Indiana Hearing 


By C. L. Kern 
Staff Correspondent 


INDIANAPOLIS. — Strong oppo- 
sition to any state legislation which 
would regulate contracts between 
manufacturers and dealers was ex- 
pressed here by Courtney John- 
son, South Bend Studebaker-Pack- 
ard Corp. executive. 


Johnson, also chairman of the 
State Tax and Financial Policy 
Study Commission, was the only 
witness appearing here before the 
State Legislature Study Commit- 
tee hearing on manufacturer- 
dealer contracts. 

The session was called solely to 
receive testimony from the auto in- 
dustry spokesmen. 


Johnson declared that competi- 
tion in the auto industry for dealers 
precludes arbitrary termination of 
contracts. 


Testimony given by Charles M. 
| Hewitt, official of the Indiana Auto- 
|mobile Dealers Assn. at a commit- 
|tee hearing last Aug. drew bitter 
| criticism from Johnson. 

He charged that Hewitt pre- 
| sented a distorted view on manu- 
facturer-dealer relationships, and 
declared that a large majority of 





strike against the factory branches | 
in Brooklyn, Manhattan, Bronx and | 
New Rochelle. 

The contract also provided for | 
no discharge except for cause, no} 
transfers, layoffs on a_ seniority | 
basis and a monthly draw of $400. 
Local 917 of the AFL Teamsters 
said some of the men had been! 
working up to 69 hours. 

The pact provided no changes 
in commissions and was consid- 
ered to be far short of the union’s 
original demands, which included 
a $250 weekly draw, a maximum 
of 100 sales a year, a commis- 
sion increase, paid vacations and 
pensions. 

The strike by Local 259 of the| 
CIO Auto Workers against some 
150 other New York dealers is con- 


vidual contracts are being settled. | 
The average settlement package 
provides about a 10-cent hour in- 


and 15-cent settlements. 


* * * 


F THE dealers still being struck, | 
some are currently near settle- 


refused to budge from their posi- 
tion of “no increase.” 

One proposal placed before the 
union, which reportedly was 
turned down, would have returned 
all men to their jobs with no in- 
crease until next June when a 
fact finding board would make 
its recommendations. 

Ten dealers have gone to court 
(Continued Page 65, Col. 1) 











“Chevvy," the Seal— 


Sponsored by the Los Angeles area 
Chevrolet dealers, “Chevvy,” Dick Berg's 
trained seal, performs for Larry Berrill, 
disc jockey, KBIG, Catalina Island, Calif., 
“Chevvy” also plays she musical number 
“See the USA in Your Chevrotet™ on a set 


Deardorff, research director, Eisaman-Johns 





Advertising, agency for the dealers. 


dealers would be opposed to the 
“Social Security-type” of “assist- 
ance” which Johnson said ap- 
parently was the objective of 
legislative regulation. 

State Senator John W. Van Ness, 
Valparaiso Republican and commit- 
tee chairman, said his group will 
meet Jan. 19, to hear any specific 


|complaints from dealers of abuses 


resulting from contracts with man- 


|ufacturers. The manufacturers will 


be given an opportunity to answer 
any such charges at a later hear- 
ing, he said. 


Chrysler ‘Boosts 
Dealer Funding 
By $1 Million 


DETROIT.—Chrysler Corp. this 
year has added more than $1 mil- 
lion to its investments in “Dealer 
Enterprise” dealerships holding 
corporation franchises. 


This was revealed last week in 
Chrysler’s nine-month report to 
stockholders. The _ corporation’s 
dealership investment as of Sept. 30 
was $4,132,231, compared with $3,- 
027,700 last Dec. 31. 

Referring to corporate net profits 
of only $626,370 in the third quarter, 
the report explained that early 
changeovers necessitated “extensive 
plant rearrangement and manufac- 
turing changes.” 

Chrysler’s three-quarter net earn- 
ings of $70,637,012 included a first- 
quarter total of $34,504,730 and a 
second-quarter sum of $35,505,912. 

The report, signed by Chairman 
K. T. Keller and President L. L. 
Colbert, noted “selling activities 
and organization have been en- 
larged and strengthened to meet 
the competitive conditions and to 
increase our sales.” 








Studebaker Picks 
Noble for Sales 


SOUTH BEND.—Appointment of 
Frank W. Noble as assistant sales 
manager of Studebaker has been 
announced by Wil- 
liam <A. Keller, 
general sales man- 
ager. Noble will 
head Studebaker 
advertising, sales 
promotion and 
sales training op- 
erations. He has 
been Studebaker 
advertising man- 
ager since Febru- 
ary. 

Before joining F. W. Noble 
Studebaker he was associated with 
Ford for five years in advertising. 
Previously he was advertising and 
sales promotion manager and as- 





of horns. The performer's escort is Bettye | Sistant to the general manager of 


the Eureka division of Eureka- 
| Williams Corp., Detroit. 








November N.A.D.A. report proves: 


PLYMOUTH IS 


NO. 1 


IN RESALE VALUE 


In market after market... North, South, East, West... 





Plymouth brings top dollar of the low-price 3! 


You'll see the figures in the official N.A.D.A. 
Used Car Guide for November: the ’55 Plymouth 
brought more income for dealers as a used car than 
either of “‘the other two.” 


The margin is clear-cut. The price difference 
substantial. And it applies to both 4-door and 
2-door models. 


PLYMOUTH 


Plymouth’s top standing as a used car stems 
from one basic fact: the public wants the outstand- 
ing advantages Plymouth has over competition. 
They want Plymouth’s beauty, power and the famed 
engineering that means more unused mileage. 


Yes—Plymouth pays off! More satisfaction for 
your customers... more profits for you! 


Best buy new... better trade-in, too! 


¥ 


j 








6 





AUTOMOTIVE NEWS, NOVEMBER 21, 1955 


56-Point Code Formulated ... 


Cincinnati Goal: Truthful Ads 


By Frank Kappel 
Staff Correspondent 
CINCINNATI. — Board members 

of the Cincinnati Automobile Deal- 
ers Assn. met with representatives 
of local TV, radio and newspapers 
to explain the CADA’s plan to en- 
courage truth in automobile adver- 
tising. 


Woody Sander, president of the 
CADA and general manager of 
Cronin Motor Co. Inc. (Ford), 
detailed the association’s 56-point 
code of advertising ethics. 


“We are going to attempt to en- 
force these rules with members,” 
he said. “We can’t make members 
follow these rules, but we plan to 
‘put more teeth’ into our program. 


“There may be some expulsions 
if approving members violate our 
ethics,” Sander said. 


More than 90 percent of Cincin- 
nati’s new-car dealers are members 
of the CADA, he said. ~ 


“Soon we will be asking members 
for their dues for the 1956 season,” 


DeSoto Promotes 


4 Field Aides 


DETROIT. — Ford Frame has 
been named executive assistant to 
D. R. Crandall, DeSoto central zone 
manager with headquarters in Cin- 
cinnati. Frame formerly was Cin- 
cinnati regional merchandising 
manager. 


DeSoto also announced three re- 
gional promotions. Herbert D. 
Brundage has been appointed new- 
car manager in the Dallas region, 
and W. W. Drescher and J. R. 
Thesing have been named mer- 
chandising and used-car managers, 
respectively, in the Chicago region. 


Sander added. “At the same time 
we are going to ask that they sign 
our code of advertising ethics.” 


All present agreed that the plan 
was a good one,*but that it would 
be a difficult job to enforce the 
code. 


George Young, head of the Cin- 
cinnati Better Business Bureau, 
asked that he be given a list of 
members who approve the plan. 
Sander and Erdie Turner, CADA 
secretary, said he would be sup- 
plied with the names. 


Advertising officials were asked 
to help in promoting truth in auto- 
mobile advertising. They agreed to 
have members of their departments 
read the nine-page code of ethics, 
but said, “We are selling and can- 
not tell the buyer what he can and 
cannot say in his advertising.” 


Sander said copies of the code 
would be sent to all dealers in 
this area. 

Some of the advertising rules 
contained in the CADA advertising 
booklet are: 

The advertised new-car price 
shall be the price for which the car 
is deliverable at the dealer’s place 
of business, not including Ohio 
sales tax and license fee. 

The use of the word “cost,” in- 
ferring a price, must be accom- 
panied by a dollar - and - cents 
price. 

Advertising of used current- 
model cars by dealers will not be 
permitted in the classified sections 
of newspapers until 60 days after 
the introduction date of the par- 
ticular make of car being offered. 

When new cars of previous year 
models are advertised, the year, 
model, series and body style of such 
car, or cars, shall be stated. 

The words and phrases “new,” 
“perfect,” “like new,” “never reg- 


‘Stylish’ Station Wagon 
Conceived by AMC 


Epiror’s Note: This is the last of 
two reports on station wagons. 
The first outlined the reasons for 
rising station-wagon popularity. 
This deals with styling advances 
and thinking for the future. 

of * x ‘ 
By W. C. Lockwood 
Staff Writer 
ETROIT.—There are some ex- 
citing things happening in sta- 
tion wagons at American Motors 
Corp. There a styling “barrier” has 
been broken and for the first time 
the only two body styles to show 
gains in 1955 have been merged in 
a four-door hardtop station wagon. 

And at American Motors it is 
said that there are more things to 
come. What is the company’s aim? 

“American Motors is trying to 
make its station wagon the most 
versatile car available,” said Ed- 
mund E. Ander- 
son, director of 
automotive st yl- 
ing. 
Thus, the com- 
pany seeks to 
capitalize on a 
trend in body 
styles that mar- 
keting experts say 
is directly attrib- 
utable to the 

. changing face of 
E, E. Anderson America. 
* * x 
ET’S review the six reasons 
given last week for the rise in 
station wagon popularity: 

1. Number of three, four and five- 
child families have increased. 

2. The tremendous pressure ex- 
erted by increasing numbers of 
teen-agers for such cars as station 
wagons and convertibles. 

3. Basic change in the station 





n. 

4. Versatility of the station wag- 
on. 

5. The move to the suburbs. 

6. The continuing bulge in births 
which contributes generally to a 
rising car market. 

It is significant that Anderson, 
when he stated American Motors’ 
aim, said “car” and not station 
wagon. In other words, many 
people are adopting the station 





wagon as a family car, because 
it has become more comfortable, 
the family is larger, needs more 
room and versatility. 

Station wagons have been a big 
part of planning for some time at 
American Motors and they are 
credited with a large role in estab- 
lishing the prestige of the Rambler 
line and “putting it over.” 

As a matter of fact, 52 percent of 
Rambler production this year was 
devoted to station wagons. George 
Romney, AMC president, has indi- 

(Continued on Page 70, Col. 1) 





istered,” “same as new,” “never 
sold,” etc., shall not be used in 
connection with advertising of a 
used car. 

Plans of the CADA call for the 
establishment of a committee from 
among the membership to “police” 
the advertisements by members and 
to decide of what action to take 
when members violate the code. 


Effort to Control 
Prices on Cars 
Hit in Canada 


OTTAWA. — Canada’s Restrictive 
Trade Practices Commission, fol- 
lowing a probe by T. D. MacDonald, 
director of investigations and re- 
search under Combines Act, stated 
last week in a 93-page report that 
manufacturers who attempt to con- 
trol the advertised retail price of 
their products at dealer’s level are 


guilty of violating the anti-combine| 


regulations. 

Dealers regard this opinion as 
extremely 
commission accused a subsidiary of 
a U. S. firm of violating Canada’s 
ban on resale price maintenance 
which prohibits all manufacturers 
from attempting to set the prices of 
their products at wholesale or retail 
levels. 

MacDonald revorts that there 
were incidents in connection with 
three retailers and these indicated 
the company’s refusal to share in 
advertising costs or refusal to sup- 
plv goods to dealers. 


* The commission reports that only | 


in the cases of two retailers did it 
appear that the company acted 
either to withdraw financial assist- 
ance or curtail the supply of goods. 

In addition, the commission re- 
ports that the company maintained 
a plan whereby it paid a portion of 
a dealer’s advertising costs if in ad- 
vertisements on company’s prod- 
ucts, the dealer inserted prices 
approved by the manufacturer. The 
commission charged the company 
withdrew financial assistance to 
dealers who advertised its products 
below those approved by the com- 
pany. 

On the other hand, the company 
argued that it did not contravene 
the law because any move to have a 
product advertised at a particular 
price must be distinguished from 
any endeavor to have the product 
actually sold at such a price. There 
had been cases where the products 
were sold below the advertised 
price. 

However, the commission’s view 
is that advertising is part of the 
selling process. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Nov. 16 
(Sold 130 cars out of 190 offer- 
ings.) 

BUICK — ‘55 Super Riviera, $2,225* 
(ps); $2,150*. °'54 Century Riviera, 
$1,685*; Super Riviera, $1,675*; RM 
4-dr., $1,635* (ps); Special 4-dr., $1,- 
480*. '53 Super Riviera, $1,065*, $1,- 
005*; Special 4-dr., $925*; Riviera, 
$860, $840; 4-dr., $925*. ‘52 Super 
4-dr., $745*, $650*. ‘51 Super 4-dr., 
$485*, $425°; Special 4-dr., $425. 

CADILLAC —’'55 (62) coupe, $3,625* 
(ps). 
(ps). "53 (60) Special 4-dr., $1,830* 
(ps). "51 (62) coupe, $1,300*. '50 (62) 
conv., $605*. 

CHEVROLET—’55 Two-ten (8) 2-dr., 
$1,485*, $1,340. ‘54 Bel Air 2-dr., 
$970, $860; One-fifty station wagon, 
$930; 2-dr., $680; Two-ten 4-dr., 
$850*. '53 Bel Air coupe, $890, $880*, 
$875*, $810, $780; Two-ten 2-dr., 
$740, $700, 2 at $660, $610. '52 SL 
Deluxe 2-dr., $485*; 4-dr., $440*. '51 
SL Deluxe 4-dr., $275*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,- 
180*; Powermaster 4-dr., $1,075*, $1,- 
025°. 53 Fire Dome (8) 2-dr., $825*, 
$785*. °51 Powermaster 4-dr., $365, 
$280. '50 4-dr., $155. 

DODGE—’54 Meadowbrook 2-dr., $715. 
’53 Coronet (8) Sport coupe, $830*; 
Meadowbrook 2-dr., $530*. ’51 2-dr., 
$225. 

FORD—’55 Fairlane (8) Victoria, $1,- 
775*; 4-dr., $1,505*. '54 Crest (8) 
Country Squire, $1,200; Custom (8) 
2-dr., $1,040, $920, $905; Main (6) 
2-dr., $675. ’53 Crest (8) Victoria, 
$880, $880*; 2-dr., $805; Main (6) 
2-dr., $690, $580, $510. '52 Custom 


*54 (60) Special 4-dr., $3,130* 





(6) 4-dr., $730*, $485*. °51 Custom 
(8) conv., $320; Custom (6) 4-dr., 
$325; 2-dr., $255, $240. °49 Deluxe 
(6) 2-dr., $150. 

LINCOLN — ’54 Capri 4-dr., $1,775* 
(ps). "53 Capri Sport coupe, $1,275*. 
’51 Cosmopolitan 4-dr., $440. 

MERCURY—’54 Monterey Sport coupe, 
$1,350*; 4-dr., $1,175, $1,140*. '53 
Monterey Sport coupe, $1,180*, $1,- 
075*, $990*; 4-dr., $950*; Custom 2- 
dr., $890, $870. 

NASH—’53 Rambler Sport coupe, $685, 
$680. '52 Statesman 2-dr., $510, $500*; 
Rambler Sport coupe, $390, $350. 

OLDSMOBILE—’55 (98) Holiday, $2,- 
575* (ps); 4-dr., $2,360* (ps). °54 
(88) 2-dr., $1,675* (ps), $1,620*. °53 
(88) 4-dr., $1,000. °52 (98) Holiday, 
$800*; (88) 2-dr., $505*. °51 (98) 
4-dr., $330*. 

PACKARD—'53 club coupe, $830*; 4- 
dr., $760*, 2 at $750*, $710, $650. ’52 
4-dr.. $475*, $400*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,- 
390; 4-dr., $1,390. °54 Plaza 4-dr., 
$695; club coupe, $670. '53 Cran- 
brook 2-dr., $575; 4-dr., $550, $500, 
$455; club coupe, $480. ’°52 Cranbrook 
4-dr., $320. ’°51 Cranbrook 2-dr., $250. 

PONTIAC — ’55 Star Chief (8) 2-dr., 
$1,905*, $1,730*; Chieftain (8) 2-dr., 
$1.630*; 4-dr., $1,565. °53 Chieftain 
(8) Catalina, $1,100* (ps). $930*; 
2-dr., $810*, $675; 4-dr., $775, $700. 
"52 Chieftain (8) station wagon, 
$795°*; 2-dr., $570*, $430: 4-dr., $520, 
$485*. ‘51 Silver Streak (8) 4-dr., 
$410, $400*. 

STUDEBAKER—’53 Commander 4-dr., 
$560. '52 Commander Sport coupe, 
$400*. '50 %-ton pickup, $135. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 46, 47, 48, 49 
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are, from left, seated: James Mulvihill jr. 








Grand Rapids Dealers Name Officers— 
Newly elected officers of the Grand Rapids (Mich.) Passenger Car Dealers Assn. 


(Oldsmobile), vice-president; David Gezon 


(Studebaker), president, and Harold Rockwell (Oldsmobile), treasurer. Standing: Wil- 


Westward Auto Mirror . 


Salt Lake City 
Dear Editor: 

I have been able to get a fairly 
good picture of automotive condi- 
tions in the cities I have visited. 
In Chicago, Omaha and Denver, all 
dealers report being cleaned up on 
1955 models and ready for the new 
ones. 

Used-car stocks are well under 
control at most dealers in Omaha 
and Denver, but truck sales are 
dragging—especially in the “farmer 
models”—half-ton through two-ton. 

I attended the Colorado Auction 
for about three hours in Denver 
the other day. It was interesting 
|to see the buyers bidding on 1955 
Fords and pass mostly on 1955 
Chevrolets. Again there was heavy 
bidding on 1955 Mercurys and pass- 
ing on 1955 Pontiacs. But 1955 Olds- 
mobiles were also in demand. There 
were several 1956 models offered— 
Fords, Mercurys, Pontiacs and 
Oldsmobiles—with all but the Pon- 
tiacs being licked up quickly. 

As soon as the offerings got down 
to ’50s through ’53s, the buyers 
thinned down to a very small 
crowd. One needs only to watch one 
of these Midwest auctions to see 
the type of automobiles the public 
today is buying. 

John Q. has the money, or at 











Packard-Clipper 
Names Stuart 


To Head Sales 


DETROIT. — Donald R. Stuart 
has been appointed general sales 
manager for the Packard-Clipper 
division, accord- 
ing to Robert P. 
Laughna, division 
general manager. 

Stuart joined 
Packard in Janu- 
ary, 1955, and in 
March was named 
sales manager of 
the then Packard 
division. Previ- 
ously, he served 





D. R. Stuart General Motors in 
executive sales capacities. 

In taking over his new post, Stu- 
art announced the following central 
office and field appointments within 
the general sales department of the 
Packard-Clipper division, all re- 
lated to the adoption of a divisional 
type of organizational program last 
September by Studebaker-Packard. 

Don Whitfield, assistant general 
sales manager responsible for dealer 
development, car distribution and 
field organization; Eugene B. Reb- 
han, assistant general sales man- 
ager in charge of used-car mer- 


chandising programs, business man- | 


agement and fleet sales; William 
G. Beasley jr., central region sales 
manager; L. A. Fleener, eastern 
region sales manager, and Ross H. 
Schroeder, manager of the divi- 
sion’s dealer development depart- 
ment. 


22 years with. 


liam J. Pastoor (Ford), secretary, and Steve Hicks (Lincoln-Mercury), director-at-large. 





A Traveler’s Memo 


least good credit, so he is inter- 
ested only in the latest models. 
1950s through 1953s are dragging 
hard and everything older than 
1950s are considered clunkers. 
Bud Harris, 
Traveling Correspondent. 
PS. This town is dragging in 
sales on all automobiles at this 
time, but that is customary during 
this season. Salt Lake City holes 
up for the winter. 


NADA Members 
To Hear Weeks 
At D.C. Parley 


WASHINGTON. — Secretary of 
Commerce Sinclair Weeks and 
Vince Baker, automotive sales con- 
sultant and lecturer, will be among 
the speakers at the 39th annual 
NADA convention here Jan. 28- 
Feb. 1. 

Before joining President Eisen- 
hower’s cabinet, Weeks had been 
president and later board chairman 
of Reed & Barton, Inc., silver- 
smiths; board chairman of United- 
Carr Fastener Corp. and a director 
of First National Bank of Boston, 
Gillette Safety Razor Co., Pacific 
Mills and Pullman Co. 

He also served as U.S. Senator 
from Massachusetts from February 
to December, 1944. 

Baker, who has made effective 
use of visual aids in addressing 
more than 50,000 salesmen and sales 
managers, will discuss “More Busi- 
ness and Your Business in ’56.” 





Buick Dealer 50 Years— 


Russ W. Magna, 77, Magna Auto Co., 
Holyoke, Mass., right, receives a gold 
watch in recognition of his 50 years as a 
Buick dealer from ivan L. Wiles, Buick 
general manager. Honored at a dealer 
luncheon in New York, Magna recalled 
that in the early days of the auto busi- 
ness a salesman's first job in selling was 
to teach the buyer to drive. He estimates 
he has taught over 700 persons to drive. 
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If there ever was a breed of businessman who demands action, your radio- 
TV dealer is it! And in Delaware Valley, U.S.A. he gets action every day 
of the week through the powerful pages of THE INQUIRER. In fact, 
THE INQUIRER carries more than 2 times as much of this major appli- 
ance advertising as the 2nd paper! Because, beyond question, THE 
INQUIRER is FIRST FOR ACTION in Delaware Valley, U.S.A. ... FIRST 
in National, Retail, Classified and Total Advertising. 


Hf Expansion... Building... Improvements in 
DELAWARE VALLEY, U.S.A. 
$500 million in public improve- 
ments, current and planned, by 
city, state, and national agencies. 
The Valley flourishes . . . and 
annual buying income tops $8 


billion, in America’s fastest- 
growing market! 





The Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S.A. 





Exclusive Advertising Representatives : West Coast Representatives : 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 





8 
Details Still Secret .. . 








AUTOMOTIVE NEWS, NOVEMBER 21, 1955 











Franchise ‘Solution’ 
Reported by Sutter 


(Continued from Page 1) 


Many times manufacturers have 
refused to meet with us.” 

“We have thought of Govern- 
ment assistance,” Sutter said, 
“but this sometimes means regu- 
lations and we don’t want regu- 
lations, and we have found that 
there is no solution in asking the 
Federal Trade Commission or De- 
partment of Justice for assist- 
ance. 

“The union type of move is not 
possible in view of antitrust regu- 
lations. 

“But now we have come up with 
a new plan that is so simple you 
won’t believe it. We have checked 
with lawyers and others and believe 
that it will work. 

+ * + 
- At THE present time, I cannot 
give details on the plan. With- 











in the next few months, you will 
be told how it works.” 

Sutter asserted: “We've got one 
of the damnedest fights ahead of 
us. Our timing must be correct. We 
need the cooperation of all dealers.” 


Sutter told the Ohio dealers to 
start a file on their factories, just 
like the factories keep on them. 


“Don’t write up monkey business 
like the factory sending you a green 
car when you ordered a blue one,” 
Sutter said, “but if this becomes a 
habit, write it up. Have it witnessed 
and notarized. Consult an attorney.” 

Although Sutter did not say what 
phase of factory-dealer contracts 
would become the focal point of 


‘NADA’s attack, he did make ref- 


success stories like this 


ie No.1 Profit Maker 


for YOU is BEAR SERVICE 
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newal clauses. 
| * * * 

A. Molenske, of Youngstown, as 
president for 1956. Molenske, for- 
merly first vice-president, succeeded 
| David C. Corbin, of Akron. 

Other officers elected were Ed- 
gar G. Planck, Columbus, first 


Williamson, Marietta, treasurer, 
and Dan D. Gross, Moline, secre- 
tary. 

Corbin and 16 other members 
were elected to the board of trus- 
tees, and the remainder of the 37- 
man board was reelected. 


Republican, was a guest at the 
three-day convention. He gave a 
talk outlining the evolution of 
power from the horse to the hydro- 
gen bomb. 
* x + 
| por ersepanese-y a J. BELL, executive 
vice-president of NADA, 
that automobile advertising was 





He noted that NADA had appointed 
a committee to work with the Assn. 
of Better Business Bureaus in set- 


by the thousands prove: 
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& Son, Thiensville, 


of 


vice-president; M. R. Purdy, Van 
Wert, second vice-president; F.E. | 


said | 


becoming “a bad thing nationally.” | 





BEAR B 


From village smithy to 
a big-time Safety-Chek 

station—that’s the success *£xtra Heavy-Duty 
story of W C. Krueger 


And, according to Bill and 
William C. Krueger, ‘ 
“Bear” Equipment helped “S#e" 
them achieve it. Shown 

here are pictures of 

the grand opening, when 

4,000 people came to 

admire a complete line-up ie 
of ““Bear’’ Equipment. 
The Kruegers prove once 
again that, the More 
Bear” YOU HAVE, the 
MORE MONEY YOU MAKE! 


How about your Success 
Story? Start it today, 
sending for your copy 
the “Bear” Catalog. 
Write Bear Mfg. Co., 
Dept. A- 
Rock Island, Il. 
*Drive-Over 
Alinement Tester 240 


Crankshaft 
» Balancer 


*W. C. Krueger & Son have this ‘“‘Bear” equipment 


BEAWR. 


SAFETY SERVICE 


ethics. 
“Several meetings have been | 


| YHE Ohio association elected E.| held,” said Bell, “and rules have | ployment benefits.” 


been approved by the BBBs and 
the NADA board. You will receive 
these soon.” 
“We cannot police misleading ad- | 
vertising from Washington. We| 
need the help of all local and state | 
| groups. 
“We must stop advertising like | 
| "1956 model for 10 cents down and) 
|= or 36 months to pay,’ or a 1956 | 
| model for $495 without power equip- 
|ment—the power equipment being 
| transmission and engine.” 
| * * + 
AS speaker was Walter J. | 
| Mackey, of Columbus, labor- | 


|ers, who said he regarded the re- 
cent defeat of a ClIO-sponsored 
| proposal to increase unemployment | 
| benefits as “significant of the typi- | 
cal attitude of labor.” 
The proposed amendment to the | 
State Constitution, he said, was 
overruled at the polls in areas 
where concentration of the labor 
vote is at its greatest. 
“It was a vote of confidence in the 
Legislature,” Mackey said. “The 
steady worker, knowing the dis- 


| more than today. 
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equipment 
did it for us.” 







































Service 9000-830 


Frame and Alinement Service 
197-84 with Telaliner 


Wis. 


*Passenger Car 
Balancer 330 


*Super Heavy-Duty 
Balancer 3300 


**Balantru” 
Service 736 
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’ *Headlight 
Tester 560 
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|erences to the cancellation and re- ting up an advertising code of crimination would be against him, 


expressed his disapproval against 
this type of supplemental unem- 


* * 
—. C. BUTLER, director of 
the National Highway Users 
Conference, Washington, cited the 
need for more highways throughout 
the country and appealed for the 
cooperation of Ohio dealers in fur- 
thering the highway program. 

“In 1954,” Butler said, “vehicles 
in Ohio and passing through 
travelled approximately 31 billion 
miles on Ohio roads. This state 


| could easily be called the hub of 


transportation. 
“Per capita ownership of vehicles 
in Ohio exceeds that of the nation. 


Senator John W. Bricker, Ohio} relations counsel for the Ohio deal-|In Ohio there is one car for every 


215 persons. 
* * * 


oo Government predicted in 
1946 that we would have 45 
million cars on the highways by 
1960. We reached that mark in 1950. 
In 1950 the Government forecast a 
total of 53 million cars for 1960. We 
hit that mark in 1952. 

“Now the Government is pre- 
dicting a total of 85 million cars 
on the highways by 1965. This is 
probably a low estimate, but we 
can’t sit back. We have to pre- 
pare for them.” 

According to predictions, Butler 
said, Ohio will have 4% million 
registrations in 1965, or 1% million 


The Government should aid the 
highway program and should spend 
some of the excise taxes levied on 
vehicles, he said, adding: 

“It’s up to Congress, but we need 
to remind Congress of the need for 
roads.” 


Nash’s °56 Prices 
Reflect Increase 


Of $130 to $243 


DETROIT.— Nash’s 1956 States- 
man and Ambassador models went 
on display last week with adver- 
tised-delivered prices $130 to $243 
higher than last season’s. 

The spiraling cost of labor and 
materials was blamed for the price 
boosts. 

New prices for four-door sedans 
are: Statesman Super Six, $2,345, 
up $130 from 1955; Ambassador 
Super Six, $2,644, up $164; Ambassa- 
dor Super V-8, $2,956, up $181, and 
Ambassador Custom V-8, $3,195, up 
$230. 

The lone hardtop offering, a two- 
door in the Ambassador Custom 
V-8 line, is $3,338, up $243. 

Hydra-Matic for the six-cylinder 
models is $188.30, up $9.45, while 
Ultramatic for the V-8s is $199, un- 
changed. Power steering and power 
brakes are unchanged at $107.50 
and $39.25, respectively. Power 
windows are $109.50, reduced $18. 


Dodge Sales Post 
Goes to Naughton 


DETROIT.—John B. Naughton 
has been named Dodge assistant 
sales manager. He had been serving 
on the general manager’s staff since 
joining Dodge last May. 

In Dallas, Jack B. Sparkes was 
named assistant regional sales man- 
ager. He will have charge of the 
Houston office. He formerly was 
regional new-car sales manager. 

In another promotion, Morris 
Hider was appointed Dodge district 
manager in Lexington, Ky. Hider 





~| had been parts and service sales 
|| supervisor in the Cincinnati region. 


Ford Starts Ohio Plant 


To Build Transmissions 


DEARBORN.— Ford Motor Co. 
last week announced the start of 
construction of a new automatic 
transmission plant in Sharonville, 
O., near Cincinnati. Construction is 
expected to be completed by Janu- 
ary, 1957. 

Plans call for production of trans- 
mission units to begin during the 
latter part of 1957, and by mid-1958, 
employment is expected to reach 
4,500, with an annual payroll of 
$23,500,000. The 193-acre tract form- 
erly was the Crosley airport. 


Willey Opens New Home 

MURRAY, Utah.—Marion Willey 
& Son (Ford) has opened a new 
$80,000 showroom and service de- 
partment. Willey’s former building 
was destroyed by fire last summer. 














A Major Dealership 
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Can Be Yours Today! 





IF you are now an automobile dealer... if you are 
(or have been) a general manager with seasoned 
background in every phase of the business . . . if you 
have a successful record as a sales manager in this 


field, a most promising opportunity is open to you. 


It's with Dodge . . 


dealers showed the greatest percentage of increase 


. the manufacturer whose 


in volume and a greater net profit than the industry 


average during the entire 1955 model year. 


Dodge is looking for ambitious men . . . men with 
leadership capacity and the will to build a solid 
operation with tremendous prospects for 1956 and 


steady growth in the years ahead. 





4 Different Franchises Available 


Depending upon the area in which you would like to 
operate and the community’s sales potential, you may 


have a choice of dealerships for— 
1—Dodge Passenger Cars 
2—Dodge Cars and Dodge Trucks 
3— Dodge and Plymouth Passenger Cars 
4— Dodge and Plymouth Cars and Dodge Trucks 


Needless to say, these franchises offer outstanding 
profit opportunities not only in new and used car 
sales but in a steady Parts and Service volume that 
should more than absorb all overhead. 


Interested? Then write me a personal letter. Detail 
your present activity and entire business background. 
I'll treat it confidentially and answer it promptly. 
Address— 


Byron J. Nichols, Vice-Pres. in Charge of Sales 


Dodge Division of Chrysler Corporation 


7900 Jos. Campau - Detroit 31, Michigan 
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Capsule Comment 


: New-car stocks have been pared to manageable levels; 
used-car inventories are at their lowest point of the year. 


Opening the door for better deals and a better 1956. 
z * * * 


Se alic’s George Romney calls upon the industry to pool its 
x knowledge and other resources for a fight on traffic-accident 






4 hazards. 

An ever-rising fatality toll adds urgency to his plead- 
: ings. 

5. =: « * * 


ae The Assn. of Better Business Bureaus has joined forces 


,with, NADA in a campaign to wipe out false and misleading 
stadvertising of new cars. 


All in favor say aye! 
‘ oe ~ * 


The Government has, for the time being, abandoned its 
policy of tightening up on credit. 


But leading dealers haven’t softened their opposition to 
“crazy” terms for car buyers. 


Be Widespread discounting of ’56-model prices is reported. 
_-~>- The public has been conditioned to bargaining on the 


-- basis of price—which it doesn’t consider nearly as impor- 
-——-tant as value. 


Se RINE Le ee Petrmanpene eee oes ip IESE AR 0 na aa NOR eg nee” TROT 


a -* &-$64,000 question: How-can a dealer reap a lot of money- | 
. « #i-the-bank publicity just fer fulfilling his duty as a good 
7 Cttizer:? 


" ~ ~“Avaiwer: By sowing seme goodwill on Safe-Driving Day 


wren + he 








Coming 
Events 


Dealer Conventions 


Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb. 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28-Feb. | —39th Annual National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 

Washington, D. C. 

Feb. 26-27—Louisiana Automobile Dealers 

Assn., Hotel Roosevelt, New Orleans, 


La. 

May 26-28 — South Caroiina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 

* * * 


Dealer Auto Shows 


Nov. 19-27—Portland Auto Show, Pacific 
— Exposition Bldg., Portland, 
re. 

Nov. 26-Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 
Nov. 30- Dec. 4—Sioux City Auto Show, 
Municipal Auditorium, Sioux City, la. 
Dec. I-li—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, Calif. 
Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 
Jan. 7-15—San Francisco Auto Show, Civic 

Auditorium, San Francisco, Calif. 
Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bidg., Columbus, O. 
Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan. 7-15— Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan. 13-22—Seattie Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St. Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28—Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Des Moines Auto Show, Vet- 
erans Memorial Auditorium, Des Moines, 


a. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. 

Jan. 25-29—San Diego Auto Show, Elec- 
on Balboa Park, San Diego, 

alif. 

Jan. 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Jan. 28-Feb. 5— Quad-City Autorama, 
Rock Island, Ill. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-i1—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena’ and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition- Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-l11—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas. 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 

April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 

. * 


General 


Nov. 24-28—Boston Auto Show, Common- 
wealth Armory, Boston, Mass. 

Nov. 27-30 — Annual Meeting, American 
Institute of Chemical Engineers, Statler 
Hotel, Detroit, Mich. 

Nov. 28-Dec. I|—Air Conditioning & Re- 
frigeration Exposition, Atlantic City Au- 
ditorium, Atlantic City, N. J. 

Dec. 45 — Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives. Board of Directors Meeting, Sher- 
aton Hotel, Chieago, Ill. 

Jan. 1-10—Mexican International Automo- 
bile Show, National Auditorium, Mexico 
City. Mex, 


(See CALENDAR, Page 59, Col. 3) 


30 Years Ago... 


"Now let's see it 


Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 






with a black top 


and yellow body!" 





Letterbox 








No Torsion Bars 

Ned Jordan, in his column of Oct. 
24, says “the latest models of the 
Rolls Royce and Bentley have it,” 
referring to torsion-bar suspension. 

Mr. Jordan must have misread 
the specifications as both Rolls 
Royce and Bentley continue to use 
conventional springing, coil in 
front, semi-elliptic in rear, accord- 
ing to recent issues of the English 
magazines, Autocar and Motor. 

Incidentally, the new 2.4 liter 
Jaguar uses coil front springs and 
cantilever leaf rear springs. — 





The Big Stories 


General Motors Corp. sales to consumers in October totalled 86,339 
cars and trucks, against 83,519 in September and 46,003 in August. 

Maintaining the pace set in October when 23,000 cars were shipped 
from the plant, Buick Motor Co. built nearly a thousand cars and 
shipped 352 carloads to all parts of the country this week, making 
one of the largest freight movements for one day in the history of the 


company. 


Belief that there is no such thing as saturation point in the automo- 
bile purchasing capacity of the American people so long as new roads 
are constructed at the present rate of improvement was expressed by 
Charles E. Mitchell, president of the National City Bank, New York. 
Mitchell warned against expansion of credit in sale of automobiles by 


heen at 


By building 55,504. moter cars 


extending time payments over too long a period. He said there had 
& FOUAENCY tO SETStCh TE PIS TP yea; ter-t8 “months -end-te 
twe years and more. It was time to 


; 
eurtaii that tendency now, he said. }! 
' 


and trueks in Octoher, Chevrciet {j 


Motor Co. exceeded its production sehéduie by 1000 and marked the 


month as the third highest in 


it 

} 

the company’s history. For the last i 

seven months, average Chevrolet production has been 52,457 vehicles. 1 
i/ 

; 


From the files of Automotive News. 


—-Dec. I. . il {| 


‘Spri in Britai 

Springs in Dritain ..... 
This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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W. E. ListeNnwa.ter, Gough Indus- 
tries Inc., Box 2768, Los Angeles. 


* ® * 


Shocked 


It comes as a shock to us that 
you would publish the diatribe of 
the local bureau without checking 
carefully into the facts. 


. (A story in the Nov. 7 issue 
quoted the Buffalo Better Busi- 
ness Bureau as criticizing three 
Buffalo dealers, including Bart- 
lett Buick, for using the theme, 
“Double What Your Car Is 
Worth,” in recent advertising. 


(The bureau said that in three 
separate shoppings Bartlett Buick 
refused to double the NADA book 
figure. 

(The Bartlett ad showed the 
NADA book and stated that this 
recognized authority would be 
used to establish the worth of the 
car traded in. However, the bu- 
reau charged that in two cases 
Bartlett salesmen used another 
list of wholesale prices not pub- 
lished by NADA.) 


We enclose copies of two letters, 
neither one of which has been fav- 
ored with a reply, and which will 
provide a clue as to the absence of 
fact contained in their criticism of 
our successful sales promotion.— 
A. H. Bartuett, president, Bartlett 
Buick, Buffalo. 

Epitor’s Note: The letters re- 
ferred to are both addressed to 
the Better Business Bureau, the 


first dated -AugqeA@- end the. sec ... 





, Cet. 25: 
Sirst Letter 
Your Jetter of August 9th is ac- 
knowledged herewith and since 


rour letter deals with the subject o/ 
distortion we feel free to discuss 
(See LETTERBOX, Page 59, Col. 3) 


w 
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Meeting the Practical Problems. . . 


Case Histories of a Salesman 


Epiror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 
Dear Ed: 
top of the most important as- 
sets in our exciting profession 
of selling automobiles is the abil- 
ity to handle people. And of No. 
1 importance in handling others 
is the salesman’s ability to han- 
dle himself and 
control his own 
feelings. 

This brings to 
mind the _ story 
of Mr. and Mrs. 


Tom Esters and 
their daughter, 
Mary, who was 
graduating from 
high school. Mary 
is the key to this 
story because her 
doting parents 





Bert Simons 


were shopping for a new car for 


her. 

And I darned near loused up 
the whole deal by taking an im- 
mediate dislike to her. 

You see, Ed, she hit me as just 
a spoiled brat who didn’t deserve 
such nice parents or such an ex- 
pensive graduating present. She 
shortly confirmed my opinion by 
insisting that the make car I was 
selling wasn’t even expensive 
enough for her. What’s more she 
wasn’t the least bit bashful about 
belittling the car I was selling. 

ok Ea 


ELL, I saw red. From what I 

had gathered, the parents 
were making a terrific sacrifice 
to buy her a car at all, let alone 
a nice new one. And here was 
precious Mary acting like she 
was doing them a favor by com- 
ing into our showrcom. What’s 
more, she didn’t hesitate to let 
me know how she felt. 


I could feel my hackles rise 
and a sneer forming in my 
mind. “Temper, temper,” I told 
myself, “calm down, Bert, and 
let’s whip this.” If that balky 





Million Receiving 
Driver Training 


In High Schools 


WASHINGTON. — More than a 
million high school students are 
receiving driver training this year, 
but this still 





Barre, Pa., president, 
Automobile Assn. 


the youngsters who become eligible 
for drivers’ licenses each year,” he 
said, “And of those who do receive 
driver education, less than a fourth 
are given really adequate instruc- 
tion and actual behind-the-wheel 
practice.” 

Sordoni also called for repeal of 
Federal excise taxes on cars loaned 
to high schools for auto dealers. 
He said such a move would help 
expand the driver-education pro- 
gram. 

“Tt is ironical,” Sordoni said, “that 
while private enterprise has donated 
many thousands of dollars to this 
important part of the public educa- 
tion system, the Federal Govern- 
ment continues to collect excise 
taxes on every new car that is 
loaned.” 


Italian Makers 
Slate Turin Show 


TURIN, Italy.—The Italian Assn. 
of Motor Mfrs. has announced that 
the 38th International Motor Show 
will be held in Turin Apr. 21-May 2. 

Sponsors of the show said the 
exhibition has been authorized by 
the Ministry of Trade and Industry 
and has been scheduled in the In- 
ternational calendar of motor shows 
of the Bureau Permanent Interna- 
tional des Constructeurs d’Automo- 
biles of Paris. 





is not enough, de-| 
clared Andrew J. Sordoni, Wilkes | 
American | 


“We are reaching only about half 


| 








female had had any idea how I 
felt about her, she would have 
made a beeline out of the shop. 

Girls like boys, I thought as I 
went into my Dr. Jekyll and Mr. 
Hyde act. “I’ve got a son just your 
age,” I beamed fatherly at the 
little—I mean, Mary. “And just 
the other day I was telling him 
that a smaller car is less expen- 
Sive to buy and lots easier to 
operate in heavy traffic, espe- 
cially for a beginner.” 

You see, I’d found that she was 
taking driving lessons in school. 
But what hit her was when I 
showed her my son’s picture. Tall, 
handsome—if I do say so myself 
—and real sharp. Well, she 


that time we were on the lot and 
I indicated my demo with an ex- 
pansive sweep of my arm. 


“Come on, get in and show me 
what you've learned in driving 
school,” and again I steered her, 
gently of course, and persuasively 
—but firmly. 

It so happened that she’d used 
this make of car at school and 
she felt right at home in it. 

“Mary,” I said, letting a con- 
fidential tone creep into my 
voice, “I'll tell you just what I 
told Ted—that’s my boy—and I 
think it makes sense. You see, 
Mary, a less expensive car will 
get you further for less money 
and then later, when it’s paid 


and began to realize just what the 
car meant in terms of her par- 
ents’ sacrifice. And I was re- 
specting her for it and even 
found myself beginning to like 
her. F 
* * * 

EN we returned and walked 

up to her folks, I told them: 
“It isn’t every day that I get a 
nice, pretty girl like Mary to 
drive me around!” They laughed 
and Mary blushed a little, gig- 
gled and I could tell she was 
secretly flattered. 


“Well, dear,” asked Mr. E, 
“what do you think?” 

Right then, Ed, I could see day- 
light on this deal and again I did 
a little steering—gently but firmly 
right into my closing office. 

By this time, Mary was again 
asking questions about my son, 
Ted, and saying perhaps, may- 
be, she could meet him, 
hmmmm? The old folks were 
chatting away about what a 
good student Mary was and 








“he’s got one just like this.” By 


wanted to know the works: Where 
did he go to school? Did he 
dance? Did he have a car? 
* * * 
ao yes, Mary,” I said, gently 
steering her toward the door,” 








for, when you get a job of your 
own you can use it as a great 
big step up toward a more ex- 
pensive and luxurious car.” 

By the time we’d finished that 
ride, Ed, both our attitudes were 
changing. She was more practical 


everybody was happy. 

It wasn’t long after this that 
Mr. and Mrs. E were signing on 
the dotted line. Then everybody 
was real happy—especially me. 


Bert Smons. 
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MERCURY SALES 1954-55 
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Checking L-M Sales— 


George |. Boggs, Lincoln and Mercury 


western regional sales manager, left, and 
J. Basil Burke, Los Angeles district sales 
manager, 
sales during October in both the district 
and region. Regional sales reached 7,215, 
with district sales of 3,931 
Mercurys accounting for over half of the 
total. 


check charts showing record 


Lincolns and 





| build my business on repeat customers. 
Thats why | recommend Super Blend!" 


The way to build business is to turn 
new customers into regular customers. 
And the way to make them repeat 
is by giving them satisfaction. That’s 
why so many thousands of dealers are 
using and recommending new Quaker 
State Super Blend. There’s no surer 
way to maintain the new car per- 
formance, to protect the modern high 
compression engine and to give real 
economy. 


Quaker State Super Blend is the new, 
long-lasting all-weather (SAE 10W- 
30 HD) motor oil. It’s super-refined 
from Pure Pennsylvania Grade Crude 
Oil—fortified with the most modern 
anti-rust, anti-wear, anti-acid, anti- 
corrosion additives known. Its staying 
power is fabulous. Its satisfaction 
power is enormous. Its sales power is 
terrific. Order Super Blend from your 
distributor today. 





, 


fe 
| MOTOR OIL 


a 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. Member Pennsylvania Grade Crude Oil Association 








Announcing the newes? version of 





THUNDERSB 


It you've wondered what could be done to im- 
prove a car as classic as the original Ford 
Thunderbird, you'll find the answer right here 
on these pages. Here, in its newest dress, is 
the fabulous Ford Thunderbird for 1956. 


This newest version of America’s most ex- 
citing car should prove even more valuable to 
Ford Dealers than its distinguished predecessor 
... the car that outsold its nearest competitor 
by an overwhelming eleven to one! 


New in performance, in appearance, in com- 
fort, and in safety, the 56 Thunderbird will 
continue to help Ford Dealers gain access to 
a highly important group of special car buyers 
—distinguished people who demand the truly 
unusual in a personal automobile. 


How about the mass market? Even here, the 
new Thunderbird will help Ford Dealers . . 
help them score high-volume sales with Ford’s 
regular line of cars, and in this way— 


The Thunderbird is the inspiration for 
Ford’s entire 56 line of cars. 


It lends its look! All ’56 Ford cars are 
styled in much the same manner as the 
Thunderbird. 


It even lends its performance! The 
Thunderbird Y-8 engine is now the stand- 
ard eight in all Fairlane and Station 
Wagon models . . . at no extra cost. 


It’s worthwhile — worth sales! — having the 
Ford Thunderbird on your team! 


Another reason why 


lts GREAT to be 


@® Three new mighty engines. People 
who take delivery of a new 56 
Thunderbird can well expect high- 
performance motoring . . . no matter 
whether they choose the mighty new 
Thunderbird Special Y-8 that gives 
them 225 h.p. with Fordomatic Drive 

. the new 215-h.p. Thunderbird 
Special Y-8 with Overdrive . . . or the 
new 202-h.p. Thunderbird Y-8 with 
Conventional Drive. 


@ New rear-mounted spare. It gives 
the Thunderbird’s classic features an 
even longer, lower look. And, with no 
spare in the trunk, there’s lots more 
space for luggage. 


@ New wind deflectors and cowl ven- 
tilators. They help draw old air out 
... let clean, fresh air in. 





i 
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@ Classic Thunderbird versatility. 
Available with removable hard top .. . 
a convertible top . . . or both! Power 
for steering, braking, operating win- 
dows and seat also available. 


Leal TT 


aig, 


@ New seating. Full-width seat is 
body-contoured for new comfort with 
thicker foam-rubber padding, new non- 
sag springs. Seats three easily. 


@ New finer ride. New, longer rear 
springs and new shock absorbers give 
the ’56 Thunderbird a more stable ride, 
even greater comfort. 


NEW LIFEGUARD DESIGN, TOO 


Like all 56 Fords, the new Thunder- 
bird has Lifeguard Design. There's a 
(1) new deep-center Lifeguard steering 
wheel (it’s adjustable, too), (2) new 
double-grip Lifeguard door latches, (3) 
a new double-swivel Lifeguard rear 
view mirror, new optional Lifeguard 
padding for (4) instrument panel and 
(5) sun visors, and (6) new optional 
floor-anchored Ford seat belts. 


o FORD Decrler : 


MOTO R COM PAN Y 
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Epitor’s Note: Oneofa 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 
Dear Fellow Worker: 
As CHRISTMAS ap- 


proaches I like to think 
about the gift one gives 
te. 28 himself. 
At Nash Preview in Kansas City— Har A There are cer- 
Nash dealers previewed the 1956 Ambassador, Statesman and Rambler models at SERIES tain fine things 


showings in Chicago, Atlantic City, Kansas City and San Francisco. Shown is the 


in life which one 


presentation held in Kansas City’s Music Hall, attended by 900 dealers, salesmen and| Can give only to himself. 
guests. The long-secret "G. U. I. '56" slogan was revealed at the meetings as meaning One of these — probably 


“Going Up In 1956.” 





ed a 
IN ONE 
PARCEL! 













the richest — is the satis- 





You never lose a minute 
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Building Through Human Relations .. . 





faction that comes from a 
good job well done. 

It is true that one likes 
to have such things noticed 
by others. Praise and 
gratitude from those we 
serve are sweet rewards, 
and remunerations are 
good to receive. But the 
feeling within one’s own 
self that he has done a 
swell job is something es- 
pecially precious and 
unique. 


Everything we do here gives 
valuable benefits to our cus- 
tomers. Next to the doctor who 
safeguards health and life, 
ranks the motor service man 
who maintains safe and de- 
pendable individual transpor- 





looking for lost parts! 


Now you can repair carburetors from start to finish 
and waste no time hunting lost or strayed parts. 
Rochester’s new sealed carburetor repair kit keeps 
all parts intact until they’re called for on the job. 
What’s more, a handy new moisture-proof container 
protects fuel strainers and matched float valve 
needle and seat assemblies from dirt and damage. 
This new kit is another important reason why 
you can count on Rochester to bring you the latest 
advancements in products and services—first! 


TORS BY 


ROCHESTER 
PRODUCTS 
DIVISION OF 
GENERAL MOTORS 
CORPORATION 


ROCHESTER N.Y. 






ESTER 
ODUCTS 


Teamwork in the Dealer Shop 


tation, equally important to all 
classes of mankind. 


Today we hear and read 
a lot about job security. 
Let us be thankful that we 
have a job that never will 
cease to be of urgent im- 
portance to an ever in- 
creasing number. 


All we have to do to 
make each succeeding 
Christmas and New Year 
more joyful and prosper- 
ous is to do our work in 
such a way as to keep the 
good will and confidence of 
those who come here from 
day to day for the things 
we do and the things we 
sell. 

Cordially yours, 


CAR DEALER & 
COMPANY 
Manager 


Safety Progress 
Seen Continuing 
For 10 Years 


CHICAGO. — Within 10 years all 
new cars will have the maximum 
safety features which will reduce 
traffic injuries from 40 to 60 per- 
cent, according to John O. Moore, 


i tamoatiuva a«- on 
Airectar af automotive crash re- 


search at Cornell Medical College. 


Moore, addressing the American 
College of Surgeons here, said, “The 
safety belt more than any other 
factor will significantly reduce the 
rate of injuries.” 

He asserted that the belts in- 
stalled by the auto makers meet 
standards set by his research proj- 
ect, but added that 40 different belts 
are on the market and some are 
inadequate because they have the 
wrong kind of buckles. 

Calling the new door locks an 
improvement, Moore said the ideal 
situation will exist when manufac- 
turers come up with “doors that 
will not pop off” in collisions. 

He added that experiments are 
underway to eliminate door han- 
dles, window ratchets, arm rests 
and metal framing on doors, be- 
cause these are major injury pro- 
ducers. 


Rassow Quits 
Wilson Tool 


ARCADE, N. Y.—Egon E. Ras- 
sow has resigned as president and 
a director of K. R. Wilson Co., Inc., 
manufacturer of automotive tools 
and equipment. 

Rassow has sold his interest in 
the company to Frank C. Wilson 
and Mrs. Nadyne W. Devin, brother 
and sister of the late K. R. Wilson, 
who founded the company. Frank 
Wilson and Mrs. Devin are the 
principal owners. 

No successor to Rassow has been 
named. Rassow explained that he 
is resigning to devote full time to 
his export business. 


Quiet, Please 


Soundproof Autos Seen 


In Few Years 


CHICAGO. — Soundproof autos 
and airplanes may be possible 
within a few years due to an elec- 
tronic development by Radio Corp. 
of America, according to Mones E. 
Hawley, of RCA. 

Hawley spoke at the Noise Abate- 
ment symposium at the Illinois 
Institute of Technology and said 
that an electronic sound absorber 
has been developed at the RCA 
laboratory in Camden, N. J. 

He said the device reduces sound 
pressure variations and possible 
applications of the device include: 
For passengers in autos or air- 
planes, to reduce machinery noise 
in the vicinity of an operator’s 
head and to reduce general room 
noise, as a muffler on an exhaust 
pipe. 
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Let’s talk about 
- advertising coverage of | 


|people who buy new cars 


Known coverage of buyers—at the right price. That’s what 
every advertiser wants. Automobile manufacturers, whose adver- 
tising budgets year after year rank among the nation’s largest, 
are no exception. - 


ml That’s why the new market study, “The People Buying New 
. Automobiles Today,” is getting a good close look from manu- 
re facturers and dealers alike. This study of 18,000 buyers of new 
e, cars—1,000 of each of the 18 principal makes—makes clear that 
- the $5,000-or-more income families are doing most of the buying. 
n They comprise only 38% of all families in the U. S., but they 
i account for 76.4% of all new cars sold. That is why, in the case 
e of magazines, sheer size of circulation doesn’t necessarily deter- 
.- mine the number of actual customers or the cost of covering 


those customers. 


e Five Magazines Stand Out 
in Covering Buyers Best 


The study, for instance, measured the relative strength of 33 
major magazines in these four basic advertising values: actual 
coverage of new car buyers, what it costs to cover those buyers, 
s total impact on new car buyers, and reader loyalty within each 
magazine’s audience. 

Some magazines with relatively small circulations are found 
actually to deliver more customers than many multi-million 
magazines. “U.S.NEWS & WORLD REPORT’ is an example. In size 
of circulation it ranks 23rd. But it ranks 9th in terms of actual 
customer coverage, climbs to 8rd in terms of known buyers per 


= 

, advertising dollar, 4th in impact, and first in reader loyalty. As a 
’ matter of fact, only five magazines placed among the first ten in 
1 all four of these values—Life, Saturday Evening Post, Time, 
; “U.S.NEWS & WORLD REPORT,” and Newsweek. Four out of five 
new car buyers, the study discloses, were found to be readers of 
ic : ; : 

° at least one of these five national weekly magazines. 

ef 

e 
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Get your copy of “The People Buying New Automobiles Today” 


For this market study and 
latest 1955 automobile market data on 
“U.S.NEWS & WORLD REPORT,” ask your 
advertising agency or write Market 

arch Division, “‘U.S.NEWS & WORLD 
REPORT,” 24th & N Sts., N.W., 
Washington 7, D. C. You’ll find new ways 
to make your advertising dollars work 
harder. You’ll understand why this one 
magazine has climbed so rapidly in 
automobile advertising pages, why only 
five magazines now carry more passenger 
car advertising. 





Now more than 750,000 net paid circulation 





Brand New Market Data Reveal 
Why This One Audience Accounts For So Many 
of the New Car Sales 


The 1955 facts on more than 750,000 “U.S.NEWS & WORLD 
REPORT’ families show why they measure up so high as new car 
buyers, as two car buyers, as buyers of two new cars, and as 
buyers in the market right now: 


> Incomes average $14,462—highest of all news magazines 
> 147 cars are found in every hundred car-owning families 
> 38.1% buy a car in a 12-month period 

> 79.4% of these families buy their cars new 


And they can be doubly important as two-car prospects: 


> 37.5% of all “U.S.NEWS & WORLD REPORT” families own 


at least two cars 


> More than half (53.8%) of these two-car families buy a car 
in a 12-month period 


> And of all the families who buy a car, more than half (54.1%) 
of them own at least two cars 


In other words, half of the “U.S.NEWS & WORLD REPORT” car- 
buying customers can be your very best prospects for two cars 
of your make. And since cars are bought in the high-income 
market when they’re out-dated rather than out-worn, the two-car 
families are in the market twice as often. 

Study after study has shown how the high-income market 
covered by the news magazines ranks high in the real buying of 
new cars. Year after year, automobile advertisers have recognized 
this fact with consistent schedules. Now the new facts show this 
market to be more important than ever. They show “‘U.S.NEWS & 
WORLD REPORT” as the news magazine richest in car-buying 
power, richest in car-buying activity. A full schedule costs less in 
“U.S.NEWS & WORLD REPORT” than in any other major news 
magazine, and your advertising dollars go farther. 

















Detroit DeSoto Dealers Hunt Top Salesman— 


Detroit DeSoto dealers have launched an unusual sales campaign designed to un- 


cover the salesman who delivers the top sales presentation. Professional shoppers, 
posing as customers, will be used to determine the winner who will receive a Florida 
vacation for two. Ted Bath, DeSoto regional manager, right, and Frank Alter, dealers’ 
advertising committee chairman, discuss the trip with airline stewardesses following 
a breakfast kicking off the promotion. 





A HYDRAULIC LIFT FOR YOUR PROFITS 


"NO-LASH" 
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But Public Divided on Optional Items .. . 





Built-in Safety Features Hailed 


By E. C. Bash 
Staff Correspondent 
ATLANTA. — Dealers here have 
declared that the public is divided 
on the value of the optional safety 
packages on the ’56 models, but 
that buyers are enthusiastic about 
the built-in safety features. 
New-car customers either want 
to buy every item of safety equip- 
ment offered, or they are totally 
uninterested, dealers said. 
Ford and Plymouth customers 


|| here have voiced the most interest 


in safety packages. 

Dealers believe that the excellent 
publicity the Ford safety program 
received did much to stimulate the 
interest of the buying public 
new-car safety features. 


Ford dealers report the safety | 


package has gone over so well with 
their customers that there aren’t 
enough packages to go around. 
Fleet owners, particularly, are 
now specifying safety packages 
on all their cars, the dealers said. 
R. H. East, Crest Motor Co. 
(Ford), said the Ford safety pro- 





Every year the proportion of new cars coming off the lines with hydraulic 
valve lifters is increasing. It is estimated that there are 112,000,000 hydraulic 


valve lifters in operation in some 8,000,000 cars. Naturally that means the 
replacement service business is growing in importance. 


It’s easy to get set to handle this profitable service business. The ‘““NO-LASH” 
line, GM-engineered and used as original equipment, covers practically the 
entire range of installations. Get into this plus-profit phase of modern 
service with “NO-LASH” Hydraulic Valve Lifters. 


AVAILABLE PROMPTLY FROM YOUR REGULAR AC SUPPLIER 


DISTRIBUTED BY AC SPARK PLUG DIVISION, FLINT, MICHIGAN 


MANUFACTURED BY DIESEL EQUIPMENT DIVISION, GENERAL MOTORS CORPORATION 


in| 





HYDRAULIC 
VALVE 
LIFTERS 


gram has lots of potential. He 
hopes that the ’57 models will be 
equipped with safety packages as 
standard instead of optional equip- 
ment. 

He declared that the factories | 
and the dealers should make buyers | 
realize that safety equipment will | 
not always prevent an accident, but | 
will diminish the number of fatali- | 
ties and will lessen the seriousness 
of injuries. 

Plymouth dealers report they are 
selling many safety belts, particu- 
larly for the front seats. 

B. E. Wagstaff, president of 
Wagstaff Motor Co. (DeSoto- 
Plymouth) noted an increasing 
consumer interest in safety. 

M. T. McClellan, of McClellan 


Canada Hudson Picks Fenn 


TORONTO.—L. E. Fenn has been 
named general sales manager of 
Hudson Motors of Canada, Ltd., 
here and J. B. McAra, ad agency 
account executive, has been named 
Hudson advertising manager. 








(DeSoto-Plymouth), East 
Point, said many people inquire 
about the safety packages, but 
there are not as many buying them 
as there should be. He finds many 
customers are reluctant to even sit 
in a car equipped with seat belts. 

“They don’t like to feel them- 
selves strapped in,” he asserted. 
“Some of them have the mistaken 
idea they are tempting fate if they 
purchase seat belts.” 

George Couch, of Atlanta Pack- 
ard Motors, declares his custom- 
ers find the idea of using seat 
belts a little frightening. 

However, he said, Packard buyers 
are very much interested in the 
safety features which are built into 
the car and they are especially in- 
terested in the mechanical improve- 
ments, the torsion bar suspension 
and the “nonslip” differential for 
slippery roads. 

Buick customers also prefer built- 
in safety devices to seat belts, ac- 
cording to John Davis, of John 
Davis Buick, East Point, and Don 
Vance, sales manager of Hix Green 
Buick Co. 

Earl M. Tabor, of Gouldman- 
Tabor Pontiac, reported more 
customers are buying power 
steering and power brakes. Not 
many are buying the shoulder 
harnesses at this time, he says. 
C. F. Brady, of Southern Chevro- 

let, Decatur, has not found very 
much customer interest in the 
shoulder harnesses either. 

“Customers really appreciate the 
safety door latches,” he said. 


Motors 


Rees: 


Insurance Rates 
Stir Bitter F ight 


In Massachusetts 


BOSTON.— Compulsory auto in- 
surance is one of the hottest politi- 
cal issues in Massachusetts. Hear- 
ings on a proposed rate hike have 
been marked by name-calling and 
challenges to “come out here and 
fight in the open.” 

Recipient of the latter invitation 
was Joseph A. Humphreys, State 
insurance commissioner. Challenger 
was Rep. Pasquale Caggiano, Lynn 
Democrat, who also called Hum- 
phreys a “coward.” 

The outburst came after Hum- 
phreys was challenged to substan- 
tiate a charge that Rep. Harold W. 
Canavan, Revere Democrat, was a 
“regular spokesman for an out-of- 
state insurance company” which 
sought to “wreck” Massachusetts’ 
compulsory liability insurance sys- 
tem. 

Canavan also demanded that 
Humphreys step down from his 
State post long enough to “repeat 
his charges as a private citizen and 
face a libel suit.” Humphreys de- 
clined. 

At the hearing, Humphreys de- 
fended proposed increases of 5.1 
percent for car insurance, 7.25 per- 
cent for trucks and 2.28 percent 
for taxicabs. It has been reported, 
however, that rates will not be 
raised for 1956. 


L-M Appoints Coll 

E. F. Coll has been named Cleve- 
land district sales manager for Lin- 
coln-Mercury. He comes from Pitts- 
burgh where he held a similar job 
under Harry G. Maides, who is 
being shifted to Lincoln-Mercury 
sales manager in Buffalo. The new 
Cleveland manager will be respon- 
sible for sales in 91 dealerships 
in northeastern Ohio and western 
Pennsylvania. 


GM Praises High Volume; 


Cites Profits to Dealer 

NEW YORK. — General Mo- 
tors Corp. said last week that its 
record high volume has _ been 
“most beneficial to the GM dealer 
organization as reflected in (its) 
very profitable results from oper- 
ation for the year to date.” 

The statement was issued by 
Alfred P. Sloan jr., board chair- 
man, and Harlow H. Curtice, 
president, at a directors meeting 
here. They also said that the GM 
high volume was “beneficial to 
the entire economy. It has pro- 
vided good jobs at good pay to 
an unprecedented number of em- 
ployes.” 


—— 
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°-+ THE 1956 STYLE LEADER 
"TN WHEEL KIT DESIGN 


AND INSTALLATION 

















Y_ HOUR INSTALLATION 


Factory pre-assembled kit... 
eliminates guesswork! 














NO PAINTING 


High-lustre chrome and gold finish 
harmonizes with all car colors. 








SMART STYLING 


Strikes high-fashion note 
on every make of car. 
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- . - AND WHAT IT MEANS TO MANUFACTURERS 
WHO SELL CAR FACTORIES OR CAR DEALERS... 


It means this: In these growing, prosperous automotive 
markets, the newspaper of the industry is doing a job for 
those who want to get their share of the market. It means 
that more advertisers and agencies are recognizing that 
Automotive News gets in, gets read, gets action from the 
decision men. It means that more advertisers want to reach 
these 43,000 (highest circulation ever) who pay $8.00 per 
year (highest subscription rate in the industry) and who 
renew at the rate of 85% (also highest in the industry). 


Let Automotive News do this same job for your products 
or services. Just contact one of the offices below. 


*The month of October, 1955, did it! It gave us the highest 
linage ever in a single month . . . 180,277. And it’s the 
second time this year we've cracked records . . . beating 
January by over 19,000 lines. It beat last October's mark by 
35% ... a gain of over 46,000 lines. Finally, it assures us 
of the biggest year ever. 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 
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AUTOMOTIVE WASHINGTON 
GM Hearing Story 
Big as Firm Itself 


By William Ullman 
Washington Correspondent 
Yo the first days of the Senate Antitrust subcommit- 
tee’s study of General Motors largely were preliminary 
and devoted to discussing bigness in business generally, they 
nevertheless produced a lot of interesting testimony, much 
of which never got printed because it was too voluminous. 


The story is as big as Gen- 
eral Motors itself—and that 
is big. Top reporters turned 
out to report it, and each had to 
leave behind him much choice ma- 
terial that space in his paper would 
not permit using. Yet most papers 
printed good-sized stories—enough 
to tell their readers what was going 
on, and why. 

Little of the testimony was dull, 
while some was intensely interest- 
ing—particularly that of a former 
General Motors vice-president who 
related how GM became so big in 
the locomotive 
field. He provided 
the most enter- 
taining story of 
the first week. 


Assuming, on 
the basis of an in- 
side tip, that the 
best is yet to 
come, the com- 
plete testimony 
and witness inter- 
rogation should 
make an entrancing volume when 
the study is ended and the subcom- 
mittee report printed. 


The witness who told of GM’s en- 
trance into the locomotive field was 
Harold L. Hamilton, a railroader 
in his early days, afterward an offi- 
cial of White Motor Co., and later 
president of a company which Gen- 
eral Motors absorbed. 


GM’s interest, he said, was stirred 
in 1930 when a small company 
which made diesel engines for ships 
and power plants built the diesels 
for the yachts of four top GM offi- 
cials. One of these was Charles F. 
Kettering, inventor of the _ self- 
starter for automobiles, and for 
many years research vice-president 
for General Motors. 

Kettering became interested 
when he learned from Hamilton 
that the Electromotive Co., of 
which Hamilton was president 
and which GM absorbed, had 
reached an impasse in trying to 
apply diesel motive power to large 
locomotives. 

“Our situation was a challenge 
to the adventurous spirit of Ketter- 
ing,” said Hamilton. “In the depres- 
sion year of 1930,” he added, “our 
small company had no _ business, 
not enough money for necessary 
research and only some know-how 
and an idea which we could not 
perfect.” 


It was then that Kettering’s in- 
genuity asserted itself, and he came 
up with the right idea. 

In the years of development 
from 1930 to 1936 General Motors 
didn’t make a nickel on its diesel 
products, Hamilton said. 


Hamilton spent many hours be- 
fore the subcommittee telling of 
the step-by-step development of the 
diesel engines of today, of the at- 
tendant heartaches and headaches, 
of the first Burlington diesel-elec- 
tric train and those which have 
followed on other railroads. 


The successful GM diesel engine 
business today, he declared, is due 
to the adventurous spirit of Charles 
Kettering, the daring of GM, toil, 
years of trial and error and much 
venture capital. 

om * x 


20-Year Revival 


eotzOW ING testimony of T. K. 
Quinn, former General Electric 
vice-president, which was reported 
in Automotive News last week, Sen- 
ator Joseph O’Mahoney, Wyoming 
Democrat, who is acting chairman 
of the Senate antitrust subcommit- 
tee, stated he was considering rein- 
troducing in the next session of 
Congress a monopoly control bill he 
sponsored 20 years ago which would 
require all corporations engaged in 


William Uliman 





interstate commerce to obtain a 
Federal charter. 

In the charter, it was explained, 
Congress could spell out the restric- 
tions it deemed necessary to pre- 
vent concentration of economic 
power in a limited number of large 
corporations. 

That plan, which did not pass 
either branch of Congress in ear- 
lier attempts, was brought up by 
Quinn during his testimony. It 
was introduced originally by 
O’Mahoney and the late Senator 

William Borah, Idaho Republi- 
can. 

O’Mahoney said he has “serious 
intentions” of reviving the charter 

proposal and would like to get the 
views of leaders of industry in the 
current hearings, adding: 

‘I believe a great deal can be 
accomplished if I can induce these 
leaders to sit down with: the sub- 
committee, let their hair down and 
talk about the issue.” 

x of 
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No Politics, Please 

i THE early hours of the hear- 
ings there was a plea to the 

subcommittee by Senator Alexander 

Wiley, Wisconsin Republican, to 

avoid partisan politics in the GM 

study. 

O’Mahoney gave assurance that 
the subcommittee is not trying to 
lay the groundwork for a prosecu- 
tion of General Motors. He de- 
clared the only purpose is to ascer- 
tain the effect of bigness in cor- 
porations on the economic life of 
the country and whether existing 
laws need clarifying to insure com- 
petition. 

Commenting on the Wiley plea, 
Senator William Langer, North 
Dakota Republican, charged that 
the antitrust laws have never 
been enforced either by Republi- 
can or Democratic administra- 
tions. 

“I don’t think it makes any dif- 
ference whether we have a Repub- 
lican or Democratic administra- 
tion,” declared Langer, “the result 
is the same—the antitrust laws 
have not been enforced. Enforce- 
ment has been a joke.” ° 

Langer said later he did not in- 
tend his statement, as any reflec- 
tion on Judge Stanley Barnes, pres- 
ent head of the antitrust division 
of the Department of Justice. 

Senator O’Mahoney hastened to 
explain that Judge Barnes at an 
earlier hearing had clearly indi- 
cated the importance of Congress 
studying the effect of big business 
on the life of the people, adding 
that Judge Barnes had told how he 
gave his approval to the Stude- 
baker - Packard and Hudson - Nash 
mergers. 

“Nobody on the committee,” 
O’Mahoney continued, “had any 
doubt that Judge Barnes gave 
this approval because he believed 
it was necessary that these four 
companies should be _ strength- 
ened by combination if they were 
to be saved from economic death. 
At about the same time the Fed- 
eral Trade Commission gave its 
approval to another merger in the 
automotive industry, namely that 
of the Kaiser and Willys com- 
panies. The reasons were the 
same.” 

While no one on the committee 
expressed criticism of the action of 
Judge Barnes, said O’Mahoney, 
“nevertheless it was clear that the 
decision here made was merely the 
decision of a man that these merg- 
ers would not violate the antitrust 
laws. It was not the application of 
a clear law.” 

In his opening statement, O’Ma- 
honey indicated that he thinks ex- 
isting antitrust laws need clarifying 
so big business will have definite 
rules to mark its power and re- 
sponsibilities. 
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Subtle Selling 


Offers Tips to 


By Ed Brown 
Staff Correspondent 

NEW YORK. — “Subtle selling” 
increases customer goodwill and 
thereby boosts profits, service man- 
agers were told at the monthly 

meeting of the Society of Automo- 
tive Service Managers. 

The discussion was led by 
Charlie Jordan, a member of the 
group, who pointed out that while 
it is the service manager’s duty 
to sell, the manager must under- 
stand the fine line between selling 
and overselling. 

“A customer is easily lost by too 
aggressive selling,” he warned. 

As an example of subtle selling, 
he suggested that every repair 
order have a space marked “recom- 
mendations” in which extra work 
should be noted by the mechanic or 
inspector. 

The customer should be given a 
copy of these recommendations 
when he picks up his car, Jordan 
said. This serves notice, he said, | 
that the car needs extra work, but | 
the “when” is left up to the cus-| 
tomer. 

Several service managers who 
use this system have noted a 
sharp increase in customer labor, 
Jordan said. 

An example of this preventive 
maintenance was cited by another 
society member as an aid in selling 
batteries. He said that in his shop 
a specific gravity and breakdown 
test report is included with every 
lubrication. 

“It only takes a minute to explain 
when the customer picks up his 
automobile,” he said, “but it does a 
terrific selling job for us. 

“We sell about 20 batteries a 
week now.” 

Jordan stressed the fact that it 
costs a minimum of $30 to bring a 
new customer into the shop and 
emphasized that the cultivation of 
steady customers is well worth the 
effort. 

“And don’t lose a customer over 
a disagreement of a few dollars,” 
he cautioned. “Take a little time 
with the customer and be certain 
that you compromise in such a 
way that he is not left dissatisfied. 

“The customer deserves honest, 
sincere treatment, plus an evident 
interest on the part of the serv- 
ice manager and his men in his 
problems.” 

The members of the society were 
reminded that it is important to 





Charley Bishop Opens 


New Detroit Offices 

DETROIT.— Charles W. Bishop, 
former NADA general counsel and 
a member of Chrysler Corp.’s staff 
from 1944 to 1951, has opened new 
law offices atop the Penobscot 
Building here. 

The new firm is composed of 
Bishsp, Leonard A. Keller, labor 
relations lawyer; Richard J. Thoma, 
estate planning, 
wills and trusts 
attorney,and Alan 
C. McManus, fed- 
eral tax specialist. 
Also associated 
with the firm as 
counsel is Marion 
K. Kellogg, whose 
practice is largely 
in the corporation 
field. 

4 Bishop was the 

C. W. Bishop author of the 
Murray-Patman Act, which sta- 
bilized new-car prices during the 
World War II rationing period. He 
was the author of the first compre- 
hensive book on Manufacturer and 
Dealer Licensing laws, and pioneer- 
ed the original favorable regula- 
tions under the Federal Wage and 
Hour Law. He and Donald Rich- 
berg worked together in success- 
fully opposing restrictive Federal 
bir anig Commission trade practice 
rules. 





Special-Brands Manager 
Named by Hollingshead | 

John W. Elsworth has been pro- 
moted to manager of the special- 
brands division of R. M. Hollings- 
head Corp., Camden, N. J. He 
Previously was assistant sales man- 
ager of the division. 





Service Manager Slaps Aggressive Tactics; 
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Hikes Profits 


Boost Volume 


sell “yourself and your organization 
to the customer at every opportu- 
nity. “It is surely an easy job,” Jor- 
dan told them, “to let the customer 
know that you have the best shop, 
the best equipment and the best 
mechanics, all superbly qualified to 
handle your customer’s job.” 

It also was recommended that no 
one individual be blamed for a bad 
job, but rather “be quick to make 
the necessary adjustment with as 
little fuss as possible.” Blaming the 
bad job on any one person reflects 
on the decision of the service man- 
ager who hired him, Jordan said. 

Jordan recommended several 


Aetna Names Swartwout 


Aetna Ball & Roller Bearing Co., 
division of Parkersburg-Aetna, has 
appointed Thomas Swartwout, of 
Hudson, O. as its northern Ohio 
sales representative. He replaces 
H. A. Anderson who has been 
assigned to Detroit following the 
retirement of F. W. Meile. 
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basic steps to follow as soon as a 
customer drives in. Although 
these points often are overlooked, 
he said, they create the all-im- 
portant first impression. 

He should be greeted as quickly 
as possible and his speedometer 
reading should be noted because 
this often sheds a light on the work 
needed. 

Also, Jordan continued, the car 
should be checked for dents and 
these should be pointed out to the 
customer. 

“This may sell a bump job,” Jor- 
dan explained, “and it also serves 
notice to the customer that the 
dents were not the result of rough 
treatment in your shop.” 

Another good practice, he said, 
is to road test the car with the 
customer riding along to pinpoint 
his complaints. 

The society members had varying 
opinions on the merits of selling 
extra work via telephone as op- 
posed to personal selling. 

One manager said he had found 
professional people easier to sell 
over the telephone. It was his ex- 
perience, he said, that these people 
are so dependent on their automo- 
biles that they are most anxious to 
keep them in top operating condi- 
tion. 





A Champ and His Family— 


Four robust youngsters and a beaming wife share 1955 national straight truck 
championship honors with Aubrey L. Harper of Super Service Freight Co., Nashville. 
Driving a model S-162 International truck, Harper retained 1954 championship at the 
National Truck Roadeo held in conjunction with the American Trucking Assn.’s con- 
vention in Washington. From left are Mrs. Harper, Aubrey jr., 11; Bonnie Kay, 10; 
David, 8; Lila, 7, and the champion. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 











HOLMES SERVICER FOR VALVE LIFTERS 


M Removes stuck plungers. 

Permits Leak-Down Test before Lifters are installed. 
Provides means of prolonging use of Lifters. 

Saves time dismantling and reassembling Lifters. 


THE HOoLMEs SERVICER represents many years of 
research in the development of a new and easier way to 
service Hydraulic Valve Lifters. Perfection of this new 
machine not only simplifies what has long been a very 
tedious job, but actually provides a means of reclaiming 
lifters that would otherwise be thrown away. The easy 
removal of stuck plungers from their bodies and simple 
but accurate leak-down test provided by the Holmes Servicer, 
prevents the scrapping of useful lifters — assuring replace- 
ment with only perfect valve lifters. Results for the shop 
are a faster job, a handsome profit and confidence in a job 
well done ... to the customer it means a saving in the 
purchase of unnecessary new valve lifters and assurance of 
a factory quality job. It requires but ten or fifteen minutes 
to check a full set of lifters, giving each an accurate leak- 
down test before it is put back in service. The Holmes 
Servicer is a precision tool, greatly needed for rapid, depend- 
able servicing of valve lifters and should be in every shop 
desiring better profits and customer satisfaction. 








Order from your jobber... 


Or Write Factory Direct 








ERNEST HOLMES COMPANY 





2505 EAST 43Rd. STREET 


CHATTANOOGA, TENNESSEE 
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By Joseph M. Callahan 
Staff Writer 

AMMED into a single Ham- 

tramck (Mich.) block are four 
highly competitive dealerships—all 
owned and operated by three broth- 
ers, two sisters and a brother-in- 
law. 


Conducting this friendly but 
spirited rivalry are: 

Woody Pontiac Sales, owned by 
Woodrow W. Woody, who has 
changed his name. 

Edmond Motor Sales (Oldsmo- 
bile), owned by Edmond Shikany 
and a sister, Jeanette Shikany. 

* ad os 
















OHNNY Motor Sales (DeSoto- 

Plymouth), owned by Johnny 

Shikany and a married sister, Sadie 
Abraham. 

George Motor Sales (Dodge- 
Plymouth), owned by Leo George, 
whose wife is one of the two Shi- 
kanys not in the auto business. 

While the Shikanys compete in- 
tensely pricewise with each other 
and with other dealers in town, 
they have a family spirit of help- 
fulness and cooperation that is 
unusual. 

For example, the day this re- 
porter visited the family, Leo 
(Dodge) was troubled by bookkeep- 
ing problems, ke had just fired an 
employe for “fouling up” the books. 

* ok * 


EARNING of this family emer- 
gency, Jeanette (Oldsmobile) 
and Sadie (DeSoto) rushed over to 
spend the day straightening out 
Leo’s books. 
Asked how Leo would compen- 
sate them for their trouble, the 
girls replied, “Oh, he might buy 


Basically, the four dealerships 
compete like four firms whose own- 
ers are not related except that: 

1. They meet regularly (about 
twice a month) to discuss profits, 
market trends, organizational prob- 
lems and other matters. 

em x ca 

AID Leo: “At these meetings we 

compare statements and work 

together to help solve each other’s 
problems. We find that some busi- 
ness methods are suitable only with 
certain makes and some are suit- 
able for all makes.” 

2. They have a limited num- 
ber of service specialties. For in- 
stance, Woody (Pontiac) does 
most of the family’s Porcelainiz- 
ing and Johnny (DeSoto) does 
most of the undercoating. 

3. They do a small amount of 
combined purchasing to reduce 
costs. Oil is one item purchased in 
this fashion. 

Declared Edmond (Oldsmobile): 
“Also, we've often talked about 
opening a combined used-car mart.” 

o * * 

SP AniInG of profits and sales, 

most of the family agreed with 
Woody, who said, “Although per- 
unit profit has been down, the over- 
all profit picture is good. We’re 
selling a record number of cars this 
year and we're making the most 
money.” 

Woody added: “Sure, this is a 
fast-changing business. It has 
become a volume - business and 
you have to work from your cost 
sheet. But it’s still a wonderful 
business.” 

The family’s sales for the ’55 
model year are as follows: Woody 
(Pontiac), 1,240 units; Leo (Dodge- 
Plymouth), about 1,000 units; Ed- 
mond (Oldsmobile), 850 units, and 
Johnny (DeSoto-Plymouth), about 
600 units. That’s a total of 3,685 
cars. 

+: x e 
7 Shikany family occupies a 
goodly amount of frontage on 





Legislator Seeks Halt 


Of ‘Horsepower Race’ 

MANISTEE, Mich,— Rep. 
Charles A. Boyer, Republican 
member of the Legislature, said 
here last week that he will intro- 
duce a resolution to call on auto 
makers to halt their “mad race 
for horsepower.” 

He said the resolution also will 
ask manufacturers to stress safe- 
ty in advertising instead of speed 
and “power to pass.” 





Dealerships Run in Family 


Hamtramck Shikanys Have 4 Franchises 
In 1 Block; °55 Sales Top 3,600 
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Jos. Campau Ave. Their new-car 
frontage is: Woody, 210 feet; Ed- 
mond, 120 feet; Johnny, 90 feet, and 
George, 60 feet. 

Used-car frontage is: Woody, 66 
feet; Johnny, 60 feet, and Edmond 
and George (combined lot), 216 feet. 

The family got its start in new- 
car retailing in 1940 when Woody, 
who had sold used cars, opened 
Woody Pontiac. Soon he brought 
in his brothers and his brother- 
in-law as salesmen and his sisters 
as bookkeepers. 

Many acquaintances shook their 
heads at his undertaking such a 
risky venture. Woody didn’t say 


too much the first year—he made 
about $30,000, enough to pay for his 


building and business. 
& + * 
EN war came, all the boys 
went into the service and 





Jeanette and Sadie took over the 
business. 

Says Woody: “They’re very 
competent girls. They ran the 
dealership profitably throughout 
the war, existing on used-car 
sales, parts and service.” 

After the war Woody built a new 
building for his Pontiac franchise, 


renting hig old building to Johnny | ™ 


who had secured a DeSoto-Plym- 
outh franchise. In 1946, Woody 
built a new building and rented it 
to Edmond who had been awarded 
an Oldsmobile franchise. 
* * * 

- 1947, Woody acquired another 

building and rented it to George, 
who began as a Studebaker dealer 
and switched to Dodge-Plymouth 
last year. Eventually, all the broth- 
ers purchased their buildings. 

When Woody was _ asked, 
“Weren’t you cutting your throat 
by surrounding yourself with com- 
peting dealerships?” He replied: 

“No sir. Competition brings busi- 
ness. We've built up our own auto 
row here. And business is better 
than ever.” 









im wt 
A Family of Dealers— 


Three brothers, two sisters and a brother-in-law operate four dealerships in a 
| single block in Hamtramck, Mich. Pictured above are (from left) Edmond Shikany, 
Edmond Motor Sales (Oldsmobile); Leo George, George Motor Sales (Dodge-Plymouth); 
John Garbac, general manager, Woody Pontiac Sales; Woodrow W. Woody, who has 
changed his name, and Johnny Shikany, Johnny Motor Sales (DeSoto-Plymouth). 
Jeanete Shikany is co-owner of Edmond Motor Sales and Sadie Shikany Abraham is 
co-owner of Johnny Motor Sales. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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GAUGING 
PROTECTS TIRES, 

INCREASES 
MILEAGE 


Precis 


SEALED VALVES 
MEAN BETTER TIRE 
PERFORMANCE 


REPLACEABLE 
VALVE CORE 
SEALS AIR IN 
SIMPLIFIES 

INFLATION 


Interchangeable 
in various 
standard valves 


NEWEST 
TUBELESS 
TRUCK TIRE 
VALVES 


Schrader TR 500 Series 
CLAMP-IN TRUCK TUBE- 
LESS TIRE VALVES—latest, 
most modern. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


i RETROSPECT, last summer’s 
high temperatures in the Great 
Lakes region and throughout most 
of the country now may be viewed 
in one of two ways: Either as an 
exceptionally extended and unus- 
ually torrid heat wave — or as 
another symptom of the alleged 
climatic change on the North 
American continent. 

Whichever way you view the 
extended hot weather, Robert 
Reid, of Square Deal Refrigera- 
tion Inc., points out that it was 
very disconcerting to most peo- 
ple and somewhat costly to many 
in business and industry. 

A number of scientists and me- 





teorologists are of the opinion that 
gradual melting of the polar ice 
caps and other extremely long- 
term cyclic phenomena indicate 
this hemisphere is entering what 
will be an extended period of 
warmer weather. 

Many people have begun to ac- 
cept the idea that we definitely are 
experiencing a climatic change 
that is bringing hotter summers 
and milder winters. Assuming for 
the moment that this theory is 
valid, it would seem that during 
a man’s life span, he will witness 
changes in the mode of living (and 


working) as the climate becomes 
progressively milder. 
+ * * 


Weather and Production 


oo question is: How will this 
effect the fast-moving automo- 
tive industry? Could dynamic De- 
troit maintain its vaunted pace in 
a sub-tropical climate? Or will 
lanquid days and balmy nights 
have an enervating effect that will 
cause individual productivity to 
spiral downward? 

And can we expect the two-hour 
midday siesta to become the vogue 
in the automotive capital? 

Probably not. As new plants 
of modern design are erected 
throughout the industry, the use 
of air-conditioning has increased 
rapidly year-by-year. It seems 
likely that the industry’s plan- 
ners are getting the same an- 
swer as the country’s merchants, 
who faced a similar problem. 

Retail merchants long have 
known that high temperatures, 
high humidity and general “Turk- 
ish bath” days create a languid 
feeling which ..keeps shoppers at 
home—hence the customary falloff 
of summer business. 

In recent years, progressive busi- 
ness men have found air condition- 


ing a profitable 
stimulating summer sales. 
* * + 


Heat Affects All Jobs 
the heaviest concentra- 
tions of industrial plants in 
regions previously regarded as 
being in a temperate climate zone, 
how will high production standards 
be maintained in coming years, if 
a climatic change is underway? 

Are present factories and shops 
designed to encourage men and 
women in holding to a _ steady 
volume of high-quality work with 
outside temperatures in the high 
90s day after day? 

If it is true that temperatures 
are rising gradually, then the in- 
dustry is faced with a serious 
problem. Many offices and some 
shops are air conditioned. But I 
have seen few factory air-condi- 
tioning systems that were not in- 
stalled primarily to further a 
specific operation, suchas assem- 
bly and inspection of delicate 
precision instruments. 

We can hardly visualize Ameri- 
can industry closing down for six 
or eight weeks every year. But the 
problem goes beyond merely “keep- 
ing the man on the job.” 

Heat strikes and absenteeism are 


helps protect your product at 
the customer level 


ee 


Schrader Chuck Gauge—new unit with 
replaceable gauge cartridge simplifies 
inflating, deflating for dealer. Accu- 
rate air service keeps tires rolling 
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INFLATING — DEFLATING 
SIMPLIFIED FOR DEALER 








SIMPLIFIED 
TOOLS 
MAKE TIRE 
AND TUBE 
REPAIRS EASY 


IRE VALVES 


Schrader tire valve and air 
service products for dealer use 
promote tire safety, economy. 


You make certain that mileage, safety, 


economy are built into your equipment 
tires. Through your dealers, through serv- 
ice stations, through garages—all over the 
world—your product is serviced. In order 
to do this job—the serviceman needs the 
right tools, the right replacement parts, the 
“how-to” information, to match the qual- 
ity of your product. That’s why Schrader, 
as the leading air products supplier to the 
Tire and Rim Industry works with the 
tire manufacturer in designing valves to 
meet the Industry’s specific needs. And 
Schrader specializes in providing the tools, 
the parts, the information to dealers all 
over the world. These Schrader quality 
products are stocked and sold wherever 
your tire goes. 


And more important—the world-wide 


If you'd like to see the latest 
Schrader Air Products Service 
Manual—write for Manual A-100. 
A. Schrader’s Son, Division of 
Scovill Manufacturing Company, 
Incorporated, 470 Vanderbilt 
Avenue, Brooklyn 38, N. Y. 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


service is possible because of the tire infla- 
tion principle developed by Schrader over 
50 years ago— which still stands today! 
Every device, every Schrader Valve, Valve 
Core, Valve Cap is immediately, easily 
interchangeable anywhere in the world. 





investment in| not much more costly than u. 


suffered when an engineer finu. 
himself unable to continue a crea- 
tive design project when his 
sweaty hand and arm stick to the 
drafting paper. 


Foundry Visit Suggested 
To See Air Cooling 


— are you’ve never seen 
an air-conditioned foundry. 
Few people have. But you'll be 
reading about one in the Engineer- 
ing Section of next week’s issue. 


We seldom would have the 
temerity to suggest any sort of 
preparation for those who would 
qualify to read these stories. How- 
ever, in this case, may I offer the 
opinion that you will get more out 
of it if you've visited a foundry 
recently. 

To understand fully the signi- 
ficance of this installation and 
appreciate its implications, you 
really should condition yourself 
beforehand by refreshing your 
impressions of the heat, dust and 
fume-ridden air in a_ typical 
foundry. 

As you watch the men tending 
their, ladles filled with molten 
metal, visualize the inferno-like 
scene as of last summer—with out- 
side temperatures holding near 100 
degrees for weeks at a time. Then 
imagine the same workmen sur- 
rounded by streams of fresh, cool 
air discharged from _ overhead 
ducts. 

Then you will know why the 
man who engineered this “spot” 
cooling system is something of a 
hero to the foundrymen ... and 
why some uncooled workmen stop 
him in the plant and ask, “When 
you gonna fix me up, boss?” 

* * * 


Fuel Injection Data 


From Penn State 


W: E. MEYER, professor of engi- 
neering research at Pennsyl- 
vania State University, has just 
forwarded some interesting 
information on fuel injection studies 
conducted at the research facility 
of the school. 


Graduate thesis work has shown 
that continuous injection is not 
very. sensitive to nozzle design. 
These data tend to confirm the 
opinions of those who believe con- 
tinuous injection ultimately will be 
preferred over direct injection for 
design of low-cost systems. 


Repeatable results were said to 
have been obtained with relative- 
ly crude nozzles, which promise 
to be insensitive to dirt. This is 
an important point when equality 
between nozzles is to be main- 
tained for low-load and idling con- 
ditions, with fuel pressure so 
slight that particles reaching the 
nozzles may not be dislodged 
readily. 

Results of the Penn State work 
show that even with plus or minus 
6 percent flow variation, distribu- 
tion still is “better than with a 
carburetor — if only because 
tetraethyl lead is distributed with 
the same variation as the fuel.” 
| A significant finding by investi- 
gators Lentz and Dodson was their 
success in operating an engine at 
all loads, down to idle, with wide 
open throttle and extremely lean 
mixtures, which promise to give 
exceptional part-load fuel economy. 


This was done by injecting a 





small quantity of the fuel into an 
ignition cell, in which it is ignited 
by a spark. plug. The remainder 
of the fuel was induced by con- 
tinuous port injection, with the 
amount varied according to load 
demand of the engine. 

Meyer ventured an opinion that 
fuel injection will not stop at 
merely replacing the carburetor 
while leaving the engine process 
essentially as is. He is confident 
that other changes, such as the 
one described above, will come. 

Such developments eventually 
may permit a 50 percent reduction 
in road-load fuel consumption, ac- 
cording to Meyer. 


Metal Painting Technique 


WASHINGTON.—Good resistance 
| to corrosion and flaking of painted 
| metal can be secured by the use of 

concentrated chromic and phos- 
phoric acid rinses before painting, 
according to a report, PB111578, 
75 cents, just released by the Office 
of Technical Services, U. S. Depart- 
ment of Commerce. 










Roundup from State Capitals .. . 





By Bethune Jones 


Legislative Correspondent 
ROPOSALS for new and stringent regulation of motor 
vehicle and other forms of consumer credit will be raised 
in a number of state Legislatures. 
Likely to hold the spotlight in this respect will be consid- 
eration by the New York Legislature of measures to tighten 
ees tae, ar “pees, | sumer and social work agencies 


: and of business 
no indication yet as to what dna Geonelel io- 
form proposed legislation will take, terests attending 
Gov. Averell Harriman has made it the conference 
plain that he regards the matter} heard speakers 
as of major importance. 


charge that a 
Suggestions made at a conference small fringe mi- 
included the possibility of putting nority of the in- 
a ceiling on charges for installment stallment sa le s 
credit; requiring fuller disclosure trade is preying 
of items of cost in such contracts, on gullible buyers 
and the licensing of installment by contract 
sellers and finance firms. frauds, excessive 
Some 300 representatives of con- 








Bethune Jones 
interest charges, steep penalties for 








Legislation Affecting Auto Industry 










payment defaults and exorbitant 
charges for repossessing and auc- 
tioning goods after default. 

Gov. Harriman asked cooperation 
of groups represented at the con- 
ference in devising legislation which 
would help protect the consumer 
in the field of credit as government 
has moved to safeguard him in 
matters of health. 

“So far,” the governor asserted, 
“we have done little to protect 
the public pocketbook. The public 
interest is often identical with the 
consumer interest. 


“We need to have greater respon- 
sibility and better education on the 


part of consumers. We need also a} 


greater sense of responsibility on 
the part of businessmen in develop- 
ing and maintaining proper codes 
of ethics, based on considerations 
of the public welfare.” 

“In the credit field,” Harriman 





more dependable 


starting under ait 


operating conditions’ ~- 


"No Kick-Out ” feature sets new standards 

in starting eo 

@Since the earliest days of the automotive industry Bendix* 
Starter Drives have been noted for reliable starting. 

Now with the new and latest Bendix Folo-Thru Starter Drive, 
starting, even under the most adverse weather conditions, 
has been improved immeasurably. 

Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 
actually runs on its own power. 

That's why cars, trucks and buses equipped with the 

Bendix Folo-Thru Drive are easier and quicker to start 
under all operating conditions. *REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF ay 


Tree coareastree 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
205 East 42nd St., New York 17, N. Y. 





costs less —The new Folo-Thru Drive requires no actuat- 
ing linkage and the less expensive solenoid may be placed in any 
convenient position. Results are lower installation costs and no 
adjustments. Complete detailed information is available on request. 
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further declared, “there has been 
a considerable amount of legisla- 
tion to protect creditors, including 
powerful financial institutions. But 
it seems to me there has been less 
attention to protecting the borrow- 
ers and the families of our state, 
particularly those least informed 
and least able to bear excessive 
cost, or even fraud in trying to sat- 
isfy their aspirations for better 
living. 

“If the consumer loses confidence 
either in the value of products or 
in the process of distribution, in- 
cluding credit, and hesitates to buy, 
the result could be disastrous for an 
economy that depends upon sta- 
bility for continued growth.” 

* * a 


Interest Control Bill 
A BILL rejected by the 1955 New 


be revived next year, would have 
prescribed a standard form of in- 
stallment contracts for the pur- 
chase of motor vehicles and fixed 
maximum rates for credit service 
charges of 6 percent a year for new 
vehicles; 9 percent for used vehicles 


;not more than two years old, and 


12 percent for others. 
Strengthening of New Jersey 





























York Legislature, which may | 



















banking and insurance laws to cur) 
improper financing practices in the 
sale of automobiles and household 
appliances has been recommended 
by Gov. Robert Meyner, but it hes 
not been indicated just what type 
of legislation might be sought. As- 
serting in an address to the 1955 
N. J. Legislature that “it has come 
to our attention that abuses have 
arisen within the field of consumer 
financing particularly relating to 
automobiles and household appli- 
ances,” the governor said he had 
asked the State Department of 
Banking and Insurance to investi- 
gate. 


Other states in which legisla- 
tive action on the issue may be 
sought next year include Ken- 
tucky, where a proposal for regu- 
lation of installment sales financ- 
ing of automobiles may be re- 
vived. Such a measure was re- 
jected last year. 


An initiated Michigan state con- 
stitutional amendment aimed at 
preventing abuses in repossession 
of automobiles by small loan com- 
panies is being proposed by a De- 
troit group called the Citizens for 
Better Government. The group com- 
plains that under present Michigan 
law it is possible for a finance com- 
pany to repossess an automobile or 
household appliance immediately 
after a payment is missed even 
though only a few dollars is owed 
on the balance. 

In Connecticut, where the next 
regular legislative session is not 
scheduled until 1957, State Banking 
Commissioner Henry C. Pierce jr., 
has advocated strengthening of a 
new state law placing ceilings on 
automobile sales financing rates. 


Noting that the law permits the 
state to check finance company 
records only when a written com- 
plaint is made and to check only 
the papers involved in a specific 
case, Pierce said he feels the state 
should be allowed to inspect all 
books of car finance firms for com- 
pliance with the law whether or 
not a complaint has been made. 

* on * 


Arkansas Veto 


NDER the new Connecticut law, 

enacted this year, finance 
charges on new cars are limited to 
$6 per $100 per year and on used 
cars not more than two years old, 
$9 per $100 per year; and on older 
cars, $12 per $100 yearly. The act 
requires finance companies to keep 
all books and records on all sales 
for at least two years after final 
payments are made. 

Other current- year action in- 
cluded Nebraska legislative ap- 
proval of a bill requiring that auto- 
mobile buyers must be told the 
“amount of time-sales differential.” 
Bills to regulate automobile sales 
financing and fix maximum finance 
charges were rejected in the Legis- 
latures of Maine and Minnesota. 

Gov. Orval E. Faubus vetoed a 
1955 Arkansas legislative bill which 
would have legalized differentials 
between cash and installment sales 
prices. The proposed legislation, 
which is likely to be revived in the 
future, was sought by automobile 
and appliance dealers to permit 
merchants or finance companies to 
be compensated for the added ex- 
pense of carrying installment paper 
beyond the 10 percent interest rate 
allowed by the state constitution on 
credit sales. 

Other developments of automo- 
tive interest include rejection by 
the Wisconsin Legislature of a 
controversial bill aimed at collect- 
ing more tax revenue from out- 
of-state trucks. It would have 
given out-of-state truckers an op- 
tion of paying a 114-mill ton-mile 
tax for truck mileage in Wiscon- 
sin or registering part of their 
fleet in Wisconsin in proportion 
to their business in the state. 

Still pending in the Pennsylvania 
Legislature at this writing is a rec- 
ommendation by Gov. George M. 
Leader that the State Highway and 
Bridge Authority be given virtual 
blanket power to raise its borrow- 
ing capacity. Although he had been 
expected to ask that the authority 
be allowed to add from $50,000,000 
to $100,000,000 to its borrowing 
capacity, the governor declared leg- 
islation should be enacted to give 
the agency full power to borrow up 
to an amount required in matching 
funds needed to acquire federal aid. 

The Pennsyivania authority is a 
quasi-public corporation created by 
the Legislature some years ago to 
circumvent a state constitutional 


(Continued on Page 23, Col. 1) 
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(Continued from Page 22) 


provision limiting direct state bor- 
rowing to $1,000,000 except by con- 
stitutional amendment approved by 
the voters. The authority builds ma- 
jor highway and bridge projects 
and rents them to the State High- 
way Department, using the rental 
income to amortize its bonds. Its 
borrowing capacity was increased 
in 1951 from $40,000,000 to $80,000,- 
000, which has been reached. 
* oe * 


Vehicle Tax Hike 


1O CARRY out what he described 

as a “rounded, well-balanced” 
road construction and maintenance 
program, the Pennsylvania gover- 
nor further recommended imposi- 
tion of a $17,000,000-a-year increase 
in passenger car and light truck 
fees. 

Passenger car fees, under the 
proposal, would be increased from 
$10 to $15 annually, while truck 
fees would be boosted by $3.50 to $5 
yearly, depending on weights and 
classifications. Heavy truck fees 
were jacked up earlier this year in 
Pennsylvania, and a one-cent gaso- 
line tax previously was adopted to 
provide funds to repair flood-dam- 
aged roads and bridges. 

New York Attorney General 
Jacob K. Javits ruled that laid- 
off workers could receive full 
state unemployment benefits 
while drawing payments from 
guaranteed wage plans such as 
set up by the Ford Motor Co. and 
other employers. He said, how- 
ever, he thought the State Legis- 
lature should amend the law to 
eliminate any doubt as to the 
status of jobless workers. 

Javits also expressed belief a 
Federal ruling was needed to deter- 
mine whether payments by employ- 
ers into wage guarantee trust funds 
were subject to the state unemploy- 
ment insurance tax. His opinion 
was directed to State Industrial 
Commissioner Isador Lubin, who 
administers the state unemploy- 
ment insurance law and who ear- 
lier had given a similar ruling on 
the guaranteed wage plan question. 

A subcommittee of the Maryland 
State Legislative Council recom- 
mended that the state’s unemploy- 
ment compensation laws be revised 
so as to assure that laid-off-workers 
would not have guaranteed wage 


Auto Old Timers 
To Honor Officers 
At Capital Fete 


NEW YORK. — Plans are being 
made to hold a luncheon Jan. 31 in 
Washington, D. C., to honor the 
regional vice-presidents of Auto- 
mobile Old Timers. 

Invitations are being sent to 
Secretary of Defense Charles E. 
Wilson, Postmaster General Arthur 
E. Summerfield and Secretary of 
the Interior Douglas McKay. They 
are life members of AOT. 

Presiding at the luncheon will be 
Col. Willard F. Rockwell, president 
of the organization of auto pio- 
neers. 

Frank H. Yarnall, president of 
NADA, will be a special guest. The 
luncheon will be held during the 
NADA convention. 

Regional vice-president of AOT 
are J. Conrad Johnson, Dedham, 
Mass.; R. A. Harp, Philadelphia; 
Birkett L. Williams, Cleveland; W. 
R. Stephens, Minneapolis; Tom 
Frost, Warrenton, Va.; Turner A. 
Summers, Louisville; Ed Maher, 
Dallas; John F. Winchester, Phoe- 
nix, Ariz., and Walt L. Moreland, 
Los Angeles. 


Minneapolis Office 
Moved by AMC 


MINNEAPOLIS.— American Mo- 
tors Corp. has opened its new 45,- 
000-square-foot office and ware- 
house at 4600 Olson Highway in 
suburban Golden Valley. The build- 
ing will be headquarters for Nash 
and Hudson operations in Minne- 
Sota, North Dakota, South Dakota 
and parts of Montana, Wisconsin 
and Wyoming. 

Nash already has moved into its 
new quarters and Hudson is ex- 
peeted to move soon. 


plan payments deducted from state 
jobless benefits. Spokesmen for both 
industry and labor had agreed at a 
hearing that the Maryland Legisla- 
ture should act next year to amend 
the law to prevent possible conflicts 
with guaranteed wage plans. 


Present Maryland law stipu- 
lated that workers are entitled to 
unemployment compensation only 
if they are not receiving wages. 
The question brought up by the 
new guaranteed wage plan labor 
contracts signed in some indus- 
tries this year was whether com- 
pany trust fund payments to laid- 
off workers would be considered 
“wages.” 

The Maryland attorney general’s 
office shied away from a direct an- 
swer to this question, urging the 
enactment of revised legislation to 
make it crystal clear whether the 
supplemental benefit plan could 
operate legally in the state. Accept- 
ing this advice, the Legislative 
Council group voted to endorse a 


measure which says supplemental 
company benefits should not be con- 
strued as wages under the unem- 
ployment compensation laws. 

* * * 


Auto Buyers in Nevada 


Must Pay Personal Tax 


Attorney General Harvey Dicker- 
son, of Nevada, has ruled that 1955 
legislative acts do not affect per- 
sonal property taxes and buyers of 
new cars must pay on a pro-rata 
basis. 

Dickerson said that where a new 


car is registered on March 1, and| 


is sold in September, the new 


owner must pay personal property gs 
taxes based upon 10/12 of the yearly |, 


fee. The opinion interpreted Nevada 
1949 statutes as carried forward in 
1953 and that 1955 revisions had no 


bearing in such cases. 
* * * 


Illinois Jobless Law 


Illinois automobile dealers have 
been reminded by the state that 
effective Jan. 1, 1956, coverage will 
be widened under the Unemploy- 
ment Compensation Act to include 
employers of four or more workers 
instead of eight. Other changes in- 
clude an overhaul of the formula 
under which an employer’s rate of 
contribution is determined. 





Enlarged Cockpit— 


The new Triumph TR3 sports car features 
an enlarged cockpit to which an optional 
rear-passenger seat may be fitted. Power 
has been increased to 100 horsepower. 
The car is expected to enter the U. S. 
market around the first of the year. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


23 
Finance Charges 


Reported Up in 
Several Areas 


DETROIT. — There were indica- 
tions last week that finance charges 
for auto buyer's were rising. 


Two banks, the Peoples First 
National Bank & Trust Co. of Pitts- 
burgh and the Florida National 
Bank of Jacksonville, recently 
boosted their auto finance charges 
to 4.5 percent from 4 percent. 

Kenneth K. Baker, of the St. 
Louis First National Bank, said, 
“We are considering an increase in 
our auto loans to $4.50 from $4, but 
there’s nothing definite yet.” 

Auto finance companies also are 
thinking about hiking their con- 
sumer credit. One national publica- 
tion reported last week that Gen- 
eral Motors Acceptance Corp. was 
considering raising its new and 
used-car finance charges. 

A smaller finance firm, Chicago’s 
General Finance, is also on the 
verge of boosting its finance charges 
because “our borrowing costs are 
higher,” according to R. E. Titus, 
president. 





Why Thermoid Company uses 
Celanese* FORTISAN*36 rayon 
in V-belts 


FORTISAN* RAYON °* 


Thermoid Company of Trenton, New Jersey, 
now uses FORTISAN-36, the new Celanese 
high tenacity, heavy duty rayon made from 
saponified acetate as the reinforcing cord in 
V-belts where severe stress is anticipated. 


FORTISAN-36 has been found superior in 
both “performance” and “elongation” to com- 


petitive fibers. 


Thermoid officials say “its ‘performance’ is con- 
siderably better than that of conventional 
fibers. Change of cord length throughout the 
belt life is practically infinitesimal, and is not 
affected by ‘work’ or atmospheric conditions.” 
FORTISAN-36 is presently being used for 


V-belts subjected to severe drives in automatic 
washing machines, power lawn mowers, pas- 


senger cars, trucks, and farm tractors, 


If you have a stake in any of these areas— 
or are concerned with any industrial problem 
where high strength yarns are important— 
we'd like to work with you on the application 
of FORTISAN-36 to your products. 


Our technical men have a wealth of data which 
may indicate some new approaches to you. 


For further information, write for Booklet 
T. D. 20 to Celanese Corporation of America, 
Industrial Sales Department, Textile Division, 
Charlotte, North Carolina. Branch offices: 
180 Madison Avenue, N. Y. 16, N. Y.; Pilgrim 
Square Building, 9 Overwood Road at West 
Market Street, Akron 13, Ohio, Telephone 
TE 6-2392. *Reg. U.S. Pat. Off. 


CPRanese: Fibers for Industry 


FORTISAN*-36 ¢ 


ARNEL* TRIACETATE e¢ 
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Auto Dealer Changes 


in Canton, S. D. 


"A ae 


Hudson Signs Miller 


Monroe Miller & Son has been 
named a Hudson dealer in Mis- 
hawaka, Ind. 


* * * 


Sojourner Chevrolet 


Sojourner Chevrolet Co., St. 

 |George, S. C., has opened. D. P. 
Sojourner is president. 

. * * * 


Lockwood Buys Deal 

Chet Lockwood has bought 
Stauffacher Motors (Oldsmobile- 
Cadillac), Marshall, Minn., and 
will operate the firm as Lock- 
wood Motors. James Stauffacher, 
the former dealer, is retiring. 
Lockwood formerly was _ sales 





slogans stressing quality workmanship through its various plants. Jack W. Arnold, 
trucker, right, watches as a placard is placed in a special container on his vehicle 
by A. J. MacDonald, material conservation manager, and Harry L. Smith, inside 
transportation foreman. 
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A. L. Anderson and Boyd Steens-| manager of Flaherty Bros. (Olds- 
land have opened A. & S. Buick Co.| mobile) Elk River, Minn. 


* * * 


2 Hudson Outlets Added 


Kahler Ford Implement Co. is 
the new Hudson dealer in Winner, 
S. D., while in Breckenridge, Minn., 
Hudson will be handled by Beeler 
Motor Co. 


x * * 


Rice Oldsmobile Opens 
Rice Oldsmobile, Inc., has opened 
in Fort Wayne, Ind. Don Rice is 
president; Mrs. Don Rice, vice- 
president, and Willard Shambaugh, 


secretary. 
” * ok 


Dealer Opens, 2 Move, 


One Expands in Elmira 
Gerard Motors (Studebaker-Hud- 

son), Elmira, N. Y., has begun work 

on a new sales and service building. 





Siniither Flow- Ot 





r 
Traveling Billboards at Goodyear— 
Goodyear Aircraft Corp. is using 30 factory trucks as traveling billboards to carry 
: 
i 
} 


1. Orange-peel effect as 
shown above by shopwin- 
dow reflections is often the 
result of poor flow-out. 


2. You can get perfect 
flow-out and luster like 
this with DTE 202—Flo-Dry. 


Ditzler’s DTE 202 is a necessity in most paint shops. It is a specially 
formulated enamel reducer that enables you to do faster and more eco- 
nomical work under a wider range of drying temperatures. 


When used in recommended proportions with synthetic automotive 
enamels DTE 202 gives a smoother flow-out with an earlier initial set. It 
assures hard through drying, better leveling, higher luster and greater 
customer satisfaction. Ditzler’s DTE 202 is unusually helpful in shops 
doing fleet painting because of the speedier through drying required for 
taping and handling. 


DITZLER COLOR DIVISION 
PITTSBURGH PLATE .GLASS COMPANY 
f DETROIT 4, MICH. 


DITZLER 


PAINTS e GLASS @ CHEMICALS e BRUSHES © PLASTICS e FIBER GLASS 


eI F l A T s ome y » C ) YI f r.¥ 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





Use Ditzlers FLO-DRY Enamel Reducer / 









Dia) 


DITZCO ENAMEL 


The old building has been leased to 


McFadden Buick which is expanc- 
ing. 

Luckenbill Motor Co. (Chrysler- 
Plymouth) has moved to a new 
building, and Cornish Auto Sales 
(DeSoto-Plymouth) has opened in 
Elmira. 


* * * 


Birthisel Opens Olds 
Paul Birthisel has opened an 
Oldsmobile dealership in Omaha. 
He recently sold his Oldsmobile- 
Cadillac dealership in Marshfield, 
Wis. 


i 


Beatty Leaves Krell 


Al C. Beatty, general manager of 
the fleet division of Krell Buick, 
Pasadena, Calif., has resigned and 
will take over a Dodge-Plymouth 
dealership in Costa Mesa, Calif. 

a * * 


Lamar Now Sole Qwner 

Henry Lamar IV has acquired 
sole ownership of Lamar-Persons 
Motor Co., Macon, Ga., and will op- 
erate it as Lamar Pontiac Co. He 
was co-owner of Lamar-Persons for 
18 years. 


* 


Associated Takes L-M 


Associated Motors Inc. (Lincoln- 
Mercury) has opened in Anderson, 
Ind. The firm also will handle Con- 
tinental, according to G. D. Gid- 


dens, dealer. 
” a * 


Jeep for Associated 


Associated Motors, Kansas City, 
is a new Willys Jeep dealership. 
* * + 


Talbert Ford Opens 


Hayward Talbert Motors (Ford), 
is a new Kansas City dealership. 
Hayward Talbert is president. 

x x a 


Post Franchised 


Post Motor Co. has appointed a 
Chrysler-Plymouth dealer in Mar- 
shall, Tex. . 


x * * 


Blanton Opens Pontiac 


Blanton Pontiac-Cadillac Co. has 
been organized at Shelby, N. C. 
Principals are James Blanton, Lou 
C. Blanton and Donald B. Hoppes, 
all of Shelby. 

~ 


* * 


English Ford Deal Opens 


Harry Sheppard has opened Shep- 
pard Motors, Eugene, Ore., and will 
handle English-built Fords. 

* * a 


Albee Pontiac Starts 


Albee Pontiac has opened in Cot- 
tage Grove, Ore. 
a 


Se -s 
Simpson-Gillman Becomes 


Gillman’s Pontiac Center 


Frank Gillman’s Pontiac Center 
is the new name of Simpson-Gill- 
man Pontiac Co., Houston. 

President of the company is 
Frank Gillman, partner of the late 
C. P. Simpson in Simpson-Gillman. 
An expansion of facilities is 


planned. 
* x * 


Lorence Opens Truck Deal 


Ed Lorence Co. (International), 
has opened in Eugene, Ore. 
* * * 


Oakley Packard Opens 


Fred Oakley Packard has opened 
in Dallas. Fred Oakley is the dealer 
with Guy M. Godbey as sales man- 
ager and Pete Day as service man- 
ager. 

+ * x 
Marquis Quits Dealing 

Glenn Marquis, Kokomo, Ind., has 
relinquished his Packard franchise 
and returned to automotive electri- 
cal repair work. 

* oe * 


Walsh-McGee Takes Pontiac 


Walsh-McGee Motors, Inc., Evans- 
ton, Ill, formerly a Dodge-Plym- 
outh dealership, has been appointed 
a Pontiac dealer and the name has 
been changed to Walsh-McGee Pon- 


tiac, Inc. 
~ * * 


Chrysler Division 
Names 12 Dealers 
In Eight States 


Chrysler division has appointed 
12 dealers in eight states. The deal- 
erships and their owners are: 

A. F. Kirsten & Son, 198 State 
Route 125, Amelia, O., A. F. Kirsten. 
State Street Motors Inc., 48 State, 

(Continued on Page 25, Col. 1) 
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Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 24) 


Gallipolis, O., H. V. Bennett. Ross 
Hopkins Motors, 233 S. Shelby, Car- 
thage, Tex., Ross Hopkins. Post 
Motor Co., 508 S. Washington, Mar- 
shall, Tex., T. H. Post. 


A. E. Barker Motors Inc., 910 E. 
Main, Attica, Ind., A. E. Barker. K. 
Hall & Son, Fifth and Water Sts., 
Connersville, Ind., K. R. Hall. Paul 
Brown Motor Sales, 211 S. College, 
Bloomington, Ind., Paul Brown and 
M. M. Long. 

Hessing - Thurber Motors, 1112 
Idaho, Boise, Id., James B. Hessing 
and Waldo A. Thurber. Campbell 
Motor Co., 101 Church, Tiptonville, 
Tenn., Richard H. Campbell. 

Clayton & Farquhar, Sutherland, 
Ia., R. T. Clayton and W. M. Far- 
quhar. Garden State Motors Co., 
2041 Federal, Camden, N. J., C. H. 
Jeffries. Elfman-Kitcher Motors 
Inc., 4518 Baltimore, Philadelphia, 
R. G. Elfman. 


* * * 


Walters and Nalley 


Open Atlanta Deals 


Frederick J. Walters, a former 
dealer in Newark, N. J. and one- 
time sales vice-president of Pack- 
ard Motor Co., has opened an 
Oldsmobile dealership in Atlanta. 


Another new Atlanta dealership 
is Nalley Chevrolet, Inc., which is 





occupying temporary quarters | 
while awaiting construction of a | 
permanent building. C. V. Nalley, | 
president, also operates C. V. Nal- | 


ley (Chevrolet), Gainsville, Ga. 
* 


21 New Dealers 
Signed by Buick 


Across the Nation 


Buick has announced the fran- 
chising of 21 new dealerships across 
the nation. 

They are: Traendly Buick, Inc., 
Poughkeepsie, N. Y.; Les Smith 
Buick Co., Princeton, Ill.; Kindler 


Buick Co., Chillicothe, O.; Matthew | 


Slap Buick, Inc., Philadelphia; Nel- 
son Buick-Pontiac Co., York, Neb.; 
Ray Buick Co., 540 N. E. Second 
Ave., Gresham, Ore. 


Collenbaugh Motors, 1514 Four- 
teenth St., Rock Valley, Ia.; Tygard 
Buick, Inc., 601 Richland Ave. 
Aiken, S. C.; Swenson-Marusic Bu- 
ick, 1905 Madison Ave., Granite 
City, Ill.; Angen Auto Sales, 11th 
and Broadway, Alexandria, Minn.; 
Trauring Motors, Inc., 1510 N. Wal- 
nut, Hartford City, Ind.; Olson Mo- 
tor Co., 215 S. Main St., Livingston, 
Mont. 

J. B. Buick Co., 128 Mill St., Low- 
ell, Ind.; McCorkle Motors, Inc., 
2820 N. Cicero Ave., Chicago; D & 
D Buick Co., Gunnison, Utah; Ave- 
disian Motor Co. W. Main St., 
Phelps, N. Y.; Luchsinger, Inc., 
Mott, N. D.; Martin Implement & 
Buick, 1127 Main St., Kahoka, Miss.; 
Erwin Buick, 608 S. Jefferson, Mas- 
coutah, Ill.; Le Reinke Buick Co., 
257 W. Lafayette, Jackson, Tenn., 
and Town Buick Co., Inc., 31 High 
St., Danvers, Mass. 

x * * 


Son Replaces Father 


John H. Gardner jr. has as- 
sumed management of Powelli- 
Gardner Buick, Inc., Upper Dar- 
by, Pa., replacing his father, who 
died Oct. 3. Young Gardner 
pledged to carry on the “policies 
established by my father 28 years 
ago.” 

* * x 


Sullivan Gets Packard 


Sullivan Motors, Miles City, Mont., 
has been named a Packard dealer 
replacing Charles M. Hatch Co. 
Robert Sullivan is the dealer. 

* * * 


Young L-M Expands 
Young, Inc. (Lincoln-Mercury), 
St. Paul, has purchased a sales 
and service building, body and 
paint shop building and a used- 
car lot from Charles P. Anderson 
Inc. for $250,000. Ray Young, 


president, will manage the Lin- 
coln division. The Mercury divi- 
_ will be managed by C. H. 

r, 


executive secretary-trea- 





surer, and Ray Young jr. will be 
general sales manager. 


* * * 


Parker Buys Johnson 

Don Parker, formerly of Altade- 
na, Calif., has purchased the Ford 
dealership at Karlstad, Minn., from 
Reynold Johnson. The firm will be 
known as Parker Motors. Johnson 
has moved to Warroad where he is 
operating a Chevrolet dealership. 

* 


* * 


Elliott Takes Jeep 
Elliott Motor Co. (Dodge-Plym- 
outh), Jefferson City, Mo., has 
been appointed dealer for the | 
Willys Jeep. 
* * * 
Staal Sells to Trauring 


Jay B. Trauring has purchased 
Staal Buick-Pontiac which has out- | 


| 








lets in Hartford City and Dunkirk, 
Ind. The firm has been renamed 
Trauring Motors. 

* * 


“* 
Sid Street Quits 


Sid Street Motor Co. (DeSoto- 
Plymouth), Kansas City, has an- 
nounced that it is quitting the auto 
business. The owner, Sid Street, 
said he will devote his time to his 
finance business. 

* 


Lindberg Olds Opens 


Lindberg Motor Co., Rothsay, 
Minn., has been awarded an Olds- 
mobile franchise for the Rothsay 
and Barnesville (Minn.) territory. 
J. V. Lindberg is owner of the firm, | 
and his son, Douglas, is associated | 


* * 


Cordell Adds Hudson | 


Cordell Motors Inc., Moorhead, 
Minn., has been awarded a Hud- 
son franchise. The firm will con- 
tinue to handle Kaiser-Willys. 


~ * * 


Chevrolet for Schmidt 
Jim Schmidt has been awarded | 


| the Chevrolet franchise of Grant) 


| Motor Co., Elbow Lake, Minn. The | 
| dealership previously was operated 
‘by Sam Rekedal and Ansel Sletten, 
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In early road races, reporters 
| could follow the cars on foot to 
cover the story. 





who are continuing to run their 
farm implement business. Schmidt 
was a zone manager for Interna- 


tional Harvester. 


* * * 


Amundson Sole Qwner 
Reuben Amundson has purchased 
the interest of his partner, Luther 
Evans, in Amundson & Evans 


firm will be known as Amundson 
Chevrolet Co. 
* * * 
Main Takes Willys 
Main Motors (DeSoto-Plymouth), 
Minot, N. D., has been awarded a 
Willys franchise. 
* 


4 Michigan Desi 


|Change Hands 


Four Michigan dealerships have 
changed hands in recent weeks. 


Huron Motor Sales, Inc. (Chevro- 
let), Ann Arbor, has been pur- 
chased by Jim White, who also has 
Chevrolet dealerships in Toledo 
and five other Ohio and Indiana 
cities. Former owner was Ann Ar- 
bor Mayor William E. Brown jr. 
who sold out after 28 years. 


In Williamston, Cecil Hall sold 
his Chevrolet outlet to Stewart 
Watson, Royal Oak. 

Butler Buick Co., Jackson, has 
been purchased from Guy A. Butler 
|by Don J. Staal, former Buick 
dealer in Hartford City, Ind. 

Tom Bohr, a former Detroit 





|dealer and more recently an Air 
Force major, has purchased Gra- 


Chevrolet Co., Willmar, Minn. The ham-Wight Ford in Milford. 
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CHICAGO DAILY NEWS eirculation for the six months 
ending SEPT. 30, 1955 was 


UP 22452 DAILY 


UP 35,201 


OVER THE SAME PERIOD IN 1954 


iss 598,802 
154 576,350 


Daily 


SATURDAY 


Source: As filed with the 
Audit Bureau of Circulations, 


subject to audit. 


Saturday 


i65 607,757. 
54 572,556 


This increase in daily circulation includes a growth of more 
than 20,000 in Chicago and suburbs. The 1955 daily circula- 
tion is up more than 40,000 over 1953 in Chicago and suburbs. 


CHICAGO 
Daily News Plaza 


NEW YORK 
45 Rockefeller Plaza 


A growing newspaper is a selling newspaper 


CHICAGO DAILY NEWS 


Chicago's GROWING Newspaper 


MIAMI DETROIT 


200 S. Miami Ave. 


Free Press Building 


ATLANTA 
933 Healy Building 


SAN FRANCISCO 
703 Market Street 


LOS ANGELES 
1651 Cosmo Street 





"ee 
or 
aa 
a 
s 








> 
ch 
ee 

& Your advertising is only as good as it’s seen. The 

& “SEE-POWER” you get with Outdoor Advertising is 


greater than any other major medium can offer. 


Recent studies show that MORE people see OUTDOOR . 
... ee it more often . . . and see it at sufficient length 
to do your selling job. 


T.A.B.* figures reveal: In typical market area 
93% of people SEE OUTDOOR. Average person 
SEES it 22 times per month. 


POLITZ study shows average “exposure time” 
isa solid 32 seconds. 


3 OUTDOOR thus delivers greater FREQUENCY at 
or LOWER COST than any other major medium. In the 
t average national campaign, you reach 1000 potential 
¥ customers for 15c. Talk to your advertising agency 
ie today about MORE “SEE-POWER” FOR YOUR 


ADVERTISING! *Traffic Audit Bureau 
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OUTDOOR ADVERTISING INCORPORATED i 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N.Y. 
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' ATLANTA ¢ BOSTON + CHICAGO + CLEVELAND + DETROIT » HOUSTON 
LOS ANGELES + PHILADELPHIA « ST. LOUIS « SAN FRANCISCO + SEATTLE 


Put Your Advertising Outdoors And Watch America Go Buy ! 
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Court D 


By Leo T. Parker 
| 
ONSIDERABLE discussion has) 
arisen from time to time over 
the legal. question: Is there any 
law prohibiting a purchaser of an| 
automobile from using a fictitious | 
name? 

According to a late higher 
court decision, a person may 
adopt any name he may choose 
so long as the change is not made 
for fraudulent purposes. If the 
change is made for fraudulent 
purposes, it is unlawful. 

For illustration, in State v. Hash- 

mall, 117 N. E. (2d) 606, a man 
‘|named Hashmall was convicted of 


Acheson Names Calby 
Joseph W. Calby has joined the 
Newark (N.J.) office of Acheson 
Industries, Inc., as assistant to the 





ay. 7 


Thornton-Fuller Opens Used-Car Lot— 


Lawsuits Affecting Dealers ... 


jusing a false or fictitious name in 
Attorney at Law | 








technical director. Calby was sta- 
tioned at Army Chemical Center 
as a group leader of piloting proc- 
esses for the manufacture of toxic 
agents before joining Acheson. 


Thornton-Fuller Co. (Dodge-Plymouth) has opened a used-car and truck lot at 
1400-26 N. Broad St. in Philadelphia. Said to be Pennsylvania's oldest Dodge dealer, 
the firm has seven locations and four showrooms in the area. Taking part in the 
ribbon-cutting ceremony were from left, Miss New Jersey, Miss Pennsylvania and Miss 
Delaware. 








ecisions 





an application for a certificate of 
title to a certain motor vehicle and 
of giving a false or fictitious ad- 
dress in an application for the cer- 
tificate of title. 

Hashmall was convicted and sen- 
tenced to six months to five years. 
oa * ~ 

Contract Limitations 


 igvenrgpcegtel a higher court held 
that an employe is not bound 
by a written contract he signed in 
which his wages are clearly speci- 
fied. 

For example, in Hanson Motor 
Co. v. Young, 265 S. W. (2d) 501, it 
was shown that an employe signed 
a written contract in which he 
acknowledged that his future 
wages were to be $50 a week. Later 
the employe sued the employer al- 
leging that the employer had 
agreed orally that he should receive 
$50 a week and 3 percent of the 
gross sales of the automobile busi- 
ness to be paid every six months. 

The higher court held that the 





John DeBonaventura asks — 


"(Does your paint shop give 


you 


a profit lineup like this?’’ 


“We repaint an average of six to eight cars a day,” says 
Mr. DeBonaventura, owner of John’s Body Shop, Wilmington, 
Delaware, “but we couldn’t do it.without our DeVilbiss spray- 
painting setup. 

“Our painters can do a fast spray job, and still get an even 
film coverage . . . with no lumping or clogging. And with our 
DeVilbiss oven, we're getting the even dry heat you must have 
for superior refinishing of used cars. We can turn out one com- 
pletely repainted car every hour, saving us up to seven hours 
drying time on every one-coat job.” 

Mr. DeBonaventura adds, “I am convinced that DeVilbiss 
makes the finest spray-painting equipment on the market.” 


A DeVilbiss user for the past ten years, Mr. DeBonaventura 
has equipped his shop with DeVilbiss regulators, hose, and air 
compressors, as well as spray guns, spray booths, and paint- 
baking oven. 

Make your paint-shop operation a profitable one! Give your 
DeVilbiss jobber a call today. His know-how and experience 
qualify him to make recommendations that may well improve 
your business. 


equipment finishes 
easier to apply. 


THE DeVitBiss COMPANY 
Toledo 1, Ohio 
Santa Clara, Calif. ¢ Barrie, Ontario * London, England 


BRANCH OFFICES IN PRINCIPAL CITIES 





One car an hour rolls out of John’s Body Shop 
with a gleaming, new look. With DeVilbiss spray 


go on faster, smoother; are 


FOR BETTER SERVICE, BUY 


DeViLBiISS 











| employe could recover from the 


employer $12,0000 due from 3 per- 
cent commissions. 
For comparison, 


see Colonial 


| Mortgage Co. v. Jeter, 71 S. W. 945. 
|This court held that a person who 


signs a contract after opportunity 
to examine and read it cannot be 
heard to say that when he signed 
it he did not know what it con- 
tained. However, in this case, there 
was no evidence that the signature 
to the contract was procured by 
fraud, trickery or other inequitable 
conduct. 

Therefore, the law is well settled 
that one who signs a contract with- 
out reading it is obligated unless 
he proves that the other party to 
the contract practiced deceit or 
fraud, under which circumstances 
the signer is not bound by the con- 
tents of the written contract. 


Five Lose Bouts 
With U.S. Over 


Tax Evasions 


DETROIT. — Five persons con- 
nected with the retail automobile 
business were involved last week in 
U. S. tax cases in various parts of 
the nation. 


In Boston, Edwin I. Ofgant, a 
former auto dealer who allegedly 
listed horses he bought as auto 
parts, was sentenced to nine months 
in the penitentiary and fined $10,- 
000. He had pleaded guilty on three 
evasion charges totaling $57,527 in 
1948 and 1949. 

In Cincinnati, two Detroit auto 
dealers lost an appeal of a year’s 
prison sentence in Federal Court. 
They were Louis W. Bohm and 
Robert W. Bolo and were convicted 
in April, 1954, of a $276,000 fraud 
in corporate and individual income 
taxes while they were operating 
B & B Chevrolet Co. here. The 
dealership no longer holds a fran- 
chise. 

In Louisville, Gerald R. McClure, 
Flemingsburg (Ky.) auto dealer, 
was sentenced to a year and a day 
in prison and fined $4,500 on income 
tax evasion charges covering $3,279 
during 1949-50-51. 

In St. Louis, the conviction and 
$5,000 fine of Herbert V. Imholte, 
Lakeland, Minn., was upheld in 
Federal Court. Imholte was found 
guilty in 1954 on charges that he 
aided and abetted evasion of $7,162 
in 1947 corporate income taxes owed 
by Hayden Motor Sales, Inc. 
(Ford), St. Paul. He was general 
manager in 1947. The firm no longer 
is in business. David H. Hayden, 
president, earlier pleaded guilty and 
paid a fine of $10,000. 


Boegehold Wins 
Metals Award 


PHILADELPHIA. — The Ameri- 
can Society for Metals has awarded 
its 1955 Gold Medal to Alfred L. 
Boegehold, assistant to the vice- 
president of General Motors re- 
search staff, “in recognition of his 
great versatility in applying science 
to the metal industry.” 

Boegehold joined the GM research 
staff in 1920 and five years later 
was named head of the metallur- 
gical department. In 1947 he was 
elected ASM president and from 
1943 through 1946 he was a trustee 
of the society. 

Boegehold’s contributions range 
from improving the properties of 
metals through changes in compo- 
sition and internal grain structure 
to the development of new foundry 
and metal processing techniques. 
His pioneer work with powdered 
metals led to the development of 
oilless bearings. 


Sebring Grand Prix Set 


In March for Sports Cars 

SEBRING, Fla. — The Sebring 
Grand Prix of Endurance will be 
held here March 25, 1956, from 10 
a.m. until 10 p.m., it was announced 
here last week. 


The event is open, officials said, 
by invitation to sportscar manufac- 
turers and private owners. Cars 
eligible to compete must conform 
to the Federation Internationale de 
lAutomobile sporting code, Appen- 
dix “C” and Series Production 
Sportscars as detailed in Appendix 
“J”, chapter V. For the first time, 
cash prizes, in addition to trophies, 
will be awarded. 
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Service Management 


{ Regular Monthly Section for Those Who Maintain 





Backshop 


... by Jack Weed 





ae or pre engineers have recog- 
nized one of the cardinal points 
of continued good steering and one 
that automotive engineers have 
shied away from for years. In devel- 
oping its levelizer, Packard has 
centered attention on the fact that 
both leaf and coil springs sag and, 
when they do, it changes the steer- 
ing geometry that was built into 
the car when it was designed. 

A good friend of mine, Leo 
Castiglia, tried for years to sell 
this idea that much bad steering 
and tire wear was not due, in 
most cases, to anything that had 
happened to the front end of the 
car but was due directly to the 
sag or set of the rear springs. 

Steering geometry is designed for 
cars that set level and when a 
driver puts so much weight in the 
rear of the vehicle that he starts 
to drive “uphill” — caused by the 
rear springs flattening out — two 
things usually happen immediately. 
First, in most cases the front wheels 
toe out and, second, the resulting 
poor steering causes the car to 
wander and the driver to lose some 
degree of control. 

a * a 


Levelizer Hikes Tire Life 


ACKARD, with the levelizer, 

eliminates this change in steer- 
ing geometry that takes place be- 
cause the car is not level. The 
device eliminates the front-tire 
wear caused by driving with an 
exaggerted toe-out condition caused 
by spring sag and maintains safer 
driving characteristics because it 
shifts the proper amount of load 
on the front wheels instead of 
transferring much of that load to 
the rear wheels of the car. 

It is my understanding that 
another large company now is 
working on two different methods 
to obtain the same results that 
Packard has obtained with its 
torsion bar levelizer. 

Castiglia obtained it with a me- 
chanical change he made on a 
Mercury which, I believe, now has 
around 100,000 miles on it and 
which never has had anything done 
to the front end. This car also has 
given him unusual tire mileage 
because it is kept level at all times 
and does not grind off the rubber 
by either a toe-out or toe-in con- 
dition. 

x * 7” 


Steering Corrections 


ya I personally have not | 


inspected Castiglia’s device, rT 
understand from what he has told) 


me that it consists of an arrange-| 





ment whereby if a spring sags, he 
can jack up the car to a level posi- 
tion and by a bolt arrangement 
compensate for the amount of set 
or sag the spring or springs have 
undergone. 

With approximately one of every 
five repair orders in the average 
dealer’s shop carrying chassis work 
and a large portion of this service 
being devoted to front-end align- 
ment, there is no question in the 
minds of many experts that much 
of the front-end correction today is 

(Continued on Page 35, Col. 1) 


{merica’s—Motor Vehicles 


‘Supply Adequate for Idled Cars ... 





RANCHISED dealers need not 

pay “black-market” prices for 
window or door giass to install in 
badly-damaged cars, according to 
both glass suppliers and vehicle 
makers. 

While there still may be black 
markets in automotive glass around 
the country, due to a critical short- 
age in molded glass especially, 
every supplier is conscious of the 
crisis and has taken steps to make 
certain that franchised dealer’s cars 
will not be tied up for want of 
glass. 

Some of the black markets have 
hurt franchised dealers. For in- 
stance, it has been reported that 
in southern California dealers 


You've Got to Serve Them 


To Hold Their Trade 


oS dealers are beginning to pay more atténtion to 
the steady drop in the repeat sales of their cars and 


trucks. 


_ Dealers are becoming a little concerned about the feel- 
ing of more and more vehicle owners that they are 
“service orphans,” and that all the dealer is concerned 


with its getting the owner’s money. 


~ ch, 


More dealers are taking a second look at their opera- 


tions, especially when they 


see other dealers doubling 


sales while maintaining product and dealership appre- 


ciation. 


The dealers who offer good service are acquiring repeat 
customers who come back because their car is properly 
taken care of. In addition, they are getting new customers 
who are dissatisfied with the lack of service provided by 


the dealer from whom they 


bought their vehicle. 


Many dealers envy the high absorption that most of 
these service-minded dealers continue to enjoy and their 
ability to maintain sales without “trading packs” and 
without using unsound, misleading advertising. 

They are beginning to realize that the bulk of customer 
illwill is earned by the treatment the customer receives 


in the shop. 


One prominent Grand Rapids (Mich.) dealer de- 
clared: “I have noticed a growing trend among dealers 


and their employes to put 


more and more effort into 


caring for owners who cared enough for the dealership 


to buy a car there.” 


It takes a little more application of good management 
to get sales through product selling and providing ade- 
quate service, but isn’t the reward worth the extra effort? 


There is an indication that more and more dealers are 


beginning to think so. 





were asking from $35 to $50 over 
retail list for molded windshields 
and some dealers were caught 
with customers’ cars in their 
service stations that could not be 
turned over to the customer for 
lack of glass. 

Both of the major glass manu- 
facturers, for most all supplies of 
this now precious product come 
from either Libbey-Owens-Ford or 
Pittsburgh Plate, are doing every- 
thing within their power to keep 
cars and trucks from “going down” 
due to the lack of glass. 

However, both admit that the 
normal pipeline has been dry for 
several months and there is little 
hope of conditions getting better 
until early spring, at least. 

+ * x 


No ‘Stone-Pit? Mends 


OTH Ford and General Motors 

have windshield glass on what 
practically amounts to a “car 
down” order basis now. Pittsburgh 
Plate, which supplies Chrysler deal- 
ers directly through warehouses 
andedirect dealers, is watching 
deliveries. with great care to make 
certain that only badly-needed glass 
is being supplied dealers. 

Both the glass and car companies 
claim that with the cooperation of 
the dealers, however, sufficient glass 
is coming through for replacement 
to take care of all broken glass that 
would lay up a car or truck. 

This does not mean that dealers 
can expect to replace windshield 
or other glass with stone pits or 
scratches that do not drastically 
impair vision. 

Insurance companies must hold 
replacement orders until both prime 








Glass Put on ‘Need’ Basis 


glass makers have brought in new 
facilities, now under construction, 
that will ease the supply picture. 

While it is hoped that some of 
these facilities will come into pro- 
duction right after the first of the 
year, dealers should not raise the 
hopes of their customers too much. 
It would be much safer and better 
to tell all customers who are crying 
for windshield replacements for 
pitted glass not to figure they can 
get the needed glass until early 
spring. 

cd * * 


Expansions Under Way 
ITTSBURGH PLATE has a new 
$34 million plant under con- 

struction at Cumberland, Md., and 

is building an entirely new glass 

plant at Decatur, Ill. 

L-O-F has just about completed 
one $87 million expansion program 
and is launched on another expan- 
sion program that will cost $50 
million more. In L-O-F’s present 
program is a plan to have one 
extra new unit turning out automo- 
tive glass soon after the first of the 
year. . 

As to the reasons for the short- 
age, there seem to be many. 

In the first place, all glass is in 
short supply owing to the tremend- 
ous increase in building construc- 
tion, in addition to booms in such 
products as automobiles and trucks. 

What has happened in the auto- 
mobile business is an indication 
of what has happened in many 
glass-using vocations. 

In 1940, the average car used 22 
square feet of glass. By 1948 this 
had been stepped up to only 23% 

(Continued on Page 34, Col. 3) 





Service Absorption Principle 
Is Called ‘Diabolical Device’ 


By Martin Trepp 
Staff Correspondent 

ANCOUVER, B. C.—In the opin- 

ion of one dealer, the principle 
of service absorption is a “diaboli- 
cal device” to keep the nose of 
service and parts managers to the 
grindstone. 

Speaking to the Northwest 
Parts & Service Managers Assn., 
Clarke Simpkins (Meteor-Mer- 
cury-Lincoln), Vancouver, B. C., 
ridiculed the theory that the 
service department should carry 
the overhead of a dealership. 

The 125 delegates attending the 
convention elected Jack Gilliam, 
service manager, Wickstrom Mo- 





|tors (Buick), Yakima, Wash., to re- 
| place the outgoing president, Claude 





z Survey Reveals Where Pile Are Slipping 


ya 52 percent of all new-car | 
| wanted expert mechanics in dealer- 


buyers take their cars back to 
the place of purchase for adjust- 
ments and tuneups, only 22 percent 
go back when they buy the car 
used, according to the most recent 
Crowell-Collier survey. 

This points up one of the most 
serious situations in the industry, 
according to many experts who 
Study statistics and trends. To 
them it bears out the feeling that 
for some time dealers have been 
giving the average car owner 
neither the amount of attention 
nor the type of service that wins 
customers. 

Since the advent of the auto- 
matic transmission people have ex- 





pressed the feeling that they 
ships to do adjustments and tune- 
ups on their cars, for they had 
either lost confidence in the inde- 


pendent garage or felt that. the 


|average independent did not have | 
tools and equipment to do the job) 
|as it should be done. 


According to the survey, however, 
22 percent of new-car buyers take 
their cars to independents and 19 
percent go to corner filling stations 
for this service. 

* * * 
Ow of cars bought used 
show less appreciation of the 
car dealer’s service than do new car 
buyers. In this category no one 


| type of service station seems to fill 
| the bill as 22 percent go back to the 
|car dealer, 32 percent go to the in- 
| dependent, 20 percent depend upon 
|the corner gas station while 25 per- 
|cent have their tuneup and adjust- 
ment work done by other people or 
do it themselves. 
With the precision and knowl- 
edge of modern ignitions and 
| transmissions it is a sad com- 
| mentary on car dealers that they 





Service New Products, 


Page 40 





| have let this phase of the service 
| business slip away from them. 

In prewar days the most frequent 
service that appeared on franchised 
| dealer shop repair orders was lubri- 
| cation. Today, however, it is minor 
|motor work, which includes tune- 
ups and adjustments. 

However, even since the first of 
the year the frequency of this serv- 
ice on repair orders in dealers 
shops has declined alarmingly. In 
January this service appeared on 
47.90 percent of all franchised 
dealer repair orders. In February 
|it was 48.70 percent, March, 44.85 
percent, April 43.22, percent, May, 
41.94 percent, June, 41.22 percent, 

(Continued on Page 33, Col. 1) 





| Mooney, parts manager, A. B. 
| Smith Chevrolet, Portland, Ore. 

The delegates represented parts 
and service clubs from Vancouver, 
|B. C. Portland, Ore., and the Wash- 
ington State cities of Seattle, Taco- 
;ma, Everett, Yakima, Vancouver 
and Bellingham. 

a * = 

Gerais, the convention’s prin- 
cipal speaker talked on “The 
| Place of the Service and Parts De- 
partment in a Dealer’s Establish- 
ment.” He pointed to the impor- 
| tance of the auto and the fact that 
while it is more reliable than those 
of the past it is also more complex 
and there is less “do-it-yourself” by 
| owners, , 

| “There is,” he said, “and will 
| continue to be more demand for 
| more service from more people.” 
| The operation of the compulsory 
motor vehicle safety inspection pro- 
gram in Vancouver, B. C., called 
one of the most successful in the 
U. S. and Canada, was described by 
Inspector Harry Grey. In effect 
since 1939, it requires every motor 
vehicle using the city’s streets to 
be safety-inspected twice a year. 

“At the outset,” said Grey, “re- 
jections of vehicles on first inspec- 
tion ran as high as 65 percent, de- 
clining to about 33 percent at pres- 
ent. 

“In 1938,” he said, “defective ve- 
hicles were involved in 7 percent of 
the city’s traffic accidents. This de- 
clined to 3/10 of 1 percent in 1954. 

“Headlights, foot brakes and 
steering mechanism, in that order, 

(Continued on Page 32, Col. 1) 





















Global Training— 


A recent spray painting class at DeVilbiss Co., held in cooperation with the export 
division of Chrysler Corp., took on a United Nations flavor. Enrolled in the school 
were: Rachid Elias Abou-Jaoude, and Riad Wadih Abou-Jaoude, both of Elias Bros., 
ltd., Monrovia, Liberia; Tehmas Jehangir Patel, Jehangir Hormusji Patel & Son, Suraf, 
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DETROIT.— Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Section of AvrTo- 
motive News. 

A number of producers and sup- 
pliers have _ discontinued their 
school program until after the first 
of the year, as their instructors are 


being used now in new-model prod- | 


uct training. 

FOR “MAKE” SERVICEMEN 

CADILLAC— Owner relations 
course will be taught at GM train- 
ing centers in Boston, Washington, 
Atlanta, Cincinnati and Kansas 
City during the week of Nov. 21. 
The 1956 Hydra-Matic course will 
be taught in Boston, Washington, 


Atlanta, Cincinnati, Chicago, Kan-| 


Denver, San Francisco, 
New York — 


sas City, 
New York — Union, 


India; Victor Anchao Chen, Metropolitan Agencies, Inc., Minato-Ku, Tokyo, Japan;| Tarrytown, Detroit, St. Louis, Min- 


Walter H. Uehira, Nishi Service Station, Pearl City, Hawaii; George Serikaku, Seri- 


kaku Motors, Waipahu, Oahu, Hawaii; and Ernst Walter Rucktuhl, Zurich, Switzerland. | Portland Nov. 28-Dec. 19. 


Robert J. Howarth was instructor for the class. 
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GLAMOROUS GOLD 
OR SPARKLING SILVER 


Anodized finishes insure permanent, tarnish- 
proof luster. Even road tar or salt can’t pit 
or peel “Spokesman’s” beauty. 


ONLY WHEEL TRIM 
THAT COVERS EVERYTHING 


Yes, “Spokesman” Cover-all hides ugly 
balance weights and scarred rim edges. 
Glamorous “Spokesman” extends right up 
to the tire. 


REVOLUTIONARY MAGIC-MOUNT 


Ends attachment troubles. Patented, easily 
installed arrangement gives throw-proof, 
rattle-proof, theft-proof installation! 


Oy 

2 
PROTECTS TIRE VALVE STEM 2 
“Spokesman” gives positive protection to 
the valve stem . . . makes tubeless tires 
almost impregnable, yet provides easy 
“snap out-snap back” access to valve stem! 


FRIAR EE ve de He Bh BP Ak KPH BL er BH 


ca 


weight aluminum . 
finishes . . 


neapolis, Dallas, Los Angeles and 


Master 





CHRYSLER CORP. 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
For Vehicle, Equipment Makers 





technicians service conference, 
which consists of a kit containing 
a film, record, charts, reference 
booklets and other like material 
supplied monthly for the training 


of mechanics in the dealer’s place | 


of business. 


FORD—Service courses on the 
new model cars and trucks, Nov. 
21-Dec. 19. 

GMC TRUCK & COACH—Hydra- 
Matic Linkage: Atlanta, Dec. 12- 
23; Cleveland, Nov. 21-25; H. D. 
Electrical: Jacksonville, Fla., Nov. 


| 21-Dec. 2. Twin Hydra-Matic: Ded- 
| ham, Mass., Nov. 28-Dec. 9; Gar- 


land, Tex., Nov. 21-25; Denver, Nov. 
21-25; Burbank, Calif., Dec. 12-23; 


Memphis, Dec. 12-16. Fuller Trans- | 


mission: Dedham, Mass., Dec. 12- 
16; Denver, Dec. 5-23; Moorestown, 
N. J., Nov. 21-25. Hydra-Matic: 
Hinsdale, Ill., Dec. 5-23; Houston, 
Dec. 5-23; Detroit, Dec. 12-16; 
Cleveland, Nov. 28-Dec. 12; Union, 
N. J., Dec. 12-23; Golden Valley, 





: 


Maxim Hershey 
1326 S.W. 6th St. 
Miami 35, Florida 


Knight & Associates 
18510 James Couzens Hwy. 
Detroit 35, Mich. 


A. L. Sporkin & Associates 
600 South Michigan 
Chicago 5, Ill. 


over-all 


wooonD 
800 Lowell Street ° 


imeeUSTRIEs, 


NEVER BEFORE, SUCH. 


.** 


WHEELJ APPEAL! 





Here’s the fastest moving accessory to hit the market in years! 
Beautiful sell-on-sight styling, combined with revolutionary 
engineering make the “Spokesman” the steadiest profit-pro- 
ducer you’ve ever handled! The “Spokesman” is first in all 
these sales producing ways: first wheel cover made of light- 
. . first available in either silver or gold 
. first to eliminate tarnish and pitting . . . first to 
completely cover all 15” wheels. Yes, Spokesman Cover-all 
offers you the first perfect chance to cash in on the big, grow- 
ing trend toward wheel customizing! Get in touch with the 
“Spokesman” representative in your area today! 





There’s a “SPOKESMAN” COVER-ALL REPRESENTATIVE in your area 


Cohn & Shane, Inc. 
1323 Venice Blvd. 
Los Angeles 6, Calif. 


Herman L. Erlichman Co. 
20 East Herman St. 
Philadelphia 44, Pa. 


Northeast Distributing Co. 


‘ederal St. 
Bostoh, Mass. 


Harry N. Schwartz 
Paseo 
Kansas City, Missouri 


Dave Sterling & Company 
152 Express St. 
Dallas, Texas 


FINEST 
FASHIONS 
ON WHEELS 


INC 


Ypsilanti, Michigan 











Minn., Nov. 28-Dec. 23. Diesel: Mil- 
waukee, Nov. 21-Dec. 2; Union, 
|N. J., Nov. 21-Dec. 9; San Leandro. 
Calif., Nov. 21-Dec. 23. Carburetion: 
| Detroit, Dec. 5-9. V-8 Tune-Up: 
|Memphis, Nov. 28-Dec. 9; Kirk- 
| wood, Mo., Dec. 12-16. 
| HUDSON—Training on the 1956 
| Hudson Hornet and Wasp will be 
| held in zone headquarters. Instruc- 
| tors will be P. W. Fortune, eastern 
|U. S. and P. E. Freshour, western 
1U. 8. 
PLYMOUTH—Schools in dealer- 
|ships on selected subjects by dis- 
trict field service engineers. Contact 
Plymouth regional service mana- 
ger. Master technicians service 
conference meetings in dealerships 
explaining brake mechanism and 
servicing for 1956 models. 
STUDEBAKER-PACKARD — Re- 
fresher courses in V-8 engine, tor- 


}Ssion level and Twin Ultramatic 
| transmission. Contact zone parts 
land service manager regarding 


meeting date. 

UNITED MOTORS SERVICE, 
Detroit—Continuous instruction on 
various phases of automotive serv- 
ice. Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
|motive electricity (Delco-Remy), 
|(2) carburetion (Rochester), (3) 
electronics (Delco auto radio and 
guide autronic-eye.) (4) transmis- 
sion (Hydra-Matic). Classes are 
held continuously at 30 United Mo- 
tors classrooms at GM training 
centers throughout the country. 
|Contact United Motors Service dis- 
'tributor for training center loca- 
|tions and classroom schedules. 

WHITE—Classes in engines and 
| transmissions, cooling systems, car- 
buretors, fuels, preventive main- 
tenance, shop equipment and tools, 
fleet safety. Frank A. Novak, in- 
| structor in charge. 


FOR ALL SERVICEMEN 


AMMCO TOOLS, INC., North 
Chicago.—Instruction on engine re- 
pair and brake service. No set 
school schedule but three to five- 
day classes started whenever need- 
ed. No instruction charge. Contact 
Richard D. Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago. 

BEAR MFG. CO., Rock Island, 
Ill.— Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equipment 
jand the comfort ride program. 
|Contact Mrs. Mildred T. Clark, 
| registrar. 
| BENDIX PRODUCTS, South 
| Bend.— (Power brakes and Strom- 
| berg carburetors). Specialized serv- 
lice schools in both of the above 
|products are available through 
|Bendix central and service dis- 
|tributors. Special instructor's tech- 
|nical schools are available at the 
| Bendix factory for all qualified dis- 
|tributor personnel. No _ definite 
|schedule and no tuition expense. 
|C. D. Hirsch, director of education. 

BINKS MFG. CO., Chicago 12. 
—Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
| spray painting equipment may 
attend. Next class will be held 
Dec. 5-9. No tuition. Contact W. 
Beachan, instructor. 

ELECTRIC AUTO-LITE, Toledo. 
—Courses open to anyone in the 
automotive trade. No fee for tui- 
tion or materials. Students learn 
basic information and fundamen- 
tals of electricity, magnetism and 
testing equipment; the battery as it 
is related to the electrical system; 
the component parts of the electri- 
cal system, circuit by circuit, and 
wiring. Write any Auto-Lite zone 
office, central service station or 
education department, Toledo 1. 

INLAND MFG. CO., Omaha. — 
Through individual training in ra- 
diator servicing. Classes start each 
Monday, six days a week for two 
weeks. No tuition cost to owners 
of Inland radiator servicing equip- 
ment. Write James V. Grasso, 1108 
Jackson St., Omaha, for reserva- 
tion or further information. 

THERMOID CO., Trenton, N. J. 
—lInstructions in brake service. No 
definite school schedule and no tui- 
tion expense. Write John McLaine, 
supervisor for further information. 

STEWART-WARNER (Alemite 
Div.) Factory school Nov. 14-18. 
Contact J. R. Reinsma. 





Kaine Gets Army Promotion 


J. W. Kaine, Callaway Mills, Inc., 
New York, has been promoted to 
the rank of brigadier general in a 
reserve ceremony at the Squadron 
“A” Armory, New York. 








A SUPER TUNE-UP... now a fact! 


gives peak performance... no comeback 


and Everybody’s Happy! 














































WHAT IS A TUNE-UP? Ask any two service- 
men...ask a dozen—no two answers are the 
same! Ask a car owner—he can’t ae ety 
but he knows a tune-up should keep engine 
running smoothly and economically when it’s 
done right! 


And what is ri eS for —— s engines—these 
more precise and powerful mechanisms that de- 
mand greater accuracy in tune-up care? 


SUN HAS THE ANSWER—SUPER-TUNE! 
It simplifies tune-up service into fast, accurate 
routine! With Super-Tune, you deliver verified 

peak engine performance . . . or provide the _— 
that additional work is needed — all, Fast... 
Simply ... and PROFITABLY! 


IT’S FAST ... In 10 MINUTES or less, engine 
performance can be peaked to manufacturer’s 
specified operating levels—OR you isolate specific 
areas where extra work is needed! 


IT’S SIMPLE... You use the famous Sun 6-12 
Volt Tune-Up Tester—four simple-to-operate 
units to perform the following area tests: 
Cranking Voltage + Distributor Resistance - Charging 
Voltage + Engine Idle Speed Adjustment + Ignition 
Timing - Dwell and Dwell Variation - Ignition Advance 
+ Ignition Output and Leakage - Secondary Resistance 
and Polarity 


These area tests assure a fast, accurate tune-up routine 
. let you perform precision ‘adjustments with a mini- 
mum of test lead change-overs! 


IT’S PROFITABLE. ..Super-Tune will raise 
your profits through Greater Customer Satisfac- 
tion ... More Tune-Up Volume. . . and Increased 
Parts and Service Sales! 


i 


INTERESTED? Contact your local Sun 


a man or write the factory to quickly see how 
the Sun Super-Tune program will smoothly 
and profitably fit into your organization...how 
vital new Super-Tune can be your most fre- 
quent and important contact with the car owner! 


— ELECTRIC CORPORATION: Harlem and Avondale Avenues- Chicago 31, Illinois 
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A Diabolical Device? 


Dealer Ridicules Theory That Service Department 
Should Carry Overhead 


(Continued from Page 29) 


uccount for the greatest number of 
rejections,” he said. 
* + + 


— program is self-sustaining, 
according to Inspector Grey. 
The cost is $1 for the first inspec- 
tion, nothing for the second, and 
25 cents for subséquent inspections, 
if necessary. About 1,000 vehicles 
per day are handled in the four- 
lane, city-operated station. 

J. S. Bowie, Pacific GMC, Van- 
couver, B. C., moderated a panel 
discussion on parts merchandis- 
ing. Panel speakers were: Jack 
Roach, Begg Motor Co., Ltd. 
Ralph Kelleway, Austin and Mor- 
ris Companies of Canada, and 
Robert Riddle, Ford Motor Co. of 
Canada. 

Roach declared the future never 
looked brighter and he cited the 
following figures to indicate the po- 
tential volume over 1955 sales: 


Pet. of Accumulated 
Increase Increase 
1956 11.9 119 
1957 16.5 30.2 
1958 17.5 53.0 
1959 14.0 15.4 
1960 174 105.9 


To meet the challenge, he said 
parts managers should analyze 
every phase of their operations— 
space, inventory, control, man- 
power, displays and selling plan. 


“Selection and Training of Parts 
Department Personnel” was han- 
dled by Kelleway. “Your advertis- 
ing is wasted unless the customers 
it bring in are handled properly by 
your employes. You must select 
the right men and train them,” he 
said. 

Too many parts managers, he 
said, hire young workers without 
investigating their backgrounds 
and high school records. 

* * * 

LS growin spoke on “Merchandis- 

ing and Selling the Parts Mar- 
ket.” He pointed out that a dealer 
has from 20 to 25 percent of his in- 
vestment in the parts department 
and his profit from the department 
should be in proportion. 

Merchandising must be applied to 
each of the department’s selling 
outlets—retail, wholesale, and deal- 
er’s own shop, he said. 

Good retail selling calls for good 
display of merchandise and good 
salesmanship by the countermen, he 
said, adding that the selling of re- 
lated items is greatly overlooked 
and offers a tremendous field. 

Riddle said there must be har- 
monious, cooperative relations be- 
tween parts and service managers 
and the employes of each. Parts 
and accessories displays should be 
maintained in the service depart- 
ment, he said, and calls from me- 
chanics for parts should be han- 
dled promptly and cheerfully. 

The wholesale market offers the 
parts.department its largest sales 
potential, Riddle said. The develop- 
ment of such sales, he remarked, 
involves personal solicitation, giv- 
ing salesmen something to sell, 
having good delivery service, ad- 
vertising, the giving of service in- 
formation and training, and provid- 
ing after-hour parts service in 





emergencies. 
Riddle said: “If we want to stay 
alive in this competitive market 


we've got to merchandise.” 
* * * 
L. BIGELOW, Electronic Prod- 
* ucts, Vancouver, B. C., spoke on | 
service control. This he termed as 
“unit control”— a method of know- | 
ing instantly where and how any| 
one of many cars is progressing | 
through the service department, 
which is important to good public 
relations, he said. He said that a 
control system, whether simple or | 
complex turns chaos into order, | 
saves mechanics’ time, speeds work, 
eliminates frustration, improves| 
morale, and makes for a better, | 
more profitable service department. | 
Alan Eyre, a Vancouver, B. C. 
dealer said business management is 
simply a matter of control. This 
means assembling of day-to-day in- 
formation, analyzing and using that 
information to guide policy and ad- 
ministration. 


said, this involves a daily study 
of repair orders: The number, 
dollar volume per order, parts 
and accessories sales per order, 
ete. It further involves, he said, 
study of shop volume and pro- 
duction in relationship to man- 
power, both in the department 
and by individual workers. 

The parts department manager 
should have at hand information on 


DeSoto Picks Schneider 


Y. M. Posthuma, DeSoto Los 
Angeles regional manager, has 
announced the appointment of D. 
K. Schneider as regional used- 
car manager. Schneider has been 
with DeSoto for more than three 
years and served as district man- 
ager in the San Joaquin and 
Long Beach-San Diego areas. 





the daily dollar volume from coun- | 


ter sales, from “outside” sales, and 
the relationship of dollar sales vol- 
ume to the number of employes, 
Eyre said. 
* + oo 

“qQ*ONTROLS enable you to have 

the answers and to take ap- 
propriate action,” Eyre stated. “You 
should, with controls, manage your 
business rather than let your busi- 
ness manage you. If you are really 
managing your business you are 
doing a good job.” 

Col. J. W. Inglis, Vancouver 
(B. C.) Vocational School told of 
school’s pre-apprentice and appren- 
tice training and trade extension 
classes for journeymen mechanics. 
The complicated mechanisms of 
modern automobiles make it abso- 
lutely essential for mechanics to 
develop’ continually their skills, he 
said. 

Apprentice training was called 
the proper and most efficient 
method of making the mechanics 
of tomorrow, but he deplored the 
present low ratio of apprentices 
to mechanics and the general 
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caliber of the apprentices whom 
| dealers are hiring. 
| “The automotive trade should 
| give more careful attention to the 
selection of its apprentice material, 
|not just hire sweep-out boys,” he 
| urged. “Investigate before you hire. 
Test the ability of your applicants. 
a their characters and their 
school records.” 
* * ® 

UDSON D. Munsell, division sales 

manager, Kendall Refining Co., 
San Diego, described problems of 
lubrication efficiency that have been 
brought about by recent automotive 
engine developments, particularly 
the increases in compression ratio 
—from about 5 to 1 to as high as 9 
to 1 over the past 25 years. 


With the increase he said have 
come greater engine temperatures 
and pressures. Such high tempera- 
tures, he continued, promote oil oxi- 
dation, with wear-causing deposits 
within the engine. Thus it has be- 
come necessary to supply crank- 
case oils to withstand increased en- 
gine temperatures. 

Lubricating oils of the SAE 
10W-30 type, Munsell said, are 





necessary to prevent pre-ignition 





in high compression engines. Pre- 
ignition occurs when glowing 
“cornflake” deposits in the com- 
bustion chamber ignite the fuel 
mixture before normal firing of 
the spark plug, he said, and prop- 
erly made 10W-30 oils are very 
effective in preventing pre-igni- 
tion because they leave fewer de- 
posits. 

Munsell added that the SAE 10W- 
30 oils meet both the low tempera- 
ture requirements of grade SAE 
10W for cold starts, and, after the 
engine warms up, the high tem- 
perature requirements of SAE 
30. However, he said that not all 
such oils are able to resist deterior- 
ation or prevent sludging. 

* * * 


aa F. Sayers, Vancouver 
(B. C.) advertising man advo- 
cated careful analysis of the mar- 
ket in the planning and preparation 
of an advertising program. 

For the parts department, he 
said, trade press advertising is 
effective if the advertising copy it- 
self is well planned. “Don’t be dull,” 
he said. “Far too many think they 
just have to buy space and the job 
is done. Pay somebody to think 
about your advertising.” 


HERE’S WHAT DEALERS AT THE NAITD CONVENTION HAD 10 SAY ABOUT THIS EXCITING NEW TIRE 





In the service department, he 


J. I. GOODWIN 
Goodwin Tire Mart 
Flint, Michigan 


“A competitor said it for 
me. In his opinion, Seiber- 
ling really has something!” 


HARRY E. CARLSON 
Carlson Tire Co. Inc. 
Milton, Massachusetts 


“The Sealed-Aire tire is a 
milestone for the Seiberling 
Dealer Organization ...will 
make them a more profit- 
able organization. We are 
proud to be a Seiberling 
Dealer.” 


C. C. CALLAHAN 
Callahan’s 


Allentown, Pennsylvania 


“Seibetling stole the show 
by coming out with the 
ultimate in tubeless tires.” 


E. L. WALTON— 
GEO. E. BURNETT 
Burnett-Walton 
Salisbury, Maryland 


“We think the new Sealed- 
Aire by Seiberling is the 
safest tire ever produced. It 
certainly puts us in a very 
enviable position with our 
competition.” 


I. R. ROBINSON 
Star Sales Co. Inc. 
Baltimore, Maryland 


“I’m at a loss for words. 
This tire is going to be out- 
standing. Public acceptance 
will be beyond all expecta- 
tion—going over big, 
definitely!” 


W. W. BILL WILSON 


Denver, Colorado 


“The display is the most 
remarkable I’ve ever seen, 
and the tire is even more 
remarkable. It will go over. 
Bulkhead construction al- 
ways has been the best.” 


FOR 


GEO. W. BASKIN 
Baskin Tire Sales 
Harrisburg, Pennsylvania 


“I can honestly say that the 
Sealed-Aire tire is ‘out of 
this world’—and my cus- 
tomers will think so, too. 
It’s the finest, safest, easiest 
riding tire ever built.” 


BILL SHERRY 
William Sherry Tire Co. Inc. 
Schenectady, New York 


“The greatest tire accom- 
plishment from all practical 
standpoints of safety, in the 
entire history of tires!” 


“BUSINESS 
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Survey Reveals Serious Situation . . 





Where Dealers Are Slipping 


(Continued from Page 29) 
July, 41.67 percent, August, 42.44 
percent, September, 41.83 percent 
and October, 43.83 percent. 

To indicate that dealers actually 
are losing out in this one category 
that today brings many people back 
to car dealers for service is the fact | 
that one year ago in October this | 
tuneup and adjustment service ap- 
peared on 46.05 percent of all shop 
orders. 

. * > 

“— car dealer still gets the} 

greater share of the major repair | 
work, according to the Crowell- | 
Collier survey. Of all cars he gets | 
48 percent as compared with 31 per- | 
cent for the independent garage) 
and only 9 percent for the corner | 
gas station. 


With cars bought new it would 
be very surprising if the car dealer | 
did not get the bulk of this work as | 
a high percentage of it no doubt | 


comes under factory adjustment or | 


wreck work. On cars bought new 


he gets 64 percent while the inde-| 
pendent gets 27 percent and the gas | 


station but 8 percent. 


On cars bought used, however, 
the picture changes. Here the in- 
dependent garage gets the bulk, 
40 percent, with the car dealer 
being runner up with 32 percent 
and the gas station, 10 percent. 
Owners of these cars, however, 
go to other sources for 18 percent 


MEWA Chief Honored 


By Eastern Boosters 


NEW YORK.—In recognition of 
his services to the auto industry, 
the public and the club itself, 
Automotive Boosters Club No. 13 
has adopted a resolution granting | 
an honorary life membership to 
John F.. Creamer, president of the 
Motor & Equipment Wholesalers 
Assn. 











NOW YOU CAN SELL THE TIRE OF TOMORROW —TODAY 


Car owners have wanted it for 


years, and now it is here—for 


you to sell at top profit! A tire without comparable competition! 


A tire that has everything! 


PERFECTED PUNCTURE SEALING - LIFETIME BALANCE 
EXCLUSIVE “AIR CONDITIONING” 
EXTRA NYLON STRENGTH - EXTRA LIFE - GREATER STOPPING ABILITY 


ALL-INCLUSIVE ROAD-HAZARD GUARANTEE... 


NO TIME LIMIT 


Seiberling is on the move with sensational new product innova- 
tions led by this sensational tire that will attract new business 
for you and increase your profits. Check into a Seiberling 
Franchise—today. Write or phone: 


L. M. SEIBERLING 
Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Obio 
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of their major work on cars 
bought used. 

Regardless of how good or medio- 
cre we may think average fran- 
chised dealer service is, it currently 
still has a considerable bearing on | 
| developing repeat sales. For, of all | 
|owners interviewed in the survey, | 
|52 percent said that they intended | 
|to buy the same make of car they | 
|had been driving; 25 percent | 
| thought their dealers’ service was | 
|poor and 18 percent did not feel| 
| they were capable of judging. 

As a thought starter for the 
dealer who has not made it a point 
| to build customers through service, | 
|38 percent of the current owners | 
|interviewed said it did not matter | 


cent said their experience would | 

| tend to make them less inclined to| 
buy the same make. 

* * + 

‘os it is indicative that a large | 

part of this 48 percent could be | 








SEIBERLING 





Goodyear Cites Nierman— 


A highlight of the National Wheel & | 
| Rim Assn. convention in Chicago was the 


| presentation of a plaque to Robert G. | 


Nierman, president of Motor Rim Manu- 

facturers Co., Cleveland, for his 40 years | 
of service as a rim distributor for Good- 
year Rubber & Tire Co. From left are| 
Nierman, H. J. Lafaye, general manager | 


rim plant, and Raymond Glaser, outgoing 
NWRA president. 


| swayed in their choice if they had 


been getting top line service on 


their present car, for most people | 





|according to this report. 
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become dissatisfied with their new 
car because it does not perform the 
way they feel it should. 


Another interesting thing brought 
out in this survey is that only 21 
percent of the people who bought 
new cars were solicited to buy 
them in person. Yet every above- 
average new-car salesman knows 
that the service department of his 
dealership is the best place to ap- 
proach people on the question of 
buying a car or trading for a better 
one. 

Dealers should realize the big 
open field for the sale of wax and 
polish jobs and undercoating 
when they find that 46 percent of 
all car owners interviewed said 
they parked their cars outdoors 
all of the time. 

Another reason for dealers being 
more interested in having their 
service departments build custom- 
ers is seen in the rapid growth of 
two car families. Today 13.80 per- 


| what car they bought and 10 per-| of Goodyear's metal products division and | cent own two or more cars. 


Tubeless tires still have not been 
sold to the majority of car owners 
There 
were 36 percent who said they 
would buy a car with tubeless tires 
if they were going to buy today, 50 
percent would want tires with tubes 
in them if they could get them and 
14 percent didn’t know if they 
would want tubeless or not. 

a * * 

A§ COULD be expected, the high- 

est income group favored tube- 
less by the greatest percentage. In 
this group of people with incomes 
of over $10,000 52 percent favored 
tubeless. Owners of 1950 cars and 
earlier favored tube tires by 60 per- 
cent. 

Also tubeless tires were favored 
highest by people living in the 
east where 40 percent wanted 
tubeless while in the southern 
states tubeless had a lesser fol- 
lowing. Only 28 percent of the 
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Makers of Americas Finedl Tires 
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owners south of the Mason-Dixon 
favored tubeless. 

An indication of skills that are 
going to be required in the shop of 
a franchised dealer who makes the 
rendering of good service a major 
achievement in the operation of his 
business is seen in the answers to 
what special features were wanted 
on the next new car they bought. 

For, 69 percent wanted automatic 
transmissions; 46 percent, power 
brakes; 40 percent, power steering; 
20 percent, power seats; 20 percent, 
air conditioning, and 16 percent, 
power windows. 


TBA Managers, 
Suppliers Slate 
St. Louis Parley 


ST. LOUIS. — Suppliers and oil 
company tire - battery-accessory 
managers will open a two-day 
meeting of the Oil Industry TBA 
Group here Dec. 5, it has been an- 
nounced by M. S. Marsh, national 
chairman. 

Service station operation and 
TBA problems and potentials will 
furnish the subject matter of the 
meeting. S. H. Elliott, marketing 
vice-president, Standard Oil Co. of 
Ohio, will set the stage with a re- 
view of “What 25 Years of TBA 
Has Meant to Sohio.” 

Other speakers will include Rob- 
ert S. Wilson, sales manager, Good- 
year Tire & Rubber Co.; William 
Milligan, director of marketing 
training, Shell Oil Co. of Canada, 
and Harry L. Moir, assistant vice- 
president-marketing, Pure Oil Co. 

A panel discussion on “The Ac- 
cessory Business in the Gasoline 
Station” will be lead by Jack Hall, 
TBA manager, Douglas Oil Co. of 
California. 


Chrysler Appoints Morrow 
To Special Products Post 


Thomas F. Morrow has been ap- 
pointed assistant group executive 
of defense and special products 
for Chrysler Corp., it was an- 
nounced by L. L. (Tex.) Colbert, 
president. 

Since July 15, 1954, Morrow has 
been general manager of defense 
operations for Chrysler Corp. and 
will retain this responsibility in 
his new position. He also will be 
responsible for assisting I. T. 
O’Brien, group executive of special 
products, in the over all manage- 
ment of the company’s operating 
divisions which comprise the spe- 
cial products group. Morrow joined 
Chrysler Corp. in 1934. 


Ce ee ee eee en ee ne ae 








1 Automobile ‘Super Center'— 

| The emphasis will be on customer service when Cumming Perrault, Ltd. (Lincoln- 
Mercury-Meteor), Montreal, opens ifs new automobile center early in 1956. The layout 
i) provides a service station for minor repairs and servicing, a paint and body shop, a 
: parts and service department, an airport-type control tower and an open-air show- 
i room where 25 new models will be on display. A test track will enable customers 
i fo road-test new and used cars. Summing up reasons for the new center, Rene B. 
i Perrault, managing director, said: ‘We have built our business on service and our 
i, new facilities will enable us to continue providing the service our customers expect 

and deserve.” 
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Ford Appoints Lynn 
Appointment of W. F. Lynn as| Motor Co. Lynn joined Ford in 1929 
quality control manager of parts| and replaces Ralph C. Schurz, now 


and equipment manufacturing divi-| technical assistant to the Ypsilanti 
i sion has been announced by Ford plant manager. 


On the assembly line of the auto indus- 
try’s newest V-8 engine, specially designed 


Su 
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Replacement Glass 


Put on ‘Need’ Basis 


(Continued from Page 29) 


square feet. In 1953 the glass sur- 
face had jumped to an average of 
29 square feet, and this year it 
averages 33% square feet. 

In those years car production has 
jumped from the 3,717,385 of 1940 
to the record 8,000,000 estimated for 
this year and truck output has 
gone from the 754,901 of 1940 to 
the 1,250,000 estimated for 1955. 

a * + 
Replacement Problem 


—— in addition to that, practi- 
cally all of the glass used in 
both cars and trucks up to just a 
few years ago was flat glass. If a 
flaw developed in a windshield or 
a rear glass, it could be trimmed 
down for some other spot. 

Now with the current molded 
windshields and rear glass, if a 
flaw develops in one of the layers, 


both pieces of glass have to be) 


Johnson main bearings fit perfectly into 


junked. Molded glass is made by 
bending two pieces of flat glass to 
the same shape in one operation 
before the filler that makes it safety 
glass is fused between the sheets. 

Glass makers say this must be 

done that way to prevent distor- 
tion and to maintain clear vision. 
If either of these flat pieces are 
damaged in any way, both have 
to be discarded. 

The entire industry is bending 
every effort to keep cars on the 
road with glass in which vision is 
not materially impaired. This does 
not mean that, for the time being, 
an automotive or glass company is 
going to replace glass that has been 
scratched or which has developed 
minor stone bruise pits that do not 
go all the way through. 

To obtain needed replacement 
glass, a dealer must furnish proof 









position with a touch of the fingers. 


When this engine needs rebuilding, 
use Johnson Bearings— 
the same make that was used originally 


What better bearings can you use for re- 
placement than the same brand of high- 
quality bearings that went into the new 
engine when it was being built? 

Johnson Bearings are favorites on auto- 
motive production lines, engine rebuild- 
ers and repair shops for the same reason. 
They have the size tolerance to fit per- 
fectly every time—the inherent quality 
to give long service. 

When you need bearings and bushings 





for replacement, your Johnson jobber can 
supply them quickly and at a reasonable 
price. He has them packaged in complete 
sets for each particular make and model. 

His stock is backed by large inventories 
in 24 Johnson warehouses from coast to 
coast. Try Johnson next time you need 
replacement bearings. Johnson Bronze 
Company, Sleeve Bearing Headquarters, 
685 South Mill Street, New Castle, Penn- 


sylvania. 








that the customer’s car is in an 
unoperative condition due to the 
condition of the glass. 

> * * 


Scratch ,Remover 


N THE case of scratches made 
by dirt or other abrasive mate- 
rial being wiped across the glass by 
the windshield wiper, there is a 
product and a process whereby such 
comparatively shallow scratches can 
be polished out of the glass without 
leaving the glass with any distor- 
tion. In fact, in most cases, even 
an expert can not tell if the glass 
ever has been scratched. 

This product, Glass-Nu, which can 
be obtained through the used car 
or accessory departments of most 
car factories, can be used with an 
ordinary power polishing tool that 
runs at approximately 1,300 rpm. 

All that is necessary is to mix 

a little of the product with water 
and smear some on the felt pad 
of the polisher. With a feathering 
motion, the scratches can be com- 
pletely polished out of the glass, 
leaving it clear as new and with 
no vision imperfections. 

There are only two other sources 
of automotive safety glass besides 
L-O-F and Pittsburgh Plate. Ford 
now builds about 50 percent of its 
own requirements and is in the 
process of constructing a new glass 
plant at Nashville, Tenn., with 
completion scheduled in 1957. 

The only other plant is that of 
Shatterproof Glass Co. in Detroit, 
but this concern has to rely on the 
plate glass manufacturers for glass 
sheets as it does not make plate 
glass. 

* * * 


Reserve Stocks Lacking 


A SHORT time ago one of the 
corporations had as many as 
6,000 “car down” orders for glass 
in their files. This situation has 
been cleared up, however, and now 
is fluid, but with no reserve stocks. 

All automotive companies, as 
well as the two big glass com- 
panies, have large backorders for 
automotive glass — windshields 
and rear windows especially. They 
see no daylight ahead until the 
facilities now being rushed to 
completion are in production. 

However, as one top General 
Motors executive said, there is no 
need of any dealers “paying through 
the nose” for urgently-needed re- 
placement glass. 


Publication Offers 


14-Year Study of 


Lubrication Ideas 


CHICAGO.—A comparative anal- 
ysis of car lubrication recommen- 
dations is presented in trends, pub- 
lished by Chek-Chart Corp. 

It emphasizes the years 1941, 
1946, 1951 and 1955 and traces the 
evolution of lubrication service re- 
quirements brought about by 
changes in engineering design and 
petroleum products. 

Chek-Chart believes the data will 
help the sales, manufacturing and 
technical departments of oil com- 
panies and automotive manufac- 
turers. 

Copies of trends are $2.50 and 
may be obtained from Chek-Chart 
Corp., 33 E. Congress Parkway, 
Chicago 5, Ill. 


Canadian Outlet 
Named for Motest 


WALKERVILLE, Ont.—Appoint- 
ment of Allen Electric & Equip- 
ment Co., 862 Walker Rd., as exclu- 
sive Canadian distributor of the 
Motest recording compression tester 
has been announced by Ralph 
Countryman, sales manager. 

Through a recording device in 
the head of the Motest tester, the 
compression reading of each cylin- 
der is automatically recorded on a 
chart, which is removed after the 
test. Thus, the mechanic not only 
can read the pressure of each cyl- 
inder as the test is made, but he 
also has a graphic chart of the en- 
gine condition at the end of the 
complete test. 

This evidence of engine condi- 
tion shows both the mechanic and 
the vehicle owner the need for an 
overhaul, and after an overhaul it 
shows the degree of improvement. 
Adapters which make it possible to 
test any engine, including hard-to- 
get-at V-8s, are included with Mo- 
test, Allen says. 











> 








AUTOMOTIVE NEWS, NOVEMBER 21, 1955 


35 





Backshop . 


e e e Jack Weed 





(Continued from Page 29) 


aimed at distorting the steering 
geometry to compensate for the 
distortion caused by spring sag or 
overload conditions. 

Not too many years ago I was 
talking to the chief instructor at 
the Bear school in Rock Island 
when a motorist drove in and 
said he had been sent there by 
a dealer in Des Moines to have 
his steering corrected. 

It seems that this fellow started 
out from Los Angeles to drive to 
New York on a vacation trip. He 
had had his car thoroughly gone 
over, including having the front end} 
aligned. But in Salt Lake City he 
had had to buy two new front tires | 
and had had to have these replaced | 
in Omaha. And was he mad! 

* * | 


Ball-Type Steering Helps 
ED SCHUMACHER, Bear'’s|) 
chief instructor, I believe it 

was, asked the owner if he had told| 

the shop where the front-end work 
was done that he was going touring | 
with five people in the car and| 
enough baggage in the trunk to see} 
them through a transcontinental | 
trip. 

The driver said no. 

Fortunately for Red, the whole 
gang was in the car when it 
drove up, and all he had to do to 
get this man out of trouble was 
to align the car with the people | 
and baggage in it. Red told him | 
to get another adjustment when | 
he got home where he normally | 
drove with only one passenger. | 

Experienced service managers tell 
me that the ball-type steering has | 
cut down the instance of front-end 
alignment by at least 20 percent 

and in some cases as high as 40 

percent. 

They seem to feel that it has 
the ability to adjust itself to slight 
misalignment conditions better than 
the conventional but it still does not 

prevent undue tire wear when a 

toe-out condition prevails nor will 

it put back the weight on the front 
axle when the trunk is overloaded. 
cd * *~ 


Alignment Machines Needed 


HERE is need for front-end 

alignment machines. This serv- 
ice has its well-earned and defined 
place in service shop work. There 
still are many conditions of dis- 
torted front ends due to other 
causes than the rear spring. Hitting 
chuck holes at high speed, obstruc- 
tions large enough to create mis- 
alignment and wreck work still call 
for front-end correction. 

But many front end experts 
agree that when the vehicle 
builders step up to a means of 
compensating for “sag” as they 
do for wear in many other vital 
parts of the car, there will be less 
need for mechanics’ misaligning 








the steering geometry that was 
built into the car to compensate 
for misalignment caused by the 
car not remaining in a level con- 
dition at all time when in opera- 
tion. 

Packard also has embarked on 
another aid to better motoring that 
is fraught with several problems 
for mechanics unless the Packard 
engineers are able to eliminate 
them before the new product hits 
the market sometime in January. 

* * * 


Twin-Traction Differential 


ACKARD is coming out with 
what it terms a twin-traction 
safety differential which is, in fact, 
a locking type differential that 
automatically comes into action at 
around 40 miles per hour when one 
wheel slips. 
This device will aid materially in 
preventing side slips on slippery 





roads and streets, enable the driver 
to go through snow, mud and sand 
that might bog the car down other- 
wise and will give persons with 
power steering more confidence in 
driving under abnormally slippery 
conditions when they lose some of 
the “feel of the car.” 

Packard is not alone in this de- 
velopment, it is understood, but 
merely leading the parade. It has 
been learned that other makers 
also are playing around with sev- 
eral types of so-called locking 
differentials. 

Service experts however see some 


considerable element of danger to 
mechanics in these differentials 
that lock and drive both wheels 
when one wheel slips, unless some 
means of throwing them out of 
operation is provided. 

Neither any one firm nor the in- 
dustry can change the habits of 
the service mechanic quickly 
enough to prevent many service- 
shop injuries by merely instructing 
mechanics not to do certain things 
with a car that is equipped with a 
locking type differential. 


* * * 


Warning System Needed 


A how are they going to desig- 
nate the cars with locking type 
differentials to differentiate them 
from the same make of car with a 
conventional rear end? They could 
paint the rear axles with the lock- 
ing type red, as a warning to the 
mechanic, or they could put a 
prominent mark on the hub of 





those axles—but hubs might be 
lost and replaced with conven- 
tional hubs. 

Mechanics are used to jacking up 
one wheel in using an on-the-car 
wheel balancer to balance rear 
wheel assemblies. They jack up one 
wheel to find noise conditions in 
drive line and axles or for a num- 
ber of other reasons. 

In the proposed Packard rear 
end, for instance, if the engine 
were speeded up so that it passed 
the r.p.m. that would drive the 
car at 40 miles an hour, the dif- 
ferential would lock automati- 
cally and the car would “take off” 
unless it was chained down or 
against a wall. 

With the “high torque” differen- 


| tial that other engineers are said 


to be playing with, the car would 


| take off right then. 


In the early days of World War 
II, the Army and Marines, I believe 
it was, equipped many vehicles with 


locking type differentials. Some of | 


these vehicles got into civilian gar- 
ages and this department reported 
several serious accidents caused by 
mechanics jacking up one wheel of 
these jobs, starting the engine and 
letting the clutch in. One or two, 


| right through cement block walls. 





Smear Cure 
Plastic Spray Coats 
Stock Carbons 


NORRISTOWN, Pa.—Automotive 
stock records, normally kept in 
three or four copies, have been a 
headache since they were invented. 


For, too often salesmen find car- 
bon records illegible by the end of 
the week when they tally total 
sales. In the office, duplicate rec- 
ords also smear easily. 

To solve this, Krylon, Inc., has 
experimented for over a year and 
has come up with what it thinks is 
the answer. Six-ounce cans of Kry- 
lon spray plastic were used to put 
a coating on carbon copies of stock 
records. 

“In every case,” reported James 
W. Bampton, Krylon president, 
“duplicate records were completely 
legible and unsmeared at the end 
of a 10-day period.” 


I seem to remember, even went 


* * * 


Could Be Part-Time Device 


— need for a locking type dif- 
ferential is for but a small part 





of the car’s mileage. Most of the 
time, the conventional differential 
will do all that any driver could 
ask for in the way of providing 
traction and service. 

I would like to suggest to engi- 
neers working on these devices 
that they make provision for the 
differential to be controlled by a 
lever on the dash, like the over- 
drive is now controlled, 

When the driver needs the lock- 
ing type differential, he would pull 
out the lever, that could be made 
so that it would glow and warn 
that the car was in “gear,” so to 
speak. When the need for its use 
was over, the lever could be pushed 
into the unoperative position and 
the major part of the danger of 
such a device being on a car would 
be eliminated. 

Even though, with some types of 
on-the-car wheel.balancers, it 
would be possible to balance the 
rear wheels if speeds were kept at 
a safe minimum, who is going to 
stand over a mechanic to keep him 
from revving up the engine and 
causing trouble? 

Mechanics do get careless at 
times, as everyone knows. They 
are human beings and even those 
who know the dangers intimately 
sometimes slip. 
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I'M YOUR 


IN GETTING 


Motorists are getting mighty confused about 
today’s motor oils and the part that chemical 
additives play in making them. 








HEALTHY PARTNER 


MORE OIL PROFITS 


That’s why I have such a strong story for you 
to tell if you carry a brand of Pennsylvania 
motor oil: 


' Regardless of the refining and regardless 


of the additives, the quality of the basic 
crude oil is the most important factor 
in any motor oil’s lubricating quality. he 


You'll get increased profits through more satis- 
fied customers, more repeat business, more 
people coming to you for oil changes, when you 
sell them a brand of Pennsylvania motor oil. 


start with 


Millions of magazine readers are 
getting to know PETE PENN, our Oil 
Drop Character, through the pages 
of these leading publications. 








Today's BEST Oils 


Nature’s BEST Crude 
-..and that means PENNSYLVANIA / 
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World’s Finest Travel Car— 
Nash Ambassador Country Club for 1956 





At Show After Show 
All Across The Country... 
Dealers, Press, Suppliers 
Hail 1956 Nash and 
Rambler As Hit Cars 


Of The Year! 


What a tremendous ovation for the newest and most distinctive 
cars on the road—the exciting Nash and Rambler for 1956! 


The most hard-boiled critics of all—dealers, prospective dealers, 
press representatives and suppliers—saw these great new cars 
recently in showings across the country. Their verdict was unani- 
mous—‘‘hottest Cars On The Road!” “‘Predict they will be sales 
sensation of the year! ’56 is bound to be a great year for Nash 
dealers!” 


Literally dozens of the prospective dealers signed the Nash franchise 
on the spot and hundreds of the pre-viewers took the trouble to 
wire their enthusiastic reactions. That’s unprecedented in recent 
automotive history. 


Last week—the World’s Finest Travel Cars--the Nash Ambas- 
sador and Statesman for 1956 were introduced by Nash dealers all 
over the country. Soon—on December 15th—the only all-new 
low-priced car of the year—the Rambler—-will appear at Nash 
showrooms. Together these cars spell tremendous new opportunities 
. .. new volume and profit horizons for Nash dealers. 


Take advantage now of the exciting potential these cars have 
created in every market! Cash in on the newest, biggest, broadest 
line of the year. For complete information, write in confidence 
to DEALER DEVELOPMENT DEPARTMENT, NASH 
MOTORS DIVISION, AMERICAN MOTORS CORPORA- 
TION, 14250 PLYMOUTH ROAD, DETROIT 32, MICHIGAN. 


/M &6...More Than Lve+__ 1t PAYS TO BE A 
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AMERICAN MOTORS hy: MEANS MORE FOR AMERICANS! 
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A Warning from the Backshop ae 


Service Called Only Salvation 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.— Service is the 
only salvation of dealers in this era 
of price discounts and volume sales 
and they must concentrate on in- 
creasing the absorption percentage 
towards an eventual goal of 100 
percent, says a service manager 
now active in a new-car dealership 
here. 

However, he admits that per- 
fection is not easy. “The best I 
have been able to do is 70 per- 
cent,” he said. 

“Next year the dealers will have 
to sell more cars. If he sold 50 cars 
a month this year with a profit of 
$150 per car and is forced to dis- 
count down to $75 profit next year, 
he must sell 100 cars a month to 
bring in the same profit,” he said. 

“That’s exactly what the fac- 
tory wants him to do—will com- 
pel him to do in one way or 
another,” he added. 


Aside from the obvious, what are 





the other disadvantages in this situ- 
ation? 


For one thing, the number of 
warranties will be doubled; the 
number of makereadys will also be 
doubled and twice as many jobs of 
all sorts may be anticipated. 

“However,” the service manager 
said, “if a dealer will reorganize his 
service department and put it on an 
efficient basis, it can make twice as 
much profit.” 

Thus, in his opinion, 100 percent 
service absorption may become pos- 
sible out of the in¢greased volume. 
And also he believes that this will 
be the only way dealers can survive 
the low-profit, volume sales that 
appear to be here to stay. 

“If that ideal state (100 percent 
absorption) could be reached,” 
the service manager pointed out, 
“the franchised dealer could keep 
going, even though competition 
forced heavy discounts and re- 
duced his profits from $400 to $100 
per car or even less.” 

However, as he pointed out, serv- | 





OUTSIDE... 
DAY IN, DAY OUT 


Deluxe Portable Dyna-Charger—The ideal auxiliary charger 
for use in the shop, emergency service calls, and used car lots. 


Fast charges, slow charges. 


Write For This Free Catalog .. . 
see the wide line of Battery Chargers, 
Motor Analyzers and Testers now 
available from Allen. There's a 
model for every service volume 





and budget. 


Uni-Tuners 


niomacrinas of} 


ice absorption presently ranges 
from 25 to perhaps 75 percent. But 
the important thing for dealers to 
remember, in the service manager’s 
opinion, is that an increase from 30 
to 70 percent may indeed make the 
difference between staying in busi- 
ness and being forced out. 


“Not only that,” he added, “but 
boosting service absorption—rather 
than trying to hold price lines in 
face of factory pressure and dealer 
competition—may prove to be the 
only practical way in which a fran- 
chised dealer can survive.” 

But how can service profits be in- 
creased ? 

“Through better service,” the 
manager replied. “And this will 
call for careful planning right 
down the service line,” he added. 
His advice to dealers was to ex- 

amine their service departments 
along the following lines: 

1. If the building is an old one, 
the “service line” may have to be 
reorganized to handle cars more 
efficiently. Get them in faster, get 


MASTER DYNA-CHARGER 


Every service shop needs both of these 
Dyna-Chargers to get all their potential 
profit from servicing 6/12-volt. batteries—in 
the shop and on service calls, 


The Master Dyna-Charger is wheel mounted 
for dependable service anywhere in the shop 
or service area—it is a low cost answer to 
your need for a charger that features easy 
operation and rugged reliability. The 

De Luxe Portable model is just the thing. 
for handling “overflow” work and it is a real 
money-maker for emergency service calls 
as it will start vehicles with dead batteries; 
it is indispensable on used car lots. 


Yes, you need 2 chargers for all-around 
battery service profits, and Allen offers you a 
wide selection of both wheel mounted and 





\ } 
FREE CAR 
INSPECTION 
ano CHECK-UP 





“Inspect anything that will take 
all day. We couldn't find any- 
place else to park while we shop.” 





the work done faster and move 
them out more quickly. The car 
should “flow” from the _ service 
salesman through the various de- 
partments and into parking space 
at the end where the customer can 
pick it up. 

2. Addition of equipment, such as 










portable models. Call your Allen distributor 
for a demonstration today—and ask him 
about his Easy Payment Plan! 


ALLEN 


ELECTRIC and EQUIPMENT COMPANY - Kalamazoo, Michigan 


¢ Syncrograph Distributor Testers «+ 


Regulator-Generator Servicers 
Motor Analyzers * Spot Welders * Dyna-Chargers ¢ Unitron Slow Chargers 





hydraulic lifts in the checking 
stalls, may speed up production so 
that it will pay for itself in a short 
time. 


3. Reorganize the service staff. 


“The right service manager may 
key the whole situation,” he said. 
He explained that service managers 
take two views of mechanics. Some 
believe that each should be an ex- 
pert in one line whereas others 
would rather have a mechanic who 
can do anything and everything. 


“I am inclined to the latter 
view,” said the service manager. 
But why? 


“Well,” he said, “no matter how 
a@ service manager tries, he cannot 
always keep an even flow of work 
through the shop. Some days he 
will have too much work and others 
too little. One of his big problems 
is to keep customers contented 
while the manager tries to even up 
the work by putting some jobs over 
until the next day.” 


There were other problems he 
noted such as a preponderance of 
warranty and other such unprofit- 
able jobs. 


“However,” he said, “if his me- 
chanics can do any job in the 
place, the service manager can 
take all of his varied work in his 
stride—but if he has specialists of 
the ‘prima donna’ type, he will be 
in trouble.” 


This manager suggested that 
dealers try the appointment plan 
and make the customers like it—if 
possible. However, he ponited out 
that customers will always prefer to 
wait for superior service than go 
some other place for workmanship 
that they do not trust. 


He warned dealers that it costs 
about $1.50 just to bring a car into 
the shop. “This includes getting it 
in, the time of the service salesman, 
time of the mechanic in checking it 
over and the paper work involved,” 
he said, and stressed the value of 
sound service salesmanship to point 
out what the car needs without 
giving the impression of “forcing” 
the customer. 

This service manager feels that 
the service department of the ma- 
jority of franchised dealerships in 
the country today must—and can— 
be made more efficient. 


“But whatever needs to be done 
to pull that absorption up from 
25 percent to 50, 60 or 75 percent 
should be done before it is too 
late,” he said. 

“For,” he added, “where compe- 
tition is ruinous; where there are 
too many dealerships in a commu- 
nity; where wild advertising fills 
the newspapers and discounting is 
rampant, a service department that 
is efficiently operated — that pays 
most of the overhead—is the only 
salvation.” 


Lube Racks Bring 
Sinclair Stations 
22% of Income 


NEW YORK. — Twenty-two per- 
cent of the business of the average 
Sinclair Refining Co.’s service sta- 
tion comes from the sale of oil and 
lubrications, according to a recent 
survey of the firm’s 1,500 service 
stations. 


Ninety percent of the stations 
reported that they provide oil for 
automatic transmissions. The sur- 
vey also touched on station hours, 
credit policies, TBA activities and 
other phases of the business. 

The survey showed that less than 
50 percent of the station operators 
used lube followup notices. Of those 
who used lube notices, 77 percent 
stated that the small cost of han- 
dling and mailing was paid for 
many times by the increased busi- 
ness. 


Buffalo Garagemen 


Offer Free Checks 


BUFFALO.—The Buffalo Garage 
Assn. is offering free vehicle safety 
inspections during November. As- 
sociation president, Harry W. Tom- 
chuk, said nearly all of the 70 ga- 
rage owners plus several car and 
tire dealers are participating in the 
program. 

Among the checkpoints are head- 
lights, brakes, steering mechanism, 
tires and windshields. Drivers are 
told of any defects but are not 
under obligation to order repairs. 
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The Car of Cars 


Rarely indeed has the birth of a new car been heralded with 
the enthusiastic acclaim accorded this newest arrival in motordom. 
It is with thrilling admiration that Gabriel salutes the designers and builders : 
of this motoring masterpiece. That Gabriel Shock Absorbers were 
! selected as etanderd equipment for this ultra fine 
ws automobile is a matter of signal pride to 


The Gabriel Company. 





GABRIEL 
The greatest name 
} in ride control 
A 


THE GABRIEL COMPANY, Cleveland 15, Ohio 








tion, it is claimed. The machines 
are offered in sizes from the 20- 


Storm-Vulcan, Inc., 2225 Burbank 


: gallon solution to the custom-built | 
models of 50,000-gallon solution. | 





WINDSHIELD CLOTH—The Glasskieer is 
a chemically-treated cloth for cleaning 
fogged or frosted windshields caused by 
rain, cold, mist or snow, it is claimed. A 
wire rack merchandiser display, factory 
pre-packed, holds two dozen cloths, pro- 


vided free of charge on request. Viking 
Sloane Corp., 136 W. Fifty-second St., 
New York 19, N. Y. 





BATTERY METER—A battery analysis 
meter has been designed to give overall 
readings on both 6 and 12-voilt batteries 
as well as on individual cells. Known as 
Model 956, it is said the unit can be used 
on any battery produced to date and on 
all which may be developed in the future. 
This claim is based on the fact that the 
instrument test prods are both flexible as 
a unit and separable for any voltage pick- 
up points, Franklin Mfg. Co., Minneapolis, 
Minn. 

* * OK 


Ford V-8 Trouble Chart 


Norman W. Hensley Publishing 
Co. has available a supply of the 
Ford V-8 Trouble Chart which out- 
lines “common derangements” that 
interfere with proper action of the 
engine. There are a series of illus- 
trations as well as checks to be 
followed in case of various break- 
downs. Further, information may be 
obtained by writing the company at 
254 W. Fifty-fourth St., New York 
19, N.Y. 





ELECTRONIC TACHOMETER — The Kel- 
tronic tachometer employs electronic com- 
ponents to give accuracy within 2 percent 
of scale for installation on any spark- 
ignited engine, it is claimed. For appli- 
cations on cars, trucks, boats or stationary 
engines using battery, magneto or Mag- 
spark ignitions, it comes complete with 
wires, dash or steering column mounting 
bracket available in 0-4000, 0-6000 and 
0-8000 ranges. Offenhauser Equipment 
Corp., 5156 Alhambra Ave., los Angeles 
32, Calif. 


* * * 


Storm-Vulcan Develops 


Engine-Block Cleaner 


The model 122 Turbo-Blast clean- 
ing machine, developed by Storm- 
Vulcan, is said to clean several 
small engine blocks or one large 
engine block at one time. 

A special heating element in- 
creases the cleaning efficiency and 
speed, while the actual cleaning is 
accomplished by impellers rotating 
at sufficient speed to create force- 
ful, brush-like cleaning by the solu- 





St., Dallas, Tex. 





TIRE KIT—The VP66 Vulc-Patch kit is a 
tubeless tire repair kit consisting of an 


aluminum clamp, four hot vulcanizing 
patches, a buffing tool and illustrated card 


of instructions, it is claimed. The kit is 
bag. 


packed in a transparent plastic 
Blackstone Mfg. Co., Inc., 4630 W. Harri- 
son St., Chicago 4, Hl. 





BATTERY—Made with silver, the Silver 
Lifetime battery carries a bonded guvaran- 
tee of six full years. The natural electro- 
plating action inherent in the battery's con- 
struction forms a coating of silver on the 
grids, increasing conductivity and ability 
to develop electrical charge quickly, it is 
claimed. Most important of many perform- 
ance advantages is said to be its greater 
self-charging ability. Boasting a 600-watt 
capacity, the battery exceeds S. A. E. 
requirements for overcharge tests by 100 
percent, it is claimed. Available for 6 and 
12-volt systems. Silver Lifetime Battery 
Corp., Culver City, Calif. ; 





WATER PUMP LUBRICANT — Lubri-Loy 
Water Pump Lubricant and Cooling System 
Conditioner is guaranteed to stop rust and 
corrosion in the cooling system. It lubri- 
cates water pump bearings and seals, 
eliminates noise, reduces wear, prevents 
further rust and scale deposits, and mixes 
with all types of anti-freeze in either hard 
or soft water, it is claimed. It is packaged 
in pint containers sealed at the factory. 
Lubri-Loy Co., 6319 Wilson Ave., St. Louis 
10, Mo. 


. 
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TRAILER HITCH—The Retracto Hitch is a 
trailer hitch for automobiles that retracts 
and locks under the car when not in use. 
Designed to fit most late model cars, it is 
connected at three points: Bumper to frame 
brackets, and to the rear frame cross mem- 
ber directly behind the ball assembly. The 
unit is said to exceed S. A. E. require- 
ments for a Class A trailer hitch of 6,000 
pounds compression and pull, and 2,300 
pounds side thrust. Ball is 1% inches in 
diameter, the accepted standard. All parts 
are made of hot rolled steel, it is claimed. 









tive only when the engine is run- 
ning, it comes equipped with 
vacuum reserve tank kit when in- 
stalled for the handicapped. The 
tank makes the system operative 
for a sufficient time when the en- 









Specialty Engineering, Inc., 391 Topping 
St., St. Paul 3, Minn. 
. ££. 





CAR LEDGE FENCE — The Shelfmaster 
Grille is metal fence that sets up on the 
réar ledge against the back seat. Two 
rubber-tipped “lecking arms swing out 
against the window moulding to make it 
adjustable for any car. Screws and a pair 
of hold-down clamps are provided for 
permanent installation. It is so designed 
that it never obstructs rear-window vision, 
it is claimed. Glass Laboratories, Inc., 
Sixty-fifth at Ninth Ave., Brooklyn, N. Y. 

‘nea ¢ 


Ignition Repair Kit 


P. Sorenson Mfg. Co., Inc., has 


marketed three ten-pack assort- 
ments of one-piece matched contact 
sets which the company said will 
give coverage on the three major 
ignition distributor systems. Soren- 
son said the eight matched sets will 
service over 40 million cars and 
trucks now in service. Information 





can be obtained from any Sorenson} 
jobber or by writing Sorenson at) 
Woodside 77, N. Y. 


SPARK PLUG SOCKETS—Two spark plug 
sockets with a special rubber insert for 
holding spark plugs have been marketed. 
Socket 3126 HP is for %-inch drive and 
has a 13/16-inch hex opening that turns 
the 14 mm spark plugs on most cars and 
trucks. Socket 6126 HP has the same open- 
ing size but is for Y2-inch drive. Both have 
a %-inch male plug at the top for turning 
with an open end or box wrench. Various 
lengths of extensions can be used with 
these sockets, and can be turned by a 
handle, including ratchet head or other 
type torque wrenches, it is claimed. P & C 
Tool Co., Box 5926, Portland 22, Ore. 


‘ * * * 


Safety-Magic Power Brakes 
Equipped with Hand Controls 


Safety-Magic automatic power, 
brakes, equipped with hand con- 
trols for handicapped drives, are 
available for cars with automatic 
transmissions. 

The unit, automatically controlled | 
from the accelerator pedal, converts 
the car to one-pedal-control with 
100 percent effortless, automatic 
power-braking, it is claimed. Opera- 





gine is stopped. Safety-Magic Sales 
Co., 11 S. Ringold St., Janesville, 
Wis. 





SWITCHES — The Cole-Hersee push-pull 
momentary antenna switches, used to raise 
and lower power-operated antennas, and 
the three-position rotary switches, for op- 
eration of front and rear seat speakers, 
are designed to function with any 6 or 12- 
volt electrical system, it is claimed. They 
are supplied with ivory plastic knobs firmly 
attached with hardened set screws. Cole- 
Hersee Co., 20 Old Colony Ave., Boston 
27, Mass. 


x * * 


Inter-Office ‘Foto-Note’ 


A conception of inter-company 
correspondence techniques called 
“Foto-Notes” has been announced 
by Remington-Rand. It utilizes the 
Transcopy unit and provides a 
Transcopy print of an original let- 
ter with the answer written thereon 
and the original letter going to file. 
Details may be obtained from Rem- 
ington Rand, Sperry-Rand Corp., 
315 Fourth Ave, New York 10, 
N. Y. 





SPARK PLUG, WIRE TESTER—The ‘Live 


| Wire’ is a testing device that can detect a 


faulty spark plug, defective wire or a non- 
functioning cylinder in a matter of seconds, 
it is claimed. The device, 31 inches long, 
has a steel needle one-inch long for ease 
in contacting modern insulated plugs. The 
needle is held in an insulated handle at- 
tached to 7 mm high tension wire ending 
in a positive ground clip fastener. H. C. 
Sweet Co., 12345 Telegraph Rd., Detroit 
39, Mich. 





BALL BEARING—The Versa-Twin is a 
double-row ball bearing with high per- 
formance and controlled tolerances in 
which parts of the end product are used 
to form the inner and outer races, it is 
claimed. Each Versa-Twin bearing appli- 
cation is made to specific product require- 
ments. The Versa-Twin has the advantage 
of ball bearing performance with a spe- 
cific friction factor of .0015 against fric- 
tion factors up to eight times as much in 
many types of sleeve bearings. Hartford 
Steel Ball Co., 12 Jefferson Ave., West 
Hartford 6, Conn. 








SPLICE CAP INSULATOR—The Buchanan 
Nylon Splice Cap Insulator features an 
exclusive “‘snap-on-lock"’ design. Its con- 
struction is said to eliminate threading, 
wrapping, or twisting of insulator during 
installation and any possibility of its loos- 
ening in service. Security of attachment is 
made possible by ‘one-piece’ nylon con- 
struction with internal metallic retainer 
ring which allows the insulator to be 
quickly snapped in place over an_ in- 
stalled splice cap. The insulators are avail- 
able for use with two sizes of splice caps 
which splice normal circuit wiring from 
two No. 18s through three No. 8s or two 
No. 6s. Buchanan Electrical Products Corp., 
227 Route 29, Hillside, N. J. 


* * * 





VALVE, PISTON CLEANER—Practical Mfg. 
Co. has developed a machine, known as 
the KleerFlo Handi-Master, with two de- 
vices for cleaning valves and pistons. The 
valve cleaning device can also be removed 
and used on any standard shop lathe. The 
piston unit is semi-automatic and will 
clean any piston in 15 seconds, it is 
claimed. The mechanic, above, has placed 
a valve in the Handi-Master and is about 
to start the eight-second valve cleaning 
operation. Practical Mfg. Co., 2632 Nicol- 
let Ave., Minneapolis, Minn. 

ae 





CHUCK GAUGE—The Schrader Chuck 
Gauge has a one-piece body of durable 
plastic featuring a gauge unit that can be 
replaced without removing the gauge from 
the airline, it is claimed. A trigger button 
is said to give complete control of gaug- 
ing, inflating and deflating. It can be 
converted from an automobile range of 
10 to 40 pounds to the truck and bus 
range of 16 to 110 pounds by changing 
the gauge unit, it is claimed. A. Schrader's 
Son division, Scovill Mfg. Co., Inc.,.470 
Vanderbilt Ave., Brooklyn 38, N. Y. 

ee 


Duro Metal Ainauiinns 


Revolving Tool Selector 


The Duro-Chrome Revolving Tool 
Selector, which brings tools out on 
the counter where mechanics can 
handle and inspect them, has been 
developed by Duro Metal Products 
Co., Chicago. 

The selector contains four or six 
tool boards, enabling several cus- 
tomers to examine tools at the 
same time. 
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Kansas Dealer Poll Shows 
Okay of Bills in Congress 








Service World in Brief 


CHICAGO. — Herman J. Lange 
has been elected president of the 
newly organized Automotive Bat- 
tery Charger Institute. He pledged 
that the group would “promote the 
best interests of users, distributors 
and manufacturers of battery 
chargers.” 

Other officers are Kenneth Daw- 
kins, vice-president, and Leonard O. 
Zick, secretary-treasurer. Lange is 
with Marquette Mfg. Co., Dawkins 
with Franklin Mfg. Co., and Zick 
with Allen Electric & Equipment 
Co. 

Firms in the institute’s member- 
ship include Allen Electric, Associ- 
ated Equipment Corp., Basler Elec- 
tric Co., Fox Products Co., Franklin, 
Jordan Electrical Mfg. Co., King 
Electric Equipment Co., Marquette, 
McColpin-Christie Corp, Quick 
Charge, Inc., and Schauer Mfg. Co. 
Lange said others are expected to 
join. 


100 Years Old 
But General Trading Co. 


Could Claim 104 


ST. PAUL.—General Trading Co., 
wholesale distributor of hardware 
supplies and automotive parts, tools 
and equipment, is observing its 
100th anniversary. 

The firm actually can trace its 
origin back to an iron store started 
in 1851 by William R. Marshall. 
That store was purchased a few 
years later by John Nichols, Jesse 
A. Gregg and William Blake Dean. 

Today, two of Dean’s grandsons 
are officers of the firm. George W. 
Dean is secretary and Winter Dean 
is treasurer. Their uncle, Sidney B. 
Dean, is board chairman. Newest 
director is Sam Sweall, grandson 
of a founder of the original iron 
store. 

cd * * 
Chamois Folder Ready 


WASHINGTON.—Aid to the con- 
sumer in the care and proper uses 
of chamois is the aim of a folder 
distributed by the Sponge & Cha- 
mois Institute, Washington, D.C. 
The folder will be packed with 
every chamois distributed by the 
members of the institute. 

* Eo * 


Bar’s Products Moves 


To Holly (Mich.) Plant 


DEARBORN. —Bar’s Products 
Supply Co., manufacturer of Bar’s 
Leaks, has announced the removal 
of its Dearborn plant to enlarged 
facilities on a newly acquired 40- 
acre tract in Holly, Mich. 


The enlargement of production 
facilities has been accompanied by 
the development of a chain of 11 
factory, sales and distributing units 
working through jobbers from 
coast to coast, President Fred Bar- 
ton said. ‘ 

* 7 


Allen Electric Offers 
Engine Service Course 


KALAMAZOO, Mich.—Allen Elec- 


tric & Equipment Co. has an- 
nounced that a -course for modern 
engine service is being offered to 
mechanics by Allen wholesalers and 
service stations. 

The firm said it was designed to 
teach both experienced mechanics 
and beginners the proper method 
of using equipment, how to do a 
better job quicker and more accu- 
rately with more profit. Details 
may be obtained from Allen Elec- 
trical & Equipment Co., Kalamazoo, 
Mich. 


* * * 


Women Dig That Grease 


MILWAUKEE.—Women outnum- 
ber men by more than two to one in 
the automotive mechanics class at 
the vocational and adult school 
here, according to the instructor, 
Andrew Bottoni. “They (the gals) 
really go to it,” he said. The women 
also learn to wash and wax their 
cars. “Good exercise,” said Bottoni. 
“Keeps them slim.” 

* as x 


Battery Guarantees 


Extended by Reading 


READING, Pa. — Reading Bat- 
Inc., 


teries, is offering its Rebat 








Life-Line and Par-Line batteries, 
either dry or wet-charged, with 
new extended guarantees. Truck, 
bus and diesel units are included. 


A five-year guarantee is offered 
on Life-Line high capacity batteries 
with Climate Eye, up to 36 months 
on Par-Line (equipment size) bat- 
teries and up to 18 months on 
Econo-Line batteries which are 
available wet-charged only. The 
company also is featuring factory- 
approved acid in throw-away con- 
tainers, 12 quarts per case. 

* od * 


Safety Belts Win Favor 


In Pacific Northwest 


SPOKANE.—Seat safety belts are 
gaining wider acceptance among 
motorists, according to managers of 
two auto supply firms here. 

Richard E. Flynn, Thrifty Auto 
Supply Co., reports that most of his 
firm’s sales have been to owners of 
foreign cars. Ray M. Jones jr., 
Jones Auto Supply Co., also said 





that sales of the belts have been 


on the increase. 
* + * 


Progressive Tells Plan 
For Leasing Equipment 


DETROIT. — Progressive Welder | 


Sales Co. here has announced that 
it will offer its complete line of 
equipment, either standard or spe- 
cial design, on a lease basis. 


J. F. McRoberts, general man- 
ager, said the new plan will enable 
many manufacturers to obtain im- 
mediate possession and use of the 
equipment without impairing work- 
ing capital. 

Ba ~ * 
Clark Equipment Names 
4 New Distributors 


BUCHANAN, Mich. — The auto- 
motive division of Clark Equipment 
Co. has named four new distribu- 
tors for its transmissions, torque 
converters and axles. 


The companies and their terri- 
tories are John M. Shank Co., White 
Bear Lake, Minn., Midwest; H. A. 
Davis Power Equipment Co., Dallas, 
Texas distributor; Brunken Corp., 
Ashtabula, O., eastern seaboard, 
and Richler Bros., Montreal and 
Toronto, Ontario and Quebec dis- 
tributors. 

















— Rotary friction 


Up and down friction 
adjustment 
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TOPEKA. — The Kansas Motor| tered throughout the remaining 


Car Dealers Assn. has reported that 
a poll taken among dealer-members 
has overwhelmingly supported pas- 
sage of legislation now before Con- 
gress. ; 

The poll showed the following 


results: 
Did not 
Type of bill Yes No Answer 


Bootleg (H.R. 2688).. 97 3 0 


Territory Security 
(H.R. 6544) 74 23 3 


Lien Law (H.R. 5786) 97 2 1 
Excise Exemption 


(H.R. 5558) ............ .93 7 0 
Phantom Freight 
CEs GR) iiscccnscvessces 95 5 0 


Exactly 100 dealers had answered 
the questionnaire within one week 
after being mailed out and the 
greatest response was from dealers 
selling less than 150 new units. 

Forty-five of those replying were 
in the under-50 category, 32 in the 
under-150 which left 23 replies scat- 


categories. 

The Kansas dealers were re- 
minded by the association that 
Oklahoma Democrat, Senator A. 
S. Monroney said that the bootleg 
bill would be passed provided 
dealers would write or contact 
their Congressmen and support 
the bill. 

The KMCDA urged all dealers to 
write to the lawmakers while they 
were home and to fill out and 
return its questionnaire. 


Scholarship Set 


PITTSBURGH.—Pittsburgh Plate 
Glass Co. is offering for the fourth 
straight year its $4,000 science and 
engineering scholarship to an out- 
standing male high school senior 
at Mount Vernon, O., according to 
Richard B. Tucker, vice-president. 

Mount Vernon is the site of the 
company’s largest window glass 
producing plant. 


eee as ad ae 
SPOTLIGHT” 


adjustment 





Custom brackets for 
all cars and trucks 
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You will never see any UNITY Spotlights sold at cut prices under UNITY name or under a 
different name or trademark. UNITY protects the dealer ... that is why UNITY Spotlights 
are called “THE CAR DEALER'S SPOTLIGHT”. 


Three-tube construction @ Heavy duty gears @ Custom brackets © Brass construction © 
Electro-Chemical plating @ Silver plated contacts @ Rugged construction © Glass sealed 
beam © Offset mirror @ 360° turning radius. 


Most useful emergency light to read street signs, house numbers, road objects, night driving, 
ete. Used by State and City police, fire departments, everywhere. Preferred by car and 
truck manufacturers. 





MANUFACTURING COMPANY 
Makers of spotlights, outside rear view mirrors, fog lights, back-up lights, 


police and fire lights, deck lights, searchlights and emergency lights. 


2909 SOUTH INDIANA AVENUE ° 


CHICAGO 16, ILLINOIS 


Outside stationary tube locked 
tightly by mounting brackets 










UNITY 


protects the car 
dealer’s retail sales — 
by distributing only 
through legitimate 


wholesalers — never 
through chain stores 
or other cut-price 
channels. 










Highways 


Headlight glare reduction by a 
different method is incorporated in 
an automobile headlighting system 
being developed at Battelle Insti- 
tute, Columbus, O. 

Instead of lowering and dimming 
headlights to reduce glare in the 
eyes of an approaching driver, the 
system is designed to cast a sha- 
dow over that portion of the road 
occupied by oncoming cars. This 
leaves normal, long-range light on 
the lane in which the equipped car 
is driving, Battelle said. 

Using the basic ideas patented 
by the inventor, E. P. Bone, Cincin- 
nati, Battelle electrical engineers, 
working on a project for the Mid- 


Fallsington Ford Assists Driver Training— land Discount Co., Cincinnati, have 
produced a demonstration unit of 


Thomas DeGeorge, manager of Fallsington Ford, Morrisville, Pa., second from left, the mew. éevies. 
presents keys to three Fords to officials of Pennsbury High School for use in the; One advantage cited for the 
school’s driver-training program. From left: C. Edwin Max, Auto Club of Philadelphia; Bone-Midland system is that the 
DeGeorge; Richard Currier, director of secondary education at the school, and Wil- | driver of an equipped car can have 


; ‘s as good or better visibility than 
liam W. Ingraham, assistant school superintendent. ioe chthined with gvenuns seat 


beams, but his headlamps _ will 
throw very little light toward the 


IT’S 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 








Yes, it’s ARO lube equipment in 
12 of the 16 modern service stations 
along the newly opened 241 mile 
Ohio Turnpike. 

Saving time in lube service—produc- 
ing top profits with ARO efficiency and 
dependability—explain why AROLUBE 
equipment gets the call in more and 

See your automotive wholesaler. 


ice stations! 


THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIO 


Aro Equipment of California, Los Angeles, Calif, 
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approaching driver. It is antici- 
pated that seeing distance with the 
Bone-Midland headlamp will be 
about 500 to 1,000 feet, even while 
meeting and passing an approach- 


ing vehicles. 
* * 


PowerAid Caution 
Urged in Winter 


Care should be taken not to over- 
control cars with power brakes and 
power steering when driving on ice, 
according to a booklet on winter 
driving hazards published by the 
National Safety Council. 

Arnold Vey, director of traffic 
for the Council, said, “Many driv- 
ers have not been adequately in- 
structed in using the new equip- 
ment, especially under winter con- 
ditions. We need a new look at 
some of the ABCs of driving to- 
day’s cars safely and skillfully. 

Single copies of the book are 
available by writing the Committee 
on Winter Driving Hazards, Na- 


more of the leading garages and serv- 


It will pay you also to look into the 
beautiful new AROLUBE Reels for 
more profits in your operations. Choice 
of reels for chassis, gear, motor oil, air, 
water, automatic transmission . . . easily 
installed in any combination of units. 


Aro Equipment of Canada, Lid., Toronto 15, Ontario ® 
Offices in All Principal Cities a ME 
eee T eee 


Products . . . Grease Fittings 










tional Safety Council, 425 N. Michi- 
gan Ave., Chicago 11, Ill, 
* *- * 


Ford to Publish Book 
On Highways, Traffic 

Forthcoming publication of a “do- 
it-yourself” book as a contribution 
to solving the nation’s highway and 
traffic problems was announced last 
week by Henry Ford II, president, 
Ford Motor Co. 

Titled “Freedom of the American 
Road,” the 120-page volume will 
contain actual case histories of 
what many local communities and 
states have accomplished in high- 
way and traffic improvement, and 
the stories of people responsible. 

It will be distributed free to in- 
terested individuals and organiza- 
tions throughout the nation about 
Feb. 1. 


Finances ‘Bottleneck’ 


L. A. Freeway Program 


State Highway Commissioner 
Robert E. McClure, speaking to the 
Beverly Hills (Calif.) Realty Board, 
warned that Los Angeles faces 
from 10 to 15 years of ever-increas- 
ing traffic congestion before its 
major freeways can be completed 
under existing financing arrange- 
ments. 

He said Los Angeles County will 
have only $72,000,000 in state high- 
way funds to apply to a $1,069,500,- 
000 freeway construction program. 
“If the next session of Congress 
fails to pass a big national highway 
program, then,” he said, “the people 
will have to consider very seriously 
some method of bond financing.” 

+ * * 


Mishaps Rise, Deaths Drop 
On Canadian Highways 


Prosecutions for traffic offenses 
across Canada increased sharply in 
1954, rising to 2,001,416 against 
1,773,432 in 1953, the Canadian Gov- 
ernment has reported. 

Police investigated 162,788 traffic 
accidents against 162,345 in preced- 
ing year, reporting 756 persons 
killed last year compared with 806 
in 1953 and 33,289 injured against 
34,803. 

* * 


U. of M. to Step Up Research 


On Transport Problems 


The University of Michigan last 
week announced a plan to step up 
its research and instructional ef- 
forts in a grass-roots campaign 
against transportation problems. 

The proposal would cost around 
$400,000 for the first year and the 
university has been asked to ap- 
proach the Legislature for support 
as present financial aid has proved 
inadequate. 


Gov. Knight Fears 
Possibility of 
‘Safety Last’ 


“In our driving desire to build 
the finest, fastest and most efficient 
car in the world, are we paying too 
little attention to safety factors?” 
Gov. Goodwin C. Knight asked his 
annual traffic safety conference in 
Sacramento, Calif. 

He added: “In our demands for 
greater power and faster speed, are 
we not losing the contest for 
greater safety? I urge everyone to 
take a long, new look at our cars, 
and to see to it that every possible 
mechanical safeguard is provided 
for drivers and passengers.” 

The governor seemed, however, to 
blame most of the carnage on Cali- 
fornia streets and highways on 
careless drivers. “It is a sad fact,” 
he said, “that many persons will 
not behave in traffic.” 

Four steps were advocated in law 
enforcement. They are: establish- 
ment of radar speed traps; legisla- 
tion to authorize standard chemical 
tests to determine degrees of intoxi- 
cation; fixed highway speed limits, 
geared to need for maintaining 
safety on each stretch of highway 
and consideration of uniform state- 
wide court penalties for traffic vio- 


lations. 
* 


Atlanta Students Ask 


Tighter License Laws 
Atlanta high school student lead- 
ers want the State to tighten up 
on driver’s license examinations. 
The Atlanta Teen-age Traffic 
Conference passed resolutions favor- 
ing driver’s examinations every five 
years, including reaction and writ- 
(Continued on Page 43, Col. 1) 


- 


fo 






nnmnna =—@® 


— 


Pe a ee 


a 2 ob = OO oe ee 





ee 


& 






Highways & Safety 


AUTOMOTIVE NEWS, NOVEMBER 21, 1955 


(Continued from Page 42) 


ten knowledge tests; yearly car 
inspections; a uniform traffic code; 
a digest of traffic laws that can be 
easily understood; a law allowing 
learners to drive within city limits; 
improvement of rural roads, and 
placing white crosses where persons 
have been killed. 

The conference was sponsored by 
the Atlanta Public Schools and the 
Atlanta Traffic Safety Council and 
was attended by students from 
Atlanta and nearby counties. 

cd + * 


Insurance Agents Praised, 


Honored for Safety Effort 


Highway safety projects carried 
on by insurance agents throughout 
the U. S. have been praised by Mar- 
land K. Strasser, Assn. of Casualty 
& Surety Companies, when he pre- 
sented awards to six local agents’ 
groups during the Los Angeles con- 
vention of the National Assn. of In- 
surance Agents. 

Certificates of merit and checks 
for $250 were given to each of the 
following groups: Grand Ledge, 
Mich.; Columbia City, Ind.; Winter 
Park, Fla.; Hobart, Okla.; Orlando, 
Fla., and Fresno, Calif. The Florida 
association won the state award. 

* * oJ 


°53 Drivers License Act 
Upheld by Illinois Court 


The Illinois Supreme Court has 
upheld a section of the 1953 driver’s 
license law that requires courts to 
submit reports of traffic convictions 
to the state secretary. 

The law gives the state secretary 
mandatory and discretionary pow- 
ers to revoke and suspend the 
licenses of drivers committing seri- 
ous or repeated violations. The 
secretary may suspend licenses in 
some cases even before conviction. 

* + * 
Cooperate on Road Plan, 
Highway Groups Urged 

All segments of the highway 
transportation industry should 
work together to achieve sound 
Federal and state road programs, 
Arthur C. Butler, director of the 
National Highway Users Confer- 
ence told the Pennsylvania Motor 
Carriers Assn. 

He stressed the necessity of 
prompt action on the highway 
problem and said, “I can think of 
no greater service which the high- 
way transportation groups could 
render to the nation than to give 
close and earnest attention to this 


matter.” 
* * * 


Auto Accidents Viewed 
As Health Problem 


Automobile accidents will be con- 
sidered as a public health problem 
in the Hermann M. Biggs Memorial 
Lecture of the New York Academy 
of Medicine, which will be pre- 
sented Feb. 2 in the form of a sym- 
posium. 

Speakers will include John O. 
Moore, director of the automotive 
erash injuries research project at 
Cornell University; Dr. Herbert J. 
Stack, director of the center for 
safety education at New York Uni- 
versity; Paul H. Blaisdell, director 
of the traffic safety division of the 
Assn. of Casualty & Surety Cos., 
New York, and T. T. Wiley, New 
York’s commissioner of traffic. 

* + * 


Gasoline Tax 
Collections Rise 
In Six States 


Motor fuel tax receipts are con- 
tinuing to show increases over col- 
lections for comparable periods @ 
year ago, according to the latest 
revenue reports from state capitals. 

Among those showing rises in 
collections are: ; 

Arkansas: September, $2,898,497; 
an increase of $300,000 over 1954. 

Iowa: Nine months, 1955, $42,910,- 
494; gain of more than $4,000,000. 
However, a one-cent boost became 
effective July 1, 1955. 

Montana: September, $2,689,356. 
This compares with $1,985,182 col- 
lected in the same month of 1954. 

Ruope Istanp: First fiscal quar- 





ter, $833,370; increase of $94,924 
over the same period of 1954. 

TeNNeEsseE: First fiscal quarter, 
$15,825,500; increase of 11 percent. 

Wyrominc: September alltime 
monthly high of $818,201.21; in- 
crease of $76,882.78 over last year. 
This does not include the one-cent 
tax collected for the state’s farm- 
to-market road program. 

+ * * 


Freeway Drivers Blamed 


|For 7 Pct. of L. A. Deaths 


Freeways have accounted for 7 
percent of the 257 traffic deaths in 
Los Angeles this year, according to 
the Automobile Club of Southern 
California. There have been 18 
fatalities on the 32 miles of freeway 
patrolled by Los Angeles police. 

The 7 percent figure is a “rela- 
tively low rate,” the club said. 

It advised slow drivers to keep to 
the right on freeways and urged 
all motorist to adjust speed and 
following distance to the flow of 


traffic and weather and to avoid 


abrupt lane-changing by planning & 
* 


ahead. * 
Aid on Training 
Brings Tribute 


A special tribute was paid Miami 
dealers for their cooperation in the 
driver training program in Dade 
County high schools. 

Robert J. Finley, manager of the 
AAA’s South Florida branch, and 
T. J. Bleier, supervisor of health 
and physical education in the 
schools, said progress would have 
been impossible without the gen- 
erosity of dealers who supplied cars 
for the classes. 

Bleier said 7,946 students have 
taken driver training courses. 


Pontiff ‘Urges 
‘Golden Rule’ for 
All Road Users 


A plea that highway developers 
and planners, as well as motorists, 
practice the “golden rule” was 
voiced by Pope Pius XII in an au- 
dience with 500 delegates to the sec- 
ond world meeting of the Interna- 





hs 


the Quick, TuRN OVER, 


Gloorly 

“You can have the physical as- 
sets for 50 cents, but the goodwill 
will cost you $50,000!” 





tional Road Federation in Rome. 

The Pontiff suggested as a theme 
the Scriptural quotation, “Therefore 
all that you wish men to do to you, 
even so do you also to them” (Matt. 
7:12). 

Citing the economic, religious, 
educational and health benefits of 
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roads, the Pope declared that the 
health of both the body and the 
spirit benefits from roads. 

On highway safety, he pointed 
out that police alone cannot pre- 
vent road perils and called upon all 
drivers to observe a proper safety 
margin. 

* * 
Michigan Group Slaps 
Driver-Licensing Setup 

“The State has licensed murder— 
on the highways,” charges the Citi- 
zens Research Council of Michigan 
in a blast at Michigan’s driver- 
licensing setup. 

“It is tragically fatal,” the coun- 
cil says, “for a state to squabble, 
as Michigan officialdom and citi- 
zens are, over whether 300 local 
law enforcement agencies should 
issue licenses. If highway safety 
begins with the driver, then the 
minimum is a centrally and uni- 
formly system.” 

The council says that such a step 
would be only a beginning. 

* * + 


Unmarked Police Cars 
In an effort to cut Ontario’s 
accident toll, the province has an- 
nounced that unmarked police cars 
will be used on highway patrol. 
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feed Ho! That seems to 
be the main theme of the lat- 
est population statistics, That and 
the old song “How Ya Going to 
Keep ’em Down on the Farm After 
They've Seen Paree?” 

The movement west and the shift 
from farm to city long has been 
apparent. But it is news when 
Alaska scores twice as large an in- 
crease as any other state or terri- 
tory and that Nevada—with Ari- 
zona running second—outstripped 
all the states. Military installa- 
tions? Just plain pioneering in- 
stincts? 

Some interesting —and some 
puzzling—things emerge when the 

census figures are tied in with 
current news. For example, the 
south’s having the largest aggre- 





gate population seems to fit in 
with New England’s being a “dis- 
stressed area” because of the 
southern flight of textile mills. 


Yet, that neat conclusion is upset 
by the fact that the northeastern 
states show a 6.10 percent rise and 
only Maine and Vermont lost popu- 
lation while the south shows a mere | 
5 percent rise with five states—if 
you count Oklahoma—losing popu- 
lation. 

* ” oe 
eee ont Pennsylvania— 
another “distressed area”— 
since anthracite lost the household 
fuel fight to oil and gas—managed 
to increase its population slightly. 

It looks as if the new plan to set 
up an agency to help these areas 
will have Congress back of it, 
though advice and perhaps prefer- 
ence in government bids—not 
money—will be the methods used. 

Didja know that non-skid car- 
riers in what has been called 
“operation crap table” airlifts 
3,000 persons a month to Reno 
and Las Vegas? Though Reno is 
currently broke, because of anti- 
quated tax laws? 

At the same time the Virgin 
Islands, another popular divorce 
resort, showed the biggest drop in 
population of any state or territory. | 
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Head Ford Merchandising Alumni— 


Newly elected officers of the Ford Merchandising School alumni in Ford's central 
region pose with L. W. Smead, Ford general sales manager, center, at the group's 
reunion at Colorado Springs. From left are William B. Chambers, Des Moines, secre- 
tary-treasurer; Robert N. Wimbush, Denver, president; Smead; James A. Auffenberg, 
Belleville, ill., vice-president; and G. P. Montagnet, central regional sales manager. 





The Negro population looking for| gain. More resources? Better local 


|a higher standard of living? And | administration? 


yet, in spite of the tremendous in- | ze: Sean 
flux of Puerto Ricans into the|"J‘HE biggest shift from farm to 
states, Puerto Rico showed a slight| ~ city, strangely enough, started 
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in 1940 and increased during the 
period of wartime farm prosperity. 
Did the farm youth serving Uncle 
Sam get a taste of the cities? In 
view of the present farm surpluses 
could they go back to the farms 
now even if they wanted to? 

Another surprise! Although the 
economists and psychologists have 
been worrying about the plight of 
the young who couldn’t marry early, 
because of college and the high cost 
of living, it evidently ain’t so! In 
1890 the average man married at 26 
and the woman at 22. Today he 
weds at 22, his girl at 20. 

Tie that in with the prediction 
that by the year 2,000 life expect- 
ancy will be 100 years and it looks 
as though we are going to have 
to change a lot of our thinking. 
The market is getting bigger and 

broader all the time. Will the 
young continue to be our main 
sales target? 

Of particular interest to automo- 
tive men: The three major causes 
of death are respectively heart, 
cancer and accidents. Heart and 
cancer research may soon put acci- 
dents in the No. 1 position. What 
is the industry doing about it? 

a” * * 
BEGINNING has been made 
with car inspection, better 

highways, safety education, traffic 
research and the new safety de- 
vices. Ford reports that 70 percent 
of its customers order crash-pad- 
ding and 20 percent want seat belts. 


Army surplus stores are featur- 
ing seat belts and now there is a 
move for compulsory insurance, 
the race for more horsepower has 
been criticized and many pedes- 
trian deaths Have been blamed on 
lethal car ornaments that lacerate. 


Can the automobile afford to be 
the No. 1 killer? 

P. S. Waa-al! With over 162 mil- 
lion people in the U. S. today and 
an expected 55 million more by 1975, 
with people marrying younger, liv- 
ing longer and moving around more 
than ever and science making dra- 
matic changes in all fields, sit your- 
self down with the census figures. 

You can have a lot of fun specu- 
lating. And you might come up with 
some basic ideas that could put a 
lot of dollars in your jeans. 


Tire Output Up, 
But Shipments 
Fall 11 Percent 


NEW YORK. — Manufacturers’ 
production of passenger tires dur- 
ing September amounted to 7,882,- 
305 units, an increase of 3.92 per- 
cent from August when 7,585,098 
tires were produced, according to 
the Rubber Manufacturers Assn. 

Shipment off 7,188,565 passenger 
tires in September was 11.28 per- 
cent below the 8,102,642 units 
shipped during August. Inventories 
in the hands of manufacturers at 
the end of September were 12,407,- 
029 tires, an increase of 6.63 per- 
cent from the 11,635,653 tires in 
stock on Aug. 31. 


Shipments of truck and bus tires 
for the month totalled 1,264,115 





| units, 6.99 percent below the pre- 


vious month’s shipments of 1,359,- 
147. Production for September was 
1,242,458 units as compared with 
1,131,950 units in August, or an in- 
crease of 9.76 percent. Inventories 
at the end of September were 2,- 
267,456 tires, for a decline of less 
than 1 percent from the 2,272,333 
units on hand at the end of August. 


Shipments of automotive inner 
tubes in September amounted to 
3,260,647 units, 12.66 percent below 
the 3,733,255 inner tubes shipped a 
month ago. Production of 3,168,794 


‘|units was up 8.41 percent from the 


previous month’s production of 2,- 
922,881 tubes. Inventories at the 
month’s end were 5,966,024 tubes, 
as compared with 5,917,200 tubes 
in stock at the end of August or an 
increase of less than 1 percent. 


Chevrolet V-8 Offers 
New AC Oil Filter 


FLINT.— AC Spark Plug division 
has announced that it now is in 
high-volume production of a new 
full-flow oil filter for 1956 Chevro- 
let V-8 engines. It is optional 
equipment at extra cost. 

AC also reported that its filters 
now are the factory-installed oil 
filter for every make of General 
Motors car. 
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Fruehauf Trailer Co. 
sales totaling $164,151,437 for the 
first nine months of 1955, compared 
with $113,207,206 in the same period 
of 1954. : 

Net earnings for the 1955 period, 


the company said, amounted to $5,- | 


838,169, compared with $3,410,483 


last year. 
* * 


Air Reduction Sales Gain; 
Net Rises to $3,184,134 


Net income of Air Reduction Co., 
Inc., for the third quarter was $3,- 
184,134, compared with $1,569,919 for 
the same period of last year. 

Third-quarter sales amounted to 
$38,342,689, compared with $31,120,- 
266 in the 1954 period. 

~ * cd 


National Motor Bearing 


National Motor Bearing Co., Inc., 
first nine months, 1955 vs. 1954: Net 
sales, $14,122,428 and $11,964,195; net 
profit, $657,853 and $822,349. 

* * aa 


Commercial Eredit Surplus 
Hits Record $19,568,689 


Consolidated net income on the| 


common stock of Commercial 
Credit Co. credited to earned sur- 
plus for the first nine months was 
reported at a record $19,568,689, 
compared with $17,960,899 in the 
same period of 1954. 

Gross receivables acquired by 
Commercial’s finance companies for 
the nine months were $2,714,071,980, 
compared with $1,790,783,358 for the 
same period of 1954. Net income of 
the finance companies for the nine 
months was $11,897,104, compared 
with $10,749,003 for the same period 
of 1954. Bis og 

* 


Standard Products 


Standard Products Co., first fiscal 
quarter ended Sept. 30, 1955 vs. 1954: 
Net profit, $496,881 and 
sales, $8,455,772 and $4,509,290. 

* * * 


Auto-Lite Profit Zooms, 


Reaches $6,797,122 


Electric Auto-Lite Co. reported 
consolidated net sales of $213,396,097 
for the first nine months, compared 
with $134,326,043 for the same pe- 
riod of 1954. 

Net earnings for the nine months 
amounted to $6,797,122, compared 
with $120,796 for the same period 
of last year. 

? - * * 


Westinghouse Profits Dip; 
Work Stoppages Blamed 


Third-quarter sales and earnings 
of Westinghouse Electric Corp. 
dipped below the comparable 1954 
period, President Gwilym A. Price 
announced. He blamed the decline 
on work stoppages called by the 
CIO Electrical Workers. 

Third quarter sales were $378,- 
468,000 compared with $401,674,000 
in the third quarter of 1954. Net in- 
come for the 1955 quarter was $14,- 
422,000 compared with $17,285,000 
last year. 


+ z * 
Warren Petroleum Stock 
To Be Traded for Gulf 


An agreement between Gulf Oil 
Corp. and certain major stockhold- 
ers of Warren Petroleum Corp., 
covering the basis for the exchange 
of Warren stock for Gulf stock, has 
been announced by W. K. White- 
ford, Gulf president, and W. K. 
Warren, chairman of Warren. 

The basis will be eight-tenths of 
one share of Gulf stock for each 


Share of Warren stock. 
am * * 


$39 Million Sheller Sales 


Set Nine-Month Record 


Sheller Mfg. Corp. reports that 
net sales for the nine months ended 
Sept. 30 were higher than for any 
comparable period in the company’s 
history. Sales totaled $39,191,504, 
representing an increase of 48.7 
Percent over the $26,349,468 volume 
of the preceding year’s correspond- 
ing period. 

Third-quarter sales were $10,822,- 
306, compared with $7,517,116 for 
the same months of 1954. 

Net income for the first three 
quarters amounted to $2,679,546 as 


reported ; 


$116,536; | 


On the Financial Front 








against $2,058,630 for the previous 
year’s comparable period. Third- 
quarter net income was $753,670, 
compared with $602,703 for the like 
quarter of the preceding year. 

* * * 


National Malleable 


National Malleable & Steel Cast- 
ings Co., nine-month report, 1955 
vs. 1954: Net profits, $1,507,056 and 
$5,138 (loss); sales, $42,853,258 and 
$27,494,562. 


Associates Income Up 
10.2% in 1st 9 Months 


Associates Investment Co. and 
subsidiaries reported consolidated 
net income of $13,559,298 for the 
nine months ended Sept. 30, 1955, 
an increase of 10.2 percent over the 
$12,303,883 reported for the first 
three quarters a year ago. 

Robert L. Oare, board chairman, 
said that retail motor vehicle in- 


| stallment purchases, the company’s 


main income source, vaulted to 


$594,246,091, up 52.9 percent from 
$388,527,293 in the first nine months 
of 1954. 

ee * «* 


General Finance 
General Finance Corp., Chicago, 
nine-month report, 1955 vs. 1954: 
Volume, $106,379,000 vs. $71,288,000; 
earnings, $1,943,687 vs. $1,393,432. 


* * * 


Twin Coach 
Twin Coach Co., Kent, O., nine- 
month report 1955 vs. 1954: Loss 
$79,707 and $1,273,306 profit; sales, 
$17,840,000 and $34,822,000. 


* * * 


Eaton Sales Top $158 Million; 


Net Amounts to $9,270,992 


Sales of Eaton Mfg. Co. and its 
| subsidiaries for the nine months 
ended Sept. 30, 1955, amounted to 
$158,904,807, an increase of 28 per- 
|}cent over last year’s $124,050,184. 
Net income aggregated $9,270,992, 
|compared with $6,315,421 for the 
first nine months of 1954. 
* * ok 


Tung-Sol Electric 


Tung-Sol Electric Inc., Newark, 
N. J., three-quarter report, 1955 vs. 
1954: Sales, $36,051,818 and $28,103,- 





|694; net earnings, $2,286,511 and 
| $1,478,493. 


* * * 
Federal Screw Works 


Federal Screw Works, Detroit, 
| first quarter report (fiscal year be- 
gan July 1), 1955 vs. 1954: Net 
profit, $116,869 and $50,193. 

* x * 


Houdaille Shareholders 


To Vote on Name Change 


Shareholds of Houdaille-Hershey 
Corp. will consider a proposal to 
change the firm’s name to Hou- 
daille Industries, Inc., at a special 
meeting in Detroit Nov. 22. 

It has been suggested that with 
increased diversification, the new 
name would be more descriptive of 
the company’s activities. 

aa ca + 


100% Stock Dividend 
Declared by Fruehauf 


| Fruehauf Trailer So., Detroit, has 
|declared a 100 percent stock divi- 
dend payable Jan. 31 to sharehold- 
ers of record Jan. 13. 

The directors also declared a 35- 


shares, payable March 1. Previous 
regular quarterly payment was 50 
cents on the old shares. Sharehold- 





cent quarterly dividend on the new. 


common shares from 3,000,000 to 
10,000,000. 


3-"" Sales Top 71 Million 


To Set Quarterly Record 


Third-quarter sales of Minnesota 
Mining & Mfg. Co. totaled $71,067,- 
503, largest quarterly volume in 3-M 
history, the company reported. 

The previous sales record was 
$68,262,655 in the. second quarter of 
this year. Third-quarter earnings 
after preferred dividends were $8,- 


904,112, also a record. 
* * * 


Crowell-Collier Listed 


Crowell-Collier Publishing Co. 
common stock has been listed ‘on 
the American Stock Exchange. 

* * * 


General Acceptance Sets 


Volume, Earnings: Records 


Volume and earnings of General 
Acceptance Corp., Allentown, Pa., 
in the first nine months of 1955 
were the best in the company’s his- 
tory, according to F. R. Willis, 
president. 

Earnings were $1,177,356, a gain 
of 21 percent for the same period a 
year ago, and volume reached $108,- 
737,469, up 53 percent from the first 


ers also increased the authorized | nine months of 1954. 
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1525-ib. Marlin, the 
women’s world’s 
record, caught by Miss 
Kimberly Wiss on a 
Penn Senator Reel with 
friction drag using J-M 
Style #600 lining. 


Two-story high Danly unit for 
stamping automobile parts using 
J-M Clutch Disc Inserts. 
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Equipment can be controlled more efficiently 
with J-M Asbestos Friction Materials 


Johns-Manville Asbestos Friction 
Materials meet a wide range of appli- 
cations. Whether you need a tiny brake 
material for a fishing reel . . . or a 
rugged clutch facing for a powerful 
machine press, Johns- 


help you. 


Precision manufactured, depend- 
able Johns-Manville Friction Materi- 
als are available in low, medium and 
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high friction coefficients. These lin- 


neered to withstand severe shock, 
maintain friction stability under crit- 
ical temperatures, provide smooth 
action at a low rate of wear. If your 
requirements demand a friction ma- 
terial that must be custom-made for 


Research facilities are available to help 


are specially engi- 


the Johns-Manville 


develop that just-right formulation. 
Whatever your friction mate- 
rial problem, the J-M Friction Ma- 
terials Specialist is at your service. 
Or, write for reference booklet that 
contains a complete description of 
J-M Friction Materials and a handy se- 
lector chart. Address Johns-Manville, 
Box 60, New York 16, N. Y. In 
Canada, Port Credit, Ontario. 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction last 
week declined $4, according to Automotive News’ index. 

Only two models on the index—oldest and newest—showed price 
increases. The average price of ’56s went up $25 from its introductory 
average, while the price of ’49s rose $4. 

All other models were set back, as follows: ’55s, down $1; ’50s, down 
$1; 51s, down $9; ’53s, down $11; 52s, down $13, and ’54s, down $29. 

Record lows were established by prices for all models except ’56s, 


"50s and '49s. 


At a group of representative auctions last week, the average number 
of consignments was 160, compared with 159 a week earlier and 178 a 
month earlier. The sales percentage was 74.3, highest recorded since 
April. The ratio had been 70.6 in the previous week and 70.5 in the 


comparable week of October. 
Al ION’S 


Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive and (ps) indicates power steering. 


if 


m3 


wie 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 4.) 
(Sold 165 cars out of 203 offerings.) 


BUICK—’55 Century Riviera, $2,490* (ps), 
© $2,300* (ps); Super Riviera, $2,180°. ’53 
Super 4-dr., $1,155*. °51 Super 4-dr. 
. Soe Neb bé $450. °50 Super Riviera, $400*; 2-d 


THE a ety $335*; RM 4-dr., $100*. '49 Super 2-dr., 


$180. 
FOUNDRY DIVISION 


he 

tit. 2) CADILLAC—’55 (62) coupe de Ville, $4,- 
190* (ps), $3,850* (ps); coupe, $3,680* 
(ps). ’54 (62) coupe, $2,865* (ps). ’52 
(62) 4-dr., $1,525°*. 

CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,470*; Bel Air (6) Sport coupe, $2,290*; 
Two-ten (8) station wagon, $2,195*; 
4-dr., $2,050. '55 Two-ten (8) 2-dr., $1,- 
500. '54 Two-ten 2-dr., $965. '53 Two-ten 
Sport coupe, $925; 4-dr., $710. ’52 SL 
Deluxe Bel Air, $610. °51 SL Deluxe 4- 
dr., $430*, $405*, $250. °50 SL Deluxe 
2-dr., $335; FL Deluxe 2-dr., $240. ’49 
FL Deluxe 2-dr., $275, $120. 

CHRYSLER—’53 Windsor 4-dr., $825*; club 
coupe, $815*. 50 Windsor 4-dr., $410. 

DeSOTO—’53 Fire Dome (8) 4-dr., $720. 
’52 Fire Dome (8) 4-dr., $475. '49 Cus- 
tom conv., $215; Deluxe 4-dr., $160. 

DODGE—’ 54 Coronet 4-dr., $955*. °53 Cor- 
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CHATTANOOGA 2, 
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Build your business with satisfied customers. 


/ . . 
Restore ‘‘new car performance with the same checking 


equipment used by the car manufacturers. 
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Steering Service Equipment 


JOHN BEAN DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
LANSING 4, MICHIGAN 


LL 
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onet 4-dr., $595*, $575. "52 %-ton pickup, 
$595. °51 %-ton pickup, $425. 


FORD—'56 Fairlane (8) Victoria, $2,305*; 
4-dr., $2,110*%; Custom (8) 4-dr., $2,- 
040°, $1,900, $1,850. '55 Fairlane (8) 
conv., $1,780*, $1,750*; Victoria, $1,690*; 
4-dr., $1,665*, $1, 595°. ’54 Custom (8) 
4-dr., $960. 53 Custom (6) 2-dr., $745*, 
$610; Custom (8) 2+dr., $695, $615. ’52 
Custom (8) 4-dr., $645. °51 Custom (8) 
2-dr., $415, $370, $340*, $335. 

HUDSON—’55 Rambler 2-dr., $1,080. 


LINCOLN — ’56 Premiere coupe, $4,355* 
(ps). ’54 4-dr., $1,480*. ’°53 Cosmopoli- 
tan 4-dr., $1,150*, 


MERCURY — ’56 Custom station wagon, 
$2,710*. ’54 Monterey 2-dr., $1,335*; 4- 
dr., $1,005*. °52 coupe, $835*; 4-dr., 
$380*. 51 4-dr., $535*, $345*. 


NASH — ’54 Statesman 4-dr., $950*. °'52 
Statesman 4-dr., $355*, °51 Statesman 
4-dr., $160. 


OLDSMOBILE—’56 (98) Holiday, $3,320* 
(ps), $3,315* (ps); (88) Holiday, $2,- 
750*, $2,680*; 4-dr., $2,615*. °55 (98) 
Holiday, $2,695* (ps); (88) Super Holi- 
day, $2,400*; Deluxe Holiday, $2,360* 
(ps). °53 (88) 2-dr., $1,080*° (ps). ’52 
(88) 4-dr., $860*. 

PACKARD—’ 54 Clipper 4-dr., 
$1,080*. 

PLYMOUTH—’54 Savoy 4-dr., $940. °53 
Cranbrook 2-dr., $540, $500; 4-dr., $485. 
’52 Cranbrook 4-dr., $390. ’51 Cranbrook 
2-dr., $170; Belvedere, $150. 
Deluxe 4-dr., $145. 

PONTIAC—’56 Chieftain (8) 4-dr., §$2,- 
275*. ’55 Star Chief (8) Catalina, §$2,- 
260* (ps); Chieftain (8) 2-dr., $1,695*, 
$1,550*. °52 Chieftain (8) Catalina, 
$750*; 2-dr., $505, $495*. °51 Silver 
Streak (8) 2-dr., $440*, $335*. 

STU DEBAKER—’53 Champion 2-dr., 
*52 Champion 4-dr., $230*. 

WILLYS—’53 station wagon, $465*. 


DENVER 


(Denver Auto Auction. Sale every Fri- 

day. Prices are for sale of Nov. 4.) 
(Market good. Sold 176 cars out of 
332 offerings.) 

BUICK—’55 Special Riviera, $2,315* (ps), 
$2,280*, $2,270*, $2,250*, $2,200°, $2,- 
175*. °54 Century Riviera, $1,545*; Spe- 
cial 4-dr., $1,280, $1,190*. ’53 RM Rivi- 
era, $1, 545°; Super Riviera, $1,030* (ps), 
$1, 630°. "52 Super Riviera, $840*. ’51 
Super 4-dr., $495*; Special 4-dr., $385*. 

CADILLAC — ’55 Eldorado conv., $4,800* 
(ps); (62) 4-dr., $4,050* (ps); coupe, 
$3,950* (ps), 4 at $3,755* (ps). ’54 (62) 
coupe, $3,300* (ps), $3,250* (ps). ’51 
(62) 4-dr.,. $1,275*. '50 (61) coupe, $1,- 
080*. ’48 (62) 4-dr., $305*. 

CHEVROLET—’56 Bel Air (8) 2-dr., $2,- 
550*; Hardtop, $2,545*; Two-ten (6) '2-ar. . 
$1, 930; One-fifty (6) 2- dr., $1,830; 2-ton 
flatbed, $2,105. ‘55 Bel Air (8) Sport 
coupe, $2,100*, $2,050*, $1,835*; 4-dr., 
$2,100, $1,795*; Two-ten (8) Handyman, 
$2,025; Two-ten (6) 4-dr., $1,600, $1,- 
560*, $1,465; 2-dr., $1,445, $1,425, $1,400; 
Bel Air (6) 4-dr., $1,535; %-ton pickup, 
$1,325. °54 Two-ten, 4-dr., $1,060; 2-dr., 
$805; Bel Air 4-dr., $960. "53 One-fifty 
2-dr., $560. °52 SL "Deluxe station wag- 
on, $550; 2-dr., $405. °51 SL Deluxe Bel 
Air, $670*; conv., $430, °50 2-ton stake, 
$405. '49 SL Deluxe 4-dr., $225. 

CHRYSLER — ’54 NY conv., $1,650*. 
Windsor 4-dr., $715. 

DeSOTO—’52 Fire Dome (8) club coupe, 
$665*; Custom (6) 4-dr., $505*. °49 club 
coupe, $205*. 

DODGE — ’53 Meadowbrook 2-dr., $520*. 
*51 club coupe, $250*. 

FORD—’56 Fairlane (8) Crown Victoria, 
$2,600*; Country sedan, $2,550* (ps), 
$2,530* (ps), $2,315; conv., $2,450*, $2,- 
425*; Victoria, $2,425*, $2,375, $2,370°*; 
4-dr., $2,350*, $2,295*, $2,255* (ps), $2,- 
130*, $2,100* (ps); 2-dr., $2,150*, $2,115*, 
$2, 000; Main (8) Ranch Wagon, $2,320*, 
2 at $2, 150; Custom (8) 4-dr., $2,095*, 
$2,050* ; Main (6) 2-dr., $1,680. *55 Coun- 


$1,105* (ps), 


’49 Special 


$600*. 


"53 


try sedan, $2,005*; Fairlane (8) 4-dr., 
$1,810, 2 at $1,730* (ps), $1,675; 2-dr., 
$1,705; Main (8) Ranch Wagon, $1,770*; 
Main (6) Business coupe, $1,215; courier, 
$1,165; Custom (8) 2-dr., $1,200; %-ton 
express, $1,200. 54 Crest (8) Victoria, 
$1,485; Sun Valley, $1,435*; Custom (8) 
4-dr., $940; 2-dr., $835. '53 Custom (8) 
2-dr., $785; 4-dr., $780, $710*, $600; 
conv., $760*; Main (8) 2-dr., $605. ’52 
Main (8) Ranch Wagon, $800; Custom 
(8) 4-dr., $365. °51 Custom (8) Victoria, 
$470; %-ton pickup, $425. 50 Deluxe (6) 
Business coupe, $280. 


KAISER—’51 4-dr., $155. 


LINCOLN — '56 Premiere coupe, 
(ps). °53 Cosmopolitan coupe, 
$1,350°. 

MERCURY— 
825* (ps), 
tion wagon, $2,685*, 
terey 4-dr., $2,430*. 
$2,275°*; Monterey coupe, $2,190. 
terey coupe, $1,630*. '53 conv., 
2-dr., $1,000*. ’51 4-dr., $505. 


NASH—’50 4-dr., $505. 


OLDSMOBILE—’56 (88) Holiday, $3,020* 
(ps). °55 (88) Holiday, $3,000* (ps), 
$2,555* (ps); Super Holiday, $2,385* 
(ps); 4-dr., $2,335* (ps), $2,190*; (98) 
conv., $2,645* (ps). ’54 (88) Super Holi- 
day, $1,985* (ps), $1,960* (ps); Deluxe 
Holiday, $1,220*, $1,205*. '53 (98) conv., 
$1,240* (ps); 4-dr., $1,075; (88) Super 
4-dr., $1,140*. '51 (98) Holiday, $635*; 
(88) 4-dr., $460°. '50 (88) club sedan, 
$360*. 

PACKARD—’54 Clipper Hardtop, 
(ps). 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,750*, 
$1,720; Plaza (6) 4-dr., $1,055. °52 
Cranbrook 4-dr., $370. '49 4-dr., $125. 


PONTIAC—’56 Star Chief (8) Catalina, 
$2,880* (ps), $2,800* (ps), $2,790* (ps), 
$2,785* (ps); Chieftain (8) Catalina, $ 
650*, $2,540*, $2.375*; 4-dr., $2,590*; 
2-dr., $2,540*. ’55 Star Chief (8) 4-dr., 
$2,210*; Chieftain (8) 4-dr., $1,690. ’53 
Chieftain (8) 2-dr., $750. ’52 Chieftain 
(8) 4-dr., $635*. 


WILLYS—’51 station wagon, $360. 
ton pickup, $250. 


MISCELLANEOUS—’56 GMC %-ton pick- 
up, $1,932*, $1,595. ’°52 International 2%- 
ton pickup, $695. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 7.) 

(Car prices here teday slowly receded; 
no drastic change but just a little lower 
on all older units. Later models held 
steady. New-cars brought an average of 
$100 over dealers cost—no good, Many 
buyers attended and we still had a lot 
of business. Sold 125 cars out of 154 
offerings.) 


BUICK—’54 Super Riviera, $1,760*; 
cial 2-dr., $1,500*. ’°52 Super 4- 

’50 Special 4-dr., $275*; 2-dr., $180*; 
Super 4-dr., $250*. ’49 Super 2-dr., $130*. 

CADILLAC—’55 (62) coupe, $3,725* (ps). 
"53 (62) 4-dr., $1,850* (ps). °49 (61) 
2-dr., $500*. ’47 (61) 4-dr., $130. 

CHEVROLET—’ 56 Bel Air (8) Sport coupe, 
$2,400*; 4-dr., $2,300*; 2-dr., $2,050; 
Two-ten (8) station wagon, $2,150, $2,- 
150*; 4-dr., $2,000*; Two-ten (6) 2-dr., 
$1,860. ’ Bel Air (8) Sport coupe, $1,- 
480*; Two-ten (6) Delray, 2 at $1,390, 
$1,380. ’54 One-fifty station wagon, $1,- 
250; 2-dr., $750; 4-dr., $790, $760; Bel 
Air 4-dr., $1,150; Two-ten 2-dr., $960, 
$940, $925; 4-dr., $950. 53 Bel Air 2-dr., 
$790*; Two-ten 4-dr., $650; One-fifty 
station wagon, $610; coupe, $450. '52 SL 
Deluxe 4-dr., $550, $510, $440*; club 
coupe, $525. °51 SL Deluxe 2-dr., $395, 
$270; 4-dr., $300. "50 FL Deluxe 2-dr., 
$240. °49 FL Deluxe 2-dr., $200; station 
wagon, $360. 

FORD—’55 Custom (8) 2-dr., $1,540*°. ’54 
Main (8) 4-dr., $740, $650; Custom (6) 
coupe, $740. ’°53 Custom (8) 4-dr., $670, 
$560; 2-dr., $760, $760*; conv., $750*; 
Main (8) 2-dr., $590; Main (6) 2-dr., 
$550. ’52 Crest (8) Victoria, $530*, $510; 
Custom (8) 4-dr., $500, $490*, $450; 
Main (8) 2-dr., $320. °51 Custom (8) 
Victoria, $375*; 2-dr., $390; Custom (6) 
4-dr., $360, $290. '50 Custom (8) 2-dr., 
$300. °49 Custom (8) conv., $220*; 2-dr., 
$170; 4-dr., $120. 

HUDSON—’54 Hornet 4-dr., $1,050*. 

KAISER—’53 Deluxe 2-dr., $370. °52 Man- 
hattan 4-dr., $360*. ’51 Deluxe 4-dr., 
$145*. 

MERCURY—’54 4-dr., 
$950. °51 4-dr., $450*. 
’49 4-dr., $180*; 2-dr., $130. 

NASH—’50 Rambler conv. , $225; Ambassa- 
dor 4-dr., $140*. ’°49 (600) 2-dr., $110. 
OLDSMOBILE—’'56 (88) Holiday, 2 at $2,- 
975* (ps); 2-dr., $2,690*. ’55 (88) 2-dr., 
$2,300*. °54 (88) Holiday, $1,775*. ’51 

(98) 4-dr., $675*. °50 (88) 4-dr., $450*%; 
2-dr., $220 (98) club coupe, $270*; 4- 
dr., $250*, $225*, $210*. ’49 (76) 2-dr., 

$170*; (98) 4-dr., $150*. 

PLYMOUTH — ’53 Cranbrook 4-dr., $655; 
club coupe, $450. °52 Cambridge station 
wagon, $520. ’51 Cambridge station wag- 
on, $575; Cranbrook conv., $335, $170. 
’50 Special Deluxe station wagon, $235. 

PONTIAC—’56 Chieftain (8) 4-dr., $2,- 
540*, $2,260*; Catalina, $2,470*. °52 
Chieftain (8) Catalina, $750*. '51 Chief- 


(Continued on Page 47, Col. 1) 


$4,220° 
$1,375", 


’56 Montclair coupe, 2 at §2,- 
$2,630, $2,505; Custom sta- 
2 at $2,620; Mon- 
’55 Montclair conv., 
’54 Mon- 
$1,210°; 


$1,310* 


"47 Ye- 


Spe- 
$690*. 


$1,300*. 
"50 2-dr., 


"53 conv., 
$320*. 


Average Used-Car Prices 


(Compiled by Automotive News) 


Nov., 1955 Oct., Sept., 
To Date 1955 1955 
$2,378 > . 
1,898 $2,024 $2,027 
1,163 1,267 1,281 
812 862 899 
532 578 634 
375 412 432 
261 291 316 
198 203 216 
* 165 171 
$ 725 


$ 952 $ 747 


* Prices of 1956 models added to tabulation; prices of '48s dropped. 


(The above figures are averages of used-car auction prices, all makes 
and models, carried in Automotive News.) 
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tain (8) conv., $450°. '49 Silver Streak 
(8) 4-dr., $100*. 

STUDEBAKER — ’52 Commander 4-dr., 
$490*; coupe, $320°*. 

WILLYS—’'51 station wagon, $425°. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 

day. Prices are for sale of Nov. 8.) 

(Sold 250 cars out of 382 offerings.) 

BUICK—’55 Special Riviera, $2,320*, $2,- 
170*; Century Riviera, $2,250*° (ps). "54 
Century Riviera, $1,675* (ps), $1,640*; 
4-dr., $1,595* (ps); Super Riviera, $1,- 
635*, $1,610* (ps); Special 4-dr., $1,395*. 
’53 Super Riviera, $1,095*. 

CADILLAC—’55 (62) coupe de Ville, $4,- 
125* (ps); coupe, $3,805* (ps), $3,785* 
(ps), $3,625* (ps); 4-dr., $3,470* (ps). 
54 (60) Special 4-dr., $3,250* (ps), $3,- 
230* (ps), $3,180* (ps); (62) coupe, 
$3,130" (ps), $2,895* (ps); 4-dr., $2,830* 
(ps). 

CHEVROLET—'56 Bel Air (8) Sport coupe, 
$2,405*; Two-ten (8) 4-dr., $1,930*%. °55 
Bel Air (6) Sport coupe, $1,825; 4-dr., 
$1,505; Bel Air (8) 4-dr., $1,815* (ps); 
conv., $1,765* (ps); Sport coupe, $1,750*, 
$1,745; One-fifty (6) Handyman, $1,555; 
2-dr., $1,205. °54 Bel Air Handyman, 
$1,230; conv., $1,090*; $1,090*; 
2-dr., $1,070*. 

CHRYSLER — ’54 NY Newport, $1,575* 
(ps); Windsor 4-dr., $1,205*. '53 NY 
4-dr., $895* (ps); Windsor 4-dr., 2 at 
$800*. °52 Windsor 4-dr., $565*. ¢2 

4-dr., 


4-dr., 


DeSOTO—’56 Fire Dome (8) 4-dr., 
735* (ps). °53 Fire Dome (8) 
$700*. ’51 Custom 4-dr., $290*. 

DODGE — ’53 Meadowbrook 4-dr., 
’52 Coronet 4-dr., $415*. 

FORD—’56 Fairlane (8) Victoria, $2,295*, 
$2,285*. '55 Country sedan, $1,900* (ps); 
Fairlane (8) Victoria, $1,705*; Custom 
(6) 2-dr., $1,255; Main (6) 2-dr., $1,160. 


$715*. 


54 Main (8) Ranch Wagon, $1,345*; 
Custom (8) 4-dr., $1,055; Custom (6) 
4-dr., $905*; Main (6) 2-dr., $820. °53 
Crest (8) Victoria, $1,015*; Main (8) 
2-dr., $475. 

HUDSON—’55 Hornet 4-dr., $1,800*. °54 
Wasp 2-dr., $680. ’53 Hornet 2-dr., 
$740*; 4-dr., $675*, $605*. 

KAISER—’51 4-dr., $208*. 

LINCOLN—’54 Capri 4-dr., $1,700* (ps), 


$1,565* (ps); Cosmopolitan 4-dr., $1,- 
605*. °53 Cosmopolitan 4-dr., $1,185*. ’52 
4-dr., $950*. 

MERCURY—’55 Montclair coupe, $1,950*. 
’54 Monterey coupe, $1,575*, $1,485* (ps); 
4-dr., $1,365*. ’°53 Monterey coupe, $1,- 
175*, $1,135*; 4-dr., $1,050%; Custom 
Sport coupe, $1,025*, $1,000*. '52 Custom 
Sport coupe, $800*. 

NASH—’54 Statesman 4-dr., $735. ’53 Am- 
bassador club coupe, $750*. '52 States- 
man 4-dr., $480; Rambler club coupe, 
$435, $390. °51 Rambler station wagon, 
$275; club coupe, $260. 

OLDSMOBILE—’55 (98) Holiday, $2,690* 
(ps); (88) Holiday, $2,495* (ps), $2,- 
300* (ps). °54 (98) 4-dr., $1,730* (ps), 
$1,555* (ps); (88) 4-dr., $1,625*, $1,620*. 
'53 (88) 2-dr., $1,365*. ’51 (98) 4-dr., 
$515*; (88) 4-dr., $400°. 

PACKARD ’54 Clipper conv., $1,645* 
(ps). ’°53 Clipper 4-dr., $675. ’52 (200) 
4-dr., $380*. 

PLYMOUTH—’55 Plaza (8) 2-dr., $1,530. 
’54 Savoy station wagon, $1,020; 2-dr., 
$910, $900, $800, $780; 4-dr., 2 at $860, 
$820, $775. '53 Cambridge station wagon, 
$695; 4-dr., $525; club coupe, $500; 
Cranbrook 4-dr., $555, $515. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,035*. '54 Star Chief (8) Catalina, $1,- 
595*, $1,585*; Chieftain (8) 4-dr., $1,- 
050*. °53 Chieftain (8) Catalina, $1,255*, 


$1,130*; 4-dr., $835*. °52 Chieftain (8) 
Catalina, $835*, $660*%; 4-dr., $630*, 
$625*. 

STUDEBAKER — ’'53 Commander club 


coupe, $600*; Champion 4-dr., $540. 
MISCELLANEOUS — '55 Jaguar foadster, 
$2,100. '54 Opel, $855. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 

Tuesday. Prices are for sale of Nov. 8.) 

(Market was very solid and autos of 
all models sold very well. Sold 94 cars 
out of 120 offerings.) 

BUICK—’55 Super Riviera, $2,400* (ps), 
$2,325*. 54 Super Riviera, $1,665*; Cen- 
tury Riviera, $1,365*. 53 Super Riviera, 
$1,160* (ps), $1,025*; Special Riviera, 
$895; 2-dr., $850*; 4-dr., $840°. ’°52 Spe- 
cial 2-dr., $515. '51 Special 4-dr., $425*; 
2-dr., $415*; Super Riviera 4-dr., $240*. 

CADILLAC—’53 (62) 4-dr., $1,925* (ps). 
"50 (62) 4-dr., $645*. °49 (62) 4-dr., 
$620*, $410*, $380*. 

CHEVROLET—’55 Bel Air (8) station wag- 
on, $1,985*; 2-dr., $1,600*, $1,515*, $1,- 
495*; Bel Air (6) 2-dr., $1,490, $1,365. 
"54 Bel Air conv., $1,175; club coupe, 
$1,060*, ’53 Bel Air 4-dr., $805, $760; 
Two-ten 4-dr., $650. °52 SL Deluxe club 
coupe, $510, $465*. '51 SL Deluxe 4-dr., 
$385*, $325; 2-dr., $310*, $300. ’°50 SL 
Deluxe station wagon, $480*; 2-dr., $180. 

CHRYSLER—’53 Windsor 4-dr., $835*. — 

DeSOTO—’52 Fire Dome (8) club coupe, 
$575* (ps). °49 4-dr., $165. °47 4-dr., 
$115°. 

FORD—’55 Main (8) Ranch Wagon, $1,- 
715; Fairlane (8) 4-dr., $1,550*; Custom 
(8) 4-dr., $1,440*; 2-dr., 2 at $1,430. 
"54 Crest (8) Victoria, $1,215. ’53 Crest 
(8) Country sedan, $1,150; Victoria, 
$850; Custom (8) 2-dr., $750, $745*; 
Custom (6) 2-dr., $720; station wagon, 
$830*. '52 Crest (8) Country sedan, $900; 
Main (8) 2-dr., $480*. '51 Custom (8) 
conv., $325; 2-dr., $270*. 

HUDSON—’53 Wasp 2-dr., $510*. 

LINCOLN — '53 Cosmopolitan club coupe, 
$1,250* (ps). 

MERCURY—’'56 Monterey club coupe, $2,- 
550*. '55 Monterey club coupe, $1,975*. 
’54 Monterey club coupe, $1,540*. °51 
club coupe, $220. 

NASH—’52 club coupe, $650; Statesman. 
4-dr., $400. ’51 Rambler station wagon, 
34 


$345. 

OLDSMOBILE—’54 (88) Holiday, $1,575*; 
4-dr., $1,530*. °53 (88) Super 4-dr., $1,- 
215*, $1,100* (ps). °'52 (88) Holiday, 
$730*. ’51 (88) Holiday, $545*. ’50 (88) 
2-dr., $245*. 

PACKARD—’53 Clipper club sedan, $850*; 
4-dr., $645. '51 2-dr., $385*. 

PLYMOUTH—’54 Belvedere 4-dr., $900*, 2 





at $875*; Savoy 2-dr., $725; 4-dr., $705*. 
’53 Cranbrook 4-dr., $590. ’51 Cranbrook 
4-dr., $275. °50 Special Deluxe 4-dr., 

$300, $190. 
PONTIAC—’'55 Chieftain (8) 2-dr., $1,- 
(8) Catalina, 


610*. ’51 Silver Streak 
$570*; station wagon, $550. 

MISCELLANEOUS — ’'51 Henry J sedan, 

$106. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Nov. 8.) 

(Prices were very good and consign- 
ments very low. Bidding brisk, Sold 96 
cars out of 123 offerings.) 


BUICK—’55 Century 2-dr., $2,200* (ps). 
’53 Super Riviera, $1,035*. '52 Super 2- 
dr., $410. '51 Super 2-dr., $425*. '50 Spe- 
cial 4-dr., $270. '47 2-dr., $140. 

CADILLAC—’52 (62) 4-dr., $1,460*. ‘51 
(62) 2-dr., $1,140*. '50 (62) 2-dr., $950*. 

CHEVROLET—’52 SL Deluxe 2-dr., $645; 
4-dr., $520; %-ton panel, $400. ’51 SL 
Deluxe 2-dr., $455, $290. '50 SL Deluxe 
4-dr., $325. °49 SL Deluxe 2-dr., $380. 
’48 FM 2-dr., $155. 

DeSOTO—’54 Fire Dome (8) 2-dr., $1,235*. 
’52 Deluxe 2-dr., $560*. '51 Deluxe conv. 
$445. 

DODGE — '53 Meadowbrook 2-dr., $750 
$620. '51 Coronet 2-dr., $190. ’49 Coronet 
4-dr., $125; 2-dr., $170. 

FORD—'56 Fairlane (8) Victoria, $2,285*; 


conv., $2,305*; 2-dr., $1,980*%, $1,900*. 
’55 Fairlane (8) Victoria, $1,780*; Cus- 
tom (6) 2-dr., $1,410. °'54 Main (8) 


Ranch Wagon, $1,150; Custom (8) sta- 
tion wagon, $1,150; Main (6) 2-dr., $795. 
53 Custom (8) 4-dr., $710, $700; 2-dr., 
$645; conv., $650. ’°52 Main (6) 2-dr., 
$440; Custom (6) 2-dr., $340. ’51 Custom 
(8) Victoria, $395. ’50 Deluxe (8) 2-dr., 
$265, $255; Custom (8) 4-dr., $255; 2- 
dr., $195, $190. 
HUDSON—’52 Wasp 2-dr., $420, $230. 


MERCURY—’55 Monterey 2-dr., $1,810*. 
’53 Custom 4-dr., $860*. 
NASH—’52 Ambassador 2-dr., $500*. ’51 


Ambassador 2-dr., $170. '50 Statesman 
2-dr., $140; Ambassador 2-dr., $140; 2- 


dr., $120. 

OLDSMOBILE—’56 (88) Holiday, $2,840* 
(ps). ’53 (88) 2-dr., $1,100*. °51 (88) 
Holiday, $495*. ’50 (88) Holiday, $300*, 
$195; (98) 2-dr., $225. °49 (88) 2-dr., 
$170. 

PACKARD—’52 (200) 2-dr., $415, $395, 
$275. ’51 Clipper 2-dr., $270. 

PLYMOUTH—’53 Cambridge 2-dr., $405*. 
’52 Cambridge 2-dr., $405, $365, $265. 
’51 Cranbrook 4-dr., $285. °50 Special 
Deluxe 4-dr., $320; 2-dr., $160. 

PONTIAC—’52 Chieftain (8) 2-dr., $505, 
$450, $430. °50 Silver Streak (6) 2-dr., 
$225. °49 Silver Streak (6) 2-dr., $285; 
station wagon, $155. ’41 2-dr., $150. 

STUDEBAKER — '52 Commander 2-dr., 
$370. °51 Champion 2-dr., $100. ’50 


Champion 2-dr., $120. 
MISCELLANEOUS — ’53 Henry J 2-dr., 
“$200. ’°48 Jeepster, $250. 


OMAHA 


(Richard Abel Auto Auction. Sale every 

Thursday. Prices are for sale of Nov. 10.) 

(Market down in past week.) 

BUICK—’55 Special 2-dr., $1,810. '54 Super 
Riviera, $1,655* (ps); °*Century Riviera, 
$1,605*; Special coupe, $1,400*. 51 Super 
Riviera, $445. °50 Super 4-dr., $235*. 

CADILLAC—’53 (60) Special sedan, $1,- 
945* (ps). '50 (61) coupe, $1,200*; (60) 
Special 4-dr., $1,015*. 

CHEVROLET—’56 Two-ten (8) 4-dr., $2,- 
425°. '55 Bel Air (8) Sport coupe, $1,- 
865*, $1,860*; 4-dr., $1,820*; Two-ten 
(8) 4-dr., $1,660*, $1,520*; station wag- 
on, $1,600; Bel Air (6) 4-dr., $1,450. 
’54 Two-ten Handyman, $1,280*; 2-dr., 
$1,025; Bel Air 4-dr., $1,145*; One-fifty 
(6) 4-dr., $795; 2-dr., $785. '53 Two-ten 
2-dr., $805; One-fifty 2-dr., $685. ’52 SL 
Deluxe 4-dr., $600, $560, $550; 
$515. '51 SL Deluxe 2-dr., $145*. 
Deluxe 2-dr., $210. '48 FL 2-dr., 

DeSOTO—’52 Custom (6) 4-dr., $300*. 

DODGE—’'53 Meadowbrook 2-dr., $575*. 

FORD—’56 Fairlane (8) sedan, $2,275*; 
Custom (8) sedan, $1,980. '55 Fairlane 
(8) 4-dr., $1,950*, $1,775*; Victoria, $1,- 
865*, $1,820°. ‘54 Crest (8) Victoria, 
$1,145*; Main (8) Ranch Wagon, $1,090*; 
Custom (8) 2-dr., $1,025; 4-dr., $930*. 
’53 Main (8) Ranch Wagon, $1,035. ’52 
Crest (8) Victoria, $780*; Custom (8) 
4-dr., $730; Main (6) Ranch Wagon, 
$685. '51 Custom (8) 2-dr., $375, $370. 

MERCURY—’55 Montclair Hardtop, $2,215* 
(ps). "54 4-dr., $1,250*. '53 2-dr., $985*. 
’52 Hardtop, $840*; Sport coupe, $765*. 

NASH—’53 Statesman Country club, $700. 

OLDSMOBILE—’55 (98) Holiday, $2,760* 
(ps), $2,600* (ps); (88) Super 4-dr., $2,- 
560° (ps). °54 (88) 4-dr., $1,690*. 
(98) Holiday, $1,500* (ps); 4-dr., $1,300* 
(ps); (88) 4-dr., $1,255*; sedan, $1,245*. 

PACKARD—’49 4-dr., $145. 

PLYMOUTH—’54 Belvedere Suburban, $1,- 
200*. '53 Cranbrook 4-dr., $555. *51 Con- 
cord 2-dr., $195. 

PONTIAC—’55 Star Chief (8) 4-dr., $1,- 
890* (ps); Chieftain (8) 4-dr., $1,790* 
(ps). '54 Chieftain (8) Catalina, $1,215*. 

MISCELLANEOUS—’54 Morris Minor 2- 
dr., $285. '52 GMC %-ton pickup, $490. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 

Wednesday. Prices are for sale of Nov. 9.) 

(Market good on older models with ’53s 

better, °54s down and ’55s good, Sold 76 
percent of consignments.) 

BUICK—’55 Super 4-dr., $2,340* (ps). ’54 
Super 4-dr., $1,590*. ‘53 Special 4-dr., 
$915. '50 Super 4-dr., $220*. 

CADILLAC—’56 (62) coupe de Ville, $5,- 
265* (ps). "53 (62) 4-dr., $1,940* (ps). 
"51 (60) Special 4-dr., $1,310*. "50 (62) 
4-dr., $660*. ‘49 (62) 4-dr., $500*. °48 
(62) 4-dr.. $350*. 

CHEVROLET—'55 Two-ten (8) 4-dr., $1,- 
470. $1.450: 2-dr.. $1.350. '54 Two-ten 
4-dr., $1.025, $1.010. $1,000. '°53 Two-ten 
2-dr., $730, $650, $635. 52 SL Deluxe 
4-dr., $480 $450, $395. '51 SL Deluxe 
Bel Air. $535*. 50 SL Deluxe 4-dr., $310, 
2 at $300. ‘49 SL Deluxe 4-dr., $235, 
$220. 2 at $200. 

CHRYSLER—’51 Windsor 4-dr., $360*. ’50 
Windsor 4-dr., $210*. ‘48 NY conv., 
$100°. 

DeSOTO—’'54 Fire Dome (8) 4-dr., $1,275*. 





*53 Fire Dome (8). 4-dr., $890*. 

DODGE—’55 Royal Lancer, $1,970* (ps). 
’53 Coronet (8) 4-dr., $650*. '51 Coronet 
4-dr., $400*, $325*, $275*. °50 Coronet 
4-dr., 3 at $200*, $150°. 

FORD—’55 Custom (8) 4-dr., $1,580*, $1,- 
550. '54 Custom (8) 4-dr., $1,110*, $1,- 
100°, °53 Crest (8) Country Sqquire, 
$1,070*; Custom (8) 4-dr., $780*, $770*, 
$710*, $700. '52 Custom (8) 2-dr., $540*, 
2 at $525*, $480*, $400*. '51 Custom (8) 
4-dr., 2 at $350*, $310, 2 at $300. '50 
Custom (8) 4-dr., 2 at $200*. ‘49 Cus- 
tom (8) 2-dr., $165*, $140*, $100*. 

MERCURY—’'55 Custom 4-dr., $1,840*. °54 
4-dr., $1,305*. °53 2-dr., $890*. '52 4-dr., 


$740". 

OLDSMOBILE—’55 (88) Super 4-dr., §2,- 
175*; Deluxe 4-dr., $2,060*. ‘54 (88) 
Super 4-dr., $1,600*. ‘51 (98) 4-dr., 


$540*. '50 (9%) 4-dr., $295*. 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,510* 
(ps); Plaza (8) 4-dr., $1,140*. '54 Savoy 
4-dr., $900. °53 Cranbrook 4-dr., $505. 
‘51 Cambridge 4-dr., $275. 
PONTIAC—’55 Chieftain (8) Catalina, $2,- 
020°. ’54 Chieftain (8) 4-dr., $1,210*. '53 
Chieftain (8) 4-dr., $860*. ‘51 Silver 
Streak (8) 2-dr., $280*. '50 Silver Streak 
(8) 4-dr., $160*. 
STUDEBAKER—’53 Champion 4-dr., $510*. 
WILLYS—’53 4-dr., $510*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 10.) 
(Clean autos were as good as ever. 
New units a little slow. Sold 85 cars 
out of 103 offerings.) 
BUICK—’'54 Special 4-dr., 
$1,375. ‘52 Stiper Riviera, $760*; 4-dr., | 
$680*. °50 RM 4-dr., $400*, $350; 2-dr., 
$215*, $175. | 
CADILLAC—’49 (62) 2-dr., $450*. | 
CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 


(Continued on Page 48, Col. 3) ! 


$1,400*; 2-dr., 





DeSoto Shifts Brentz 


Ray D. Brentz has been appointed| Los Angeles region. He formerly 


AUTOMOTIVE DISTRIBUTORSHIP 
MAJOR MANUFACTURER 


PASSENGER CARS — TRUCKS 


RETAIL - WHOLESALE 
EXCLUSIVE TERRITORY 


An unusual opportunity exists for investment in this field at an 
important commercial center outside the United States, where 
capital of U. S. origin is employable under fully favorable 
conditions. A minimum investment equivalent to $300,000.00 
would be required and capable full-time application by the 
owner, to operation and management, essential. 


With these qualifications fulfilled, proposals believed uniquely 
attractive as to conditions of establishment, high earning poten- 
tial and growth possibilities could be presented. Interest and 
information invited. 


Box No. 515, Automotive News, Detroit 26, Mich. 


new-car sales manager of DeSoto’s| was district manager for Arizona. 
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Kirksey Joins Fruehauf 


Robert Kirksey has joined Frue-| sentative. He will be attached to 
hauf Trailer Co. as a sales repre-/| the firm’s Los Angeles branch. 









For sheer 
riding comfort 


PO or ae 


for details on our entire line. 


Customer comes in with a power steering com- 
plaint. Mechanic checks the unit over, finds 
that the end cover worm bearing needs replac- 
ing. Question is, how to remove the bearing? 


Well, chances are, you will find that your Shop 
Manual will tell you to use tool J 5190 shown 
above. You'll find, too, that “J” number tools... 
Kent-Moore “Rate-Maker” Special Service Tools 
. . . are also Shop Manual-recommended for a 
great many other important service operations. 


Sold only thru New Car Dealers coast-to-coast. . 


Sates Corp. 


9015 Santa Monica Blvd. * Hollywood 46, California 
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cial 2-dr., $550. ‘51 SL Deluxe 


SL Special 2-dr., $210; FL Deluxe 


$150; FM 4-dr., $150. 

CMRYSLER—’53 NY 4-dr., 
’51 Windsor 4-dr., $415*. 

DeSOTO—’52 Fire Dome (8) 
(ps). ’51 Custom 4-dr., $315. 

DODGE—’'53 Coronet (8) club coupe, 
station wagon, $785; Meadowbrook 
$480. '49 Coronet club coupe, $170; 
$165. 


$830*, 


$800; Main (8) 
4-dr., $550; 
’51 Custom (8 


Custom (8) 4-dr., 
P $715; Custom (6) 
A pickup, $700, $650. 


(8) 2-dr., $460*; Deluxe (6) 2-dr., 
*50 Deluxe (8) 2-dr., $315*, $125* 
tom (8) 2-dr., $290, $220*; 
2-dr., $200, $120. 
coupe, $150. 

MERCURY—’51 4-dr., $430*; 2-dr., 
"50 4-dr., $330*, $260. 49 2-dr., $1 

NASH — '50 Ambassador 4-dr., 
Statesman 4-dr., $140*. 

OLDSMOBILE — '56 (88) 
$2,740*, $2,730*. '53 (88) Super 
$1,105*. '51 (98) Holiday, $660*; 
$200*; (88) 2-dr., $275*. '50 «98) 
$200*; (88) 2-dr., $200*. '49 (76) 
$175*. 

PLYMOUTH—'56 Savoy (6) 2-dr., 
'55 Belvedere (8) 2-dr., $1,475. '52 
brook 4-dr., $200. ’51 Cranbrook 
dere, $300; Cambridge 4-dr., $295, 
"KO Deluxe 4-dr.. $205. 





. write 





730°. 
Chieftain 





(8) 4-dr., $640*. ’51 






STUDEBAKER — ’50 
$185*. 
WILLYS—’48 Jeepster, $490. 


Champion 





YOUR SHOP MANUALS TELL WHY YOU NEED 


KENT-MOORE #2472) - (TARE, 
SPECIAL SERVICE TOOLS 


For you see, Kent-Moore Tools are developed 
in close cooperation with major automobile 
manufacturers to perform essential service 
Operations for which no adequate standard 
hand tools exist. Each tool is designed to ac- 
complish its specific job quickly, easily, accu- 
rately . . . without damage to parts and at lower 
cost than is possible by means of improvised, 
makeshift methods. And the results? A high 
standard of customer-owner satisfaction, fair 
“flat-rate” prices and positive profits for you. 


KENT-MOORE ORGANIZATION, INC. 


5-105 General Meters Building ¢ Detroit 2, Michigan 


Engineers and Manufacturers of Special 
Automotive Service Tools and Equipment 


4-dr., 


|} FORD — '54 Country sedan, $1,150*. 


Used-Car Auction Prices 


175*. ’53 Bel Air 2-dr., $780. '52 SL Spe- 


4-dr., 


$400*, $290; FL Deluxe 4-dr., $460*. '49 


4-dr., 


$145; Carryall, $205. '48 FL Aerosedan, 


$805*. 
$380 


$800; 
4-dr., 
4-dr., 


"53 
4-dr., 
%-ton 
) club 


coupe, $465*; 2-dr., $410*, $300*; Deluxe 


$250. 
; Cus- 


Deluxe (6) 
49 Deluxe (8) club 


$465. 
65. 


$165*; 


Super Holiday, 


4-dr., 
4-dr., 
4-dr., 
2-dr., 


$1,835. 


Cran- 
Belve- 
$200. 


PONTIAC—’55 Chieftain (8) Catalina, $1,- 
’53 Chieftain (8) 4-dr., $900*. 


"52 
Silver 


Streak (8) 4-dr., $510. '50 Silver Streak 
(8) 4-dr., $320*, $265; 2-dr., $305*. 


convy., 

















(Continued from Page 47) 


MISCELLANEOUS — '52 International %- 


ton stake, $490. ‘47 English Triumph 
roadster, $670. 
DENVER 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of Nov. 7.) 

(Sold 263 cars out of 357 offerings.) 

BUICK—’55 Century Riviera, $2,555*; Spe- 
cial Riviera, $2,465*, $2,380*; RM Rivi- 
era, $2,325* (ps); Super Riviera, $2,385* 
(ps). '54 Century Riviera, $1,555*; Spe- 
cial Riviera, $1,390. °53 Special 2-dr., 
$850. '51 Super 4-dr., $355*. °49 RM 4- 
dr., $145*. 

CADILLAC—'56 (62) coupe de Ville, $5,- 
325* (ps); coupe, $4,700* (ps). '55 (62) 
coupe de Ville, $4,150* (ps); coupe, $3,- 
950* (ps), 3 at $3,775* (ps); 4-dr., 2 at 
$3,815* (ps). '54 (62) 4-dr., $3,325* (ps), 
$3,100* (ps), $2,950* (ps), $2,750* (ps). 

CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
665* (ps), $2,395*, 2 at $2,325*, $2,295; 
Sport coupe, $2,500*, $2,475, $2,380; Two- 
ten (8) Handyman, 2 at $2,310*, $2,290", 
$2,235. ’'55 Bel Air (8) station wagon, 
$2,275* (ps); Sport coupe, 2 at $2,100* 
(ps), 2 at $2,000*, $1,950*, $1,875, $1,- 
795; Two-ten (8) 2-dr., $1,675*, $1,625*, 
$1,600. ’54 Bel Air 4-dr., $1,300*, 2 at 
ao ’53 Two-ten club coupe, $895*, 

85. 

DeSOTO—’56 Fire Dome (8) 4-dr., $2,925* 
(ps). ’54 Fire Dome (8) 4-dr., $885*. °53 
Fire Dome (8) 4-dr., $885*; Custom 4- 
dr., $730. ’51 Custom (6) 4-dr., $200. 

DODGE—’56 Coronet (8) 4-dr., $2,340*. 
"55 Royal (8) Lancer, $2,265* (ps), $2,- 
000*; Custom 4-dr., $1,700*. °54 Royal 
4-dr., $1,045*. °53 Coronet 4-dr., $695. 

FORD—’'56 Parklane station wagon, $2,- 
550*, $2,500* (ps), $2,450; Fairlane (8) 
Victoria, 2 at §$2,455*; conv., $2,445* 
(ps), $2,370*; Custom (8) 4-dr., $2,090*. 
‘55 Thunderbird, $2,800*, $2,650*; Fair- 
lane (8) Victoria, 2 at $1,990*; 4-dr., 
$1,875*, $1,820*, 5 at $1,775; Custom 
(8) 2-dr., $1,450; Main (6) 2-dr., $1,395. 
’54 Custom (8) 2-dr., $880. 53 Country 
Squire, $1,200* (ps). 

LINCOLN — ’56 Premiere coupe, $4,250* 
(ps). '54 Capri Sport coupe, $2,200* (ps). 

MERCURY—’56 Custom station wagon, $2,- 
850*; Monterey Hardtop, $2,610*. ’55 
Montclair coupe, $2,355*, $2,345". °54 
Custom 4-dr., $1,260*. ’53 Custom coupe, 
$950; Monterey Sport coupe, $800*. ‘52 
Sport coupe, $770*. 

NASH—’53 Ambassador 4-dr., $825. 

OLDSMOBILE—’56 (98) Holiday, $3,600* 
(ps), $3,450* (ps), $3,425* (ps); (88) 
Super Holiday, $3,075* (ps); Deluxe 
Holiday, $3,025* (ps). °’55 (98) 4-dr., 
$2,650* (ps), $2,510* (ps), $2,495* (ps); 
(88) Super 4-dr., $2,625* (ps), $2,590* 
(ps), $2,540* (ps); Deluxe Holiday, $2,- 
350°. 
980°. ‘53 
$1,125*. 

PACKARD—’55 Clipper Hardtop, 


(88) Super Holiday, $1,395*, 
$2,350* 


(ps). 
PLYMOUTH—’56 Savoy (8) Suburban, §$2,- 
700*. °55 Savoy (8) 4-dr., $1,625*. 


PONTIAC—’56 Star Chief (8) 4-dr., §2,- 
690* (ps); Chieftain (8) Catalina, $2,- 
425*. °55 Chieftain (8) 4-dr., $2,230* 
(ps), $2,035*, $1,790*. '53 Chieftain (8) 
4-dr., $860*. °52 Chieftain (8) Catalina, 
$625*. '50 Silver Streak (8) 4-dr., $305. 

WILLYS—’'56 station wagon, $2,225; %- 
aw. $1,925. ’55 station wagon, 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Nov. 8.) 
(Market very firm on clean late-model 
cars. Other years slightly off in price. 
Rough units went home with their same 
owners or brought rough prices. We could 
have sold 75 more autos here this week. 
Sold 94 out of 136 offerings.) 

BUICK—’52 Super Riviera, $735*; Special 
2-dr.. $545. ‘51 Super Riviera, $415*; 
Special 4-dr., $390*. ‘49 RM 4-dr., $145*. 

CADILLAC—'51 (62) 4-dr., $850*. '50 (62) 
4-dr., $830*. '49 (62) 4-dr., $500*. 

CHEVROLET—’54 Bel Air conv., $1,050*, 
$980*; Two-ten 4-dr., $905*, $900, $895, 
$875; 2-dr., $900, 2 at $850; One-fifty 
4-dr., $800, $755; 2-dr., $755, $745, $735. 
’53 Bel Air conv., $900* (ps); —2-dr., 
$830, $775*; Two-ten 4-dr., $740, $725; 
One-fifty 2-dr., $600, $580; club coupe, 
$555. °52 SL Deluxe conv., $460. °51 SL 
Deluxe 4-dr., $400; SL Special 4-dr., 
$300; 2-dr., $300. '50 SL Deluxe 4-dr., 
$345*; 2-dr., $230. '48 FL 4-dr., $100. 

CHRYSLER—’'47 Windsor conv., $125*. 

DODGE — '52 Meadowbrook 4-dr., $380*; 
2-dr., $240*. "50 Coronet 4-dr., $125. 

FORD—’55 Country sedan, $1,655; Custom 
(8) 4-dr., $1,510; 2-dr., $1,350. '54 Main 
(8) Ranch Wagon, $1,375; Custom (8) 
4-dr., $990; 2-dr., $600; Main (6) 4-dr., 
$800. '52 Crest (8) Victoria, $660. ‘51 
Custom (8) 4-dr., $200*. '50 Custom (8) 
2-dr., $135, $105; Custom (6) 4-dr., $125. 
*49 Custom (8) conv., $135; 4-dr., $150. 

HUDSON—’51 Pacemaker 2-dr., $150. 

MERCURY—’54 4-dr., $1,100. '53 Monte- 
rey conv., $985; 2-dr., $875. ‘51 4-dr., 
$275. '50 2-dr., $230. 

NASH—’'53 Statesman 2-dr., $540. "49 4- 
dr., $130. 

OLDSMOBILE—’53 (98) Holiday, $1,225* 
(ps); (88) conv., $900*. 

PACKARD—'52 Clipper 4-dr., $460*. ’51 
4-dr., $335*. 

PLYMOUTH—'53 Cranbrook 4-dr., $510; 
Cambridge 4-dr., $280. ‘50 Special De- 

luxe 2dr., $190. 

$2,- 


PONTIAC—’55 Star Chief (8) 4-dr., 


050* (ps). °51 Silver Streak (8). 2-dr., 
$410. ’50 Silver Streak (6) 4-dr., $205. 
STUDEBAKER — '52 Commander Hard- 


top, $275*. '50 Champion 2-dr., $150. 
MISCELLANEOUS—’53 Hillman Minx 4- 
dr., $375; Vauxhall 4-dr., $365. 


FLINT 


(Flint Auto Auction, Inc, Sale every Wed- 
nesday. Prices are for sale of Nov. 9.) 
(The market was very active on clean 
merchandise with prices holding steady. 
In some cases, prices were slightly higher. 
Sold 61 cars out of 92 offerings.) 
BUICK—’55 Century Riviera, $2,200*. ’54 
Special Riviera, $1,565*; 4-dr., $1,280. 
’53 Super Riviera, $1,000*. 
2-dr., $550°; 4-dr., $505. '51 Special 4-dr., 
$415*, $375*. °50 Super Riviera, $345; 
station wagon, $180*; 4-dr., 
cial 4-dr., $235. 


*54 (88) Super Holiday, 2 at $1,-/ 


’52 Special 


$110; Spe- 































| CADILLAC—’51 









CADILLAC—’53 (60) Special 4-dr., $1,710° 
(ps). '48 (62) 4-dr., $230°*. 

CHE VROLET—'55 Bel Air (8) club coupe, 
$1,650*; Two-ten (6) 2-dr., $1,400. ‘54 
‘T'wo-ten station wagon, $1,205*; Bel Air 
conv., $945*. ‘53 Bel Air 2-dr., $775°*; 
Two-ten 4-dr., $705; 2-dr., $640. ’51 SL 
Deluxe club coupe, $315*, $305. '50 SL 
Deluxe 4-dr., $165. 

CHRYSLER—’53 NY 4-dr., $950. ’51 Im- 
perial 4-dr., $465* (ps). 

DeSOTO—’52 Fire Dome (8) 4-dr., $440. 

FORD—’56 Custom (8) 2-dr., $2,045*. '55 
Fairlane (8) Victoria, $1,900*; 2-dr., $1,- 
315; Main (6) Ranch Wagon, $1,575", 
$1,355. °54 Custom (8) club coupe, §1,- 
045*; Custom (6) 4-dr., $900*; 2-dr., 
$765. ’53 Custom (8) 2-dr., $700; %-ton 
pickup, $565. °51 Custom (8) 2-dr., $300; 


4-dr., $285. °50 Custom (6) 2-dr., $150. 
°48 %-ton express, $125. 
NASH — ’51 Rambler club coupe, $300; 


conv., $115; Ambassador 4-dr., $115*. 
OLDSMOBILE—’55 (88) Super club coupe, 
$2,300* (ps); Deluxe club coupe, $2,160* 
(ps); 4-dr., $2,025*. °54 (98) Holiday, 
$1,745* (ps). °53 (88) Super 4-dr., $1,- 
065; 2-dr., $965*. 
PLYMOUTH—’54 Savoy club coupe, §760. 
PONTIAC—'55 Star Chief (8) Catalina, 
$1,950*; Chieftain (8) 4-dr., $1,405. ‘54 
Chieftain (8) Catalina, $1,350*; 2-dr., 
$950*. °52 Chieftain (8) 4-dr., $545*. ’51 
Silver Streak (6) 4-dr., $270. '49 Silver 
Streak (6) 4-dr., $105*. 
STUDEBAKER — '51 Commander 4-dr., 
$210*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Nov. 10.) 
(Market strong on clean units. Sold 59 
cars out of 95 offerings.) 

BUICK—’54 Century 4-dr., $1,505*. '52 Su- 
per Riviera, $725*. '51 Super 4-dr., $515*. 

CHEVROLET—’55 Two-ten (8) Handyman, 
$1,600. °54 Two-ten 4-dr., $1,050; 2-dr., 
$815. '53 Two-ten Handyman, $915*. ’51 
SL Deluxe 4-dr., $395. '49 FL Deluxe 
2-dz., $190. 

DeSOTO — '53 Powermaster 4-dr., $795* 
(ps). 

DODGE—’55 Royal 4-dr., $1,780* (ps), $1,- 
550° (ps). 


FORD—'55 Country sedan, $2,100*, $1,- 
960*, $1,945. °54 Custom (8) 2-dr., $1,- 
155, $1,095. °53 %-ton pickup, $655. ’51 
Custom (8) 2-dr., $465, $450, $375; De- 
luxe (8) 2-dr., $295. ‘50 Custom (8) 
conv., $350; Deluxe (6) 2-dr., $260. °49 
Custom (8) 2-dr., $195, $180. 

HUDSON—’51 Hoftnet 4-dr., $180*. 

LINCOLN—’51 Cosmopolitan 2-dr., $365*. 


MERCURY—’52 Céstom Hardtop, $715. ’50 


4-di., $180. 
NASH—’51 Statesman 4-dr., $290, $240. 
OLDSMOBILE—’55 (88) Super Holiday, 


$2,565* (ps), $2,530* (ps). ’53 (98) 4-dr., 
$1,300*; (88) Super Holiday, $1,320*. ’50 
(88) 4-dr., $370*; 2-dr., $300*. ’49 (98) 
club coupe, $310*. 

PLYMOUTH—’ 54 Belvedere 4-dr., $900. ’53 
Cranbrook Belvedere, $825; Cambridge 
4-dz., $625. 

PONTIAC—’52 Chieftain (8) 4-dr., $600*. 
’51 Silver Streak (8) 2-dr., $425*. 

STUDEBAKER—’53 Champion 2-dr., $585. 

MISCELLANEOUS — °46 International %- 
ton pickup, $165. 


PHILADELPHIA 


(Harold B. Robinson Auto Auction. Sales 
every Tuesday and Thursday. Prices are 
for sales of Nov. 3-8.) 

(Prices holding their own. No takers 
for ’56 models. Sold 195 cars out of 240 
offerings.) 

BUICK—’54 Super Riviera, $1,800*, §$1,- 
650*. ’52 RM 4-dr., $600*; Super Riviera, 
$540*. °51 Super conv., $500*, $450*; 
4-dr., $450*, $290. 

(62) coupe de Ville, $1,- 
200°. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
630*. ’54 Bel Air Hardtop, $1,250"; sta- 
tion wagon, $1,160; 4-dr., $980; Two-ten 
station wagon, $1,220, $1,210, $1,200; 
2-dr., $925, $880, $840, $830; One-fifty 
2-dr., $690, $640, $600, $500. '53 Bel Air 
Hardtop, $1,025, $870; 4-dr., $890, $880*; 
Two-ten 2-dr., $790, $750, 2 at $720, 
$710, $680, $678; One-fifty’ 4-dr., $690; 
2-dr., $635, $6: $610, 2 at $590, $560; 
%-ton pickup, $500. 

CHRYSCER—’53 Windsor 4-dr., $870*. '48 
4-dr., $100. '47 4-dr., $105. 

DeSOTO—’54 Powermaster 4-dr., $1,180*, 
$1,100. ’°53 Fire Dome (8) 4-dr., $930*. 
’52 Fire Dome (8) 4-dr., $470, $400. '50 
4-dr., $270, $210. °48 4-dr., $195. 

DODGE—’53 Coronet station wagon, $910; 
Meadowbrook 4-dr., $700. ‘52 Coronet 
conv., $460*; 4-dr., $530; Wayfarer 2-dr., 
$370. °51 Coronet 2-dr., $350*. 

FORD—’56 Main (6) Ranch Wagon, §2,- 
260°. °55 Fairlane (8) Crown Victoria, 
$1,950*; Victoria, $1,775; conv., $1,680*; 
station wagon, $1,600; Custom (8) 2-dr., 
$1,485, $1,475, $1,450, $1,420; Main (8) 
2-dr., $1,270; Main (6) 2-dr., $1,175. 
"54 Custom (8) 2-dr., $1,060*; 4-dr., 
$985, $940; Custom (6) 4-dr., 

HUDSON—’53 Jet 4-dr., $340. 


$135. 

MERCURY—’54 Monterey Hardtop, $1,600*, 
$1,480. '52 4-dr., $465, $450, $390*, $360, 
$350, $275. ‘50 4-dr., $400. 49 4-dr., 


$305. 

OLDSMOBILE—’55 (98) Holiday, $2,550* 
(ps); (88) Holiday, $2,090*. ‘54 (88) 
4-dr., $1,700*. °53 (98) Holiday, $1,400*. 
"52 (98) 4-dr., $830*. ’51 (88) Holiday, 
$625*; 4-dr., $375*. '50 (88) 4-dr., $270. 

PACKARD—’51 (200) 4-dr., $490*, $340. 

PLYMOUTH—’56 Plaza (6) 2-dr., $1,610. 
’55 Plaza (6) 2-dr., $1,480*. '54 Belve- 
dere 2-dr., $1,040; Savoy 2-dr., $1,040*, 
$910, $900, $860, $850; Plaza 2-dr., $830, 
$775. °53 Cranbrook 4-dr., $760, $650; 
Cambridge 4-dr., $700, $660, $620, $560, 
$520, $500, $360, $190. 

PONTIAC—'56 Star Chief (8) Catalina, 
$2,500". '55 Chieftain (8) Catalina, $2,- 
225° (ps); 2-dr., $1,690*. °54 Chieftain 
(6) 2-dr., $1,030. '52 Chieftain (8) Cata- 
lina, $750*; 4-dr., $645*, $620*. °50 Sil- 
ver Streak (8) station wagon, $250. 

STUDEBAKER—’53 Commander Hardtop, 


$690; 4-dr., $500; Champion Hardtop, 
$695; 4-dr., $450. '51 Commander sedan, 
$160. 

MISCELLANEOUS — ’'53 Henry J 2-dr., 
$410, $150. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 9.) 

(Market shows a slack in the number 
of good, clean autos, apparently due to 
current model changes. Sold 97 cars out 
of 132 offerings.) 
BUICK — '53 RM 4-dr., $1,100. ’51 RM 

4-dr., $350*. ’50 Special 4-dr., $380, $350; 


(Continued on Page 49, Col. 1) 
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dr., $385. '51 Cranbrook club coupe, $320. 305*; Chieftain (8) 2-dr., $965*. ’51 Sil- 


(Continued from Page 48) 


2-dr., $355, $310; RM 4-dr., $320*; Super 
2-dr., $315°. 

CHEVROLET—’'55 Two-ten (6) 4-dr., $1,- 
435. '54 Two-ten 2-dr., $925, $700; Bel 
Air 2-dr., $900. '53 Bel Air 2-dr., $855; 
Two-ten 2-dr., $735, $700; conv., 
*52 FL Deluxe 2-dr., $470*, $450°*. 
SL Deluxe 2-dr., $535*%, $160*; 4-dr., 
$430, $390*, $355*; FL Deluxe 2-dr., 
$325, $310. '50 SL Deluxe 4-dr., $395, 
$375, $305*, $300; 2-dr., $335, $310. "49 
FL Deluxe 2-dr., $380, $350; SL Deluxe 
4-dr., $305; 2-dr., $155. °48 FL 2-dr., 
$255, $245. r 

CHRYSLER—’52 Windsor 4-dr., $640 a 

DeSOTO—’53 Powermaster 2-dr., $600*. 50 
Custom 4-dr., $295. 

DODGE—’49 Coronet 4-dr., $235*. i 

FORD—’55 Fairlane (8) Victoria, $1,605; 
Custom (8) 2-dr., $1,565*; %-ton pickup, 


$1,100. '54 Custom (8) 2-dr., $925. 53 
Main (8) 2-dr., $645. °52 Custom (8) 
2-dr., $595, $560; Crest (8) conv., $565°; 
Main (8) 2-dr., $555. ’51 Custom (8) 
Victoria, $480, $470; 4-dr., $430*, $290; 
2-dr., $415*, $405; Deluxe (8) 2-dr., 
$605*, $345; club coupe, $340, $325. 50 
Custom (8) 4-dr., $215*; Custom (6) 
2-dr., $215, $210. '49 Deluxe (8) 2-dr., 


455*, $255; Deluxe (6) 2-dr., $110; Cus- 
oon (8) 2-dr., $240, $225. °48 Deluxe (8) 
4-dr., $140, $125. 

KAISER—’51 4-dr., $250*, $170* 
LINCOLN—'49 club coupe, $165*. ; 
MERCURY—’51 Custom 4-dr., $400*. 50 
2-dr., $325*; 4-dr., $170. ’49 4-dr., $265. 
OLDSMOBILE—’52 (88) 2-dr., $905*. '51 

(98) coupe, $705*. ’50 (88) 2-dr., $510°; 
club coupe, $355; 4-dr., $225. °49 (98) 
4-dr., $330*. 

PLYMOUTH—’53 Cambridge 4-dr., 

’52 Cranbrook 2-dr., $445. 

PONTIAC—’51 Silver Streak (8) 4-dr., $395. 

STUDEBAKER—’52 Champion 4-dr., $460. 

MISCELLANEOUS — '51 Henry J 2-dr., 
$150. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 9.) 
BUICK—’55 Super Riviera, $2,330*; Special 

Riviera, $2,255*, $2,130*. '53 Super 4-dr., 

$1,035* (ps); RM 4-dr., $980* (ps); Spe- 

cial Riviera, $975*, $950*. 52 RM conv., 
$660*. "51 RM 4-dr., $460*, $455*, $385*. 
CADILLAC—’55 (62) coupe de Ville, $4,- 

400* (ps); 4-dr., $3,450* (ps). ’53 (62) 

coupe de Ville, $2,240* (ps), $2,150* (ps); 

coupe, $2,120* (ps), $2,065* (ps); 4-dr., 
$2,040* (ps). °52 (62) 4-dr., $1,550° 

(ps), $1,485*. 

CHEVROLET—’56 One-fifty (6) 2-dr., $1,- 

990*; 4-dr., $1,725. 55 Bel Air (8) 2-dr., 


$675. 


$1,600*, $1,410; 4-dr., $1,750; Two-ten 
(8) 4-dr., $1,485; One-fifty (8) 2-dr., 
$1,310. '54 Two-ten 2-dr., $825. '53 Bel 
Air 2-dr., $805; Two-ten 4-dr., $815; 


One-fifty 2-dr., $645. 52 SL Deluxe 2-dr., 
$500*; 4-dr., $495. ’51 SL Deluxe 2-dr., 
$450, $415. 

CHRYSLER—’51 Windsor Newport, $415*. 
’49 Royal 4-dr., $135. 

DeSOTO—’53 Fire Dome (8) 4-dr., $760*. 


DODGE — '54 Royal conv., $1,125*. '53 
Meadowbrook 4-dr., $840; Coronet Dip- 
lomat, $755*. 


FORD—’56 Parklane station wagon, §$2,- 
440*; Country sedan, $2,415*; Fairlane 
(8) 4-dr., $2,250*%; 2-dr., $2,150* (ps), 
$2,005*. °55 Fairlane (8) 2-dr., $1,930*; 
4-dr., $1,685*. °53 Custom (8) 4-dr., 
$950*; Main (8) 2-dr., $720; %-ton pick- 
up, $695. '52 Main (6)> 2-dr., $490. ’51 
Custom (8) 2-dr., $550*; Custom (6) 
2-dr., $345*. ’50 Custom (8) 2-dr., $295%, 
$255; 2-ton truck, $395. '49 Deluxe (8) 
2-dr., $215. 

KAISER—’52 Deluxe 2-dr., $325*. 

LINCOLN—’53 Cosmopolitan 4-dr., $1,145. 
'51 Cosmopolitan 4-dr., $470*. 

MERCURY—’56 Montclair Hardtop, $2,765* 
(ps). °55 Custom 4-dr., $1,925*. 54 Mon- 
terey 4-dr., $1,495*; Custom 2-dr., §1,- 
115. '52 Custom 4-dr., $770*. ’50 4-dr., 
$250. 

NASH—’51 (600) 4-dr., $265. 
sador 2-dr., $135*. ; 

OLDSMOBILE—'56 (88) Hardtop, $2,645°; 
4-dr., $2,520*. °55 (88) Super Holiday, 
$2,450*; 4-dr., $2,215*; Deluxe 4-dr., 
$2,085* (ps). '54 (88) Super Holiday, 
$1,935* (ps); (98) 4-dr., $1,885* (ps), 
$1,755*. 

PACKARD—’52 (200) 4-dr., $590*. 

PLYMOUTH—’55 Plaza (8) station wagon, 
$1,665; Belvedere (8) 4-dr., $1,585*. '54 
Plaza 4-dr., $785. '53 Cambridge 4-dr., 
$550. °52 Cranbrook 4-dr., $500; 2-dr., 
$450; Cambridge 4-dr., $415*. 

PONTIAC—’56 Star Chief (8) Catalina, $2,- 
695*. '53 Chieftain (8) Catalina, $1,050*; 
4-dr., $860. ’51 Silver Streak (8) Cata- 
lina, $495*. 

See Commander 4-dr., $1,- 

* 


’50 Ambas- 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Nov. 11.) 
(Prices holding strong on good, clean 
units. We had a large consignment this 
week as dealers want more clean mer- 
Santen. Sold 157 cars out of 212 offer- 
gs.) 


BUICK—’55 Super Riviera, $2,300*, $2,- 
200*; Century 2-dr., $2,275*; coupe, $2,- 
250*; Special 4-dr., $1,930*; $1,900*. ’54 
Century coupe, $1,750*; Special 4-dr., 
$1,460*. °53 Special Riviera, $800*. ’52 
Super Riviera, $300*. 

CADILLAC—’55 (62) 4-dr., $3,850* (ps), 
$3,500* (ps). ’54 (62) 4-dr., $2,925* (ps). 


"52 (62) conv., $1,700*; 4-dr., $1,460, 
$1,440*. °50 (62) 4-dr., $775*, $700°*, 
$650*. 


CHEVROLET—'56 Bel Air (8) 4-dr., §$2,- 
250°, $2,195*, $2,150*; coupe, $2,160*; 
Two-ten (8) 2-dr., $1,925*, $1,840, $1,- 
800, $1,750; 4-dr., $1,810. '55 Bel Air (8) 
4-dr., $1,750*; Two-ten (8) 4-dr., $1,550*, 
$1,475, $1,475*; 2-dr., $1,475, $1,250. ’54 
Bel Air 4-dr., $1,087; Two-ten 2-ar., 
$875; %-ton pickup, $600. °53 Two-ten 
4-dr., $925, $825, $650; 2-dr., $720, $665. 
‘52 SL Deluxe Bel Air, $720*; club coupe, 
$560*. '51 SL Deluxe 4-dr., $350*. ’50 SL 
Deluxe 2-dr., $350. 

CHRYSLER—'50 NY sedan, $380*. 

DODGE—'51 Meadowbrook 4-dr., $335. 

FORD—’'56 Fairlane (8) Victoria, $2,375, 
$2,350*; 4-dr., $1,960, $1,900; 2-ar., 
$1,955; club coupe, $1,900; Main (8) 
4-dr., $1,625. '55 Country sedan, $1,925*; 
Fairlane (8) 4-dr., $1,700*: 2-dr., $1,- 


STUDEBAKER — 


BUICK—’55 Century 4-dr., 


690*; Custom (8) 2-dr., $1,350, $1,340, 
$1,325, $1,320. '54 Main (8) Ranch Wag- 
on, $1,230, $1,200; Custom (8) 2-dr., 
’52 Main (8) Ranch Wagon, $660; 
Custom (8) 4-dr., $600. °51 Custom (8) 
2-dr., $500, $400. 


LINCOLN—’54 Capri coupe, $2,075. °53 


Capri 4-dr., $1,090. '51 4-dr., $500*. 


MERCURY—’55 Montclair Sport coupe, $2,- 


105*. '54 Montclair Hardtop, $1,610, $1,- 
500. '53 Monterey 4-dr., $950. 


OLDSMOBILE—’56 (98) Holiday, $3,360* 


(ps); (88) Hardtop, 
4-dr., $2,230; (88) Super 4-dr., $2,100*. 
"54 (88) Super 4-dr., $1,650*. °53 (98) 
4-dr., $640*. ’52 (88) 2-dr., $755*. 


$2,650*. '55 (98) 


PLYMOUTH — '53 Cranbrook 4-dr., $700, 


$670. '52 Cambridge club coupe, $375. 


PONTIAC—'56 Chieftain (8) Catalina, $2,- 


700* (ps). ’55 Star Chief (8) Catalina, 
$2,035* (ps); 4-dr., $1,800*. '53 Chief- 
tain (8) Catalina, $990; 2-dr., $525. ’51 


Silver Streak (8) 2-dr.,’ $500*. 


"52 Commander conv., 
$305*. '49 Commander 2-dr., $125. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 


every Thursday. Prices are for sale of 
Nov. 10.) 


(Sold 107 cars out of 186 offerings.) 

$1,685* (ps). 
*53 Super 4-dr., $1,050*. '52 Special 2-dr., 
$660*, $605°*. '51 Super 4-dr., $420*. ’50 





sg 4-dr., $350*, $230; Super 4-dr., 

$215*. 

CADILLAC—’54 (62) coupe de Ville, $5,- 
175* (ps). °55 (62) coupe de Ville, $3,- 
950° (ps), $3,900° (ps), $3.890* (ps), 
$3,825* (ps); 4-dr., $3,500* (ps). '54 (60) 
Special 4-dr., $2,950* (ps). '53 (60) Spe- 
cial 4-dr., $1,875* (ps); (62) 4-dr., $1,- 
800* (ps). 

CHEVROLET—’'56 Two-ten (6) 4-dr., $1, 
805. 54 Bel Air 4-dr., $1,065*. '53 Two 
ten Sport coupe, $900; station wagon, 
$800; 2-dr., $715; Bel Air 4-dr., $730. 
*51 SL Deluxe 4-dr., $460; 2-dr., $425*; 
conv., $350; Bel Air, $350*; FL Deluxe 
2-dr., $330, $310. '50 SL Deluxe 2-dr., 
$340, $205. 

CHRYSLER—’51 Windsor 2-dr., $390*. 

DODGE—’55 Royal 4-dr., $1,800* (ps). ’51 
Coronet 2-dr., $280*. 

FORD—’53 Country sedan, $1,350*; Cus- 
tom (8) 4-dr., $730*; Custom (6) 4-dr., 


$705. °52 Custom (8) 2-dr., $535*. ‘51 

Custom (8) Victoria, $465*; 4-dr., $315*, 

$280*. 50 Deluxe (8) 2-dr., $210. 
HUDSON—’'54 Super Jet 2-dr., $575. °53 


Hornet 4-dr., $610*. ‘52 Hornet club 
coupe, $410*; 4-dr., $310*. 

LINCOLN—’53 Capri 4-dr., $1,050*. 

MERCURY — '55 Montclair 2-dr., $2,310* 
(ps). '54 Monterey 4-dr., $1,415*; coupe, 
$1,375*. ‘53 Monterey 2-dr., $1,030*; Cus- 
tom 2-dr., $860°. '52 2-dr., $580*; 4-dr., 
$520. 

NASH—’54 Rambler 4-dr., $760. °53 Am- 
bassador 2-dr., $590. '52 Statesman 4-dr., 
$440. '51 Rambler station wagon, $320. 

OLDSMOBILE—’54 (88) 2-dr., $1,160*. ’53 
(98) 4-dr., $1,150* (ps), $705*. ’52 (88) 
Super 2-dr., $675*. 51 (98) 4-dr., $490*, 
$330*; (88) Super 4-dr., $485. °50 (88) 
2-dr., $340*; 4-dr., $300*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
535*. ‘54 Belvedere 4-dr., $925; Savoy 
club coupe, $735. °53 Cranbrook 4-dr., 
$560. '52 Cranbrook Belvedere, $455; 4- 


PLYMOUTH 


The only factory- 





“+ 


DE SOTO 


°50 Special Deluxe 4-dr., $305. 


PONTIAC —’53 Star Chief (8) Catalina, 
$990*. '52 Chieftain (8) 2-dr., $455*. '50 
Silver Streak (8) Catalina, $420*, $250*; 
4-dr., $305. 


DETROIT 


(Wes Coon, Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 10.) 

(Sellers reluctant to drop to lower lev- 
elg on the late models. Sold 52 cars out 
of 91 offerings.) 

BUICK—’54 Special 2-dr., $1,665*. '53 RM 
Riviera, $1,110* (ps); Super 2-dr., $1,- 
010* (ps); conv., $990*; Special 2-dr., 
$830*, $760. ’°50 Special 4-dr., $275*. 

CADILLAC—’53 (62) coupe de Ville, $2,- 
160* (ps). 

CHEVROLET—’54 Bel Air station wagon, 
$935; 4-dr., $930; Two-ten 2-dr., $845, 
$830, $825, $725; 4-dr., $805. '53 Bel Air 
2-dr., $860; One-fifty 2-dr., $635, $610. 
*51 %-ton pickup, $385. 

DODGE—’53 Coronet 2-dr., $670. '52 Coro- 
net 4-dr., $375*. 

FORD—’53 Custom (8) 2-dr., $670. '52 Cus- 
tom (8) 4-dr., $455. 

HUDSON—'53 Hornet 4-dr., $555*. 

LINCOLN—’52 Capri coupe, $1,070*. 
coupe, $445*. 

MERCURY—’'54 Custom 2-dr., $1,250*%; 4- 
dr., $1,175*, $1,025. °53 Custom 2-dr., 
$1,090. ’50 4-dr., $260. 

NASH—’51 Rambler Hardtop, $300. 

OLDSMOBILE — '55 (88) 4-dr., $2,055* 

"51 4-dr., 


"51 


(ps). '53 (88) 4-dr., $740*. 

PACKARD — '53 4-dr., §785. 
$375*. 

PLYMOUTH—’55 Savoy (6) 2-dr., $1,310. 
’53 Cranbrook 4-dr., $610; club coupe, 
$475; Cambridge 4-dr., $475, $400. °52 
Cranbrook 4-dr., $375. ‘51 Cranbrook 
4-dr., $270; Cambridge 2-dr., $180. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
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ver Streak (8) 4-dr., $395. 
WILLYS—’52 station wagon, $410. '51 sta- 
tion wagon, $245. 
* * 


a 
— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (Nov. 10). We had a good sale 
with a high percentage selling. Plenty of 
buyers for more clean, late-model cars. 

* * * 
SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (Nov. 9). The sale today had two 
extremes; our lowest supply of cars in a 
long time and one of the best buying crowds 
since Sept. 1. So many buyers contesting 
for the lower number of autos drove the 
market upward. In some cases, cars 
brought as much as $50 to $100 above what 
the sellers told us they would take for their 
merchandise. 

* * * 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Nov. 10). In spite of rain, we had a 
very good sale today with over 82 percent 
sold out of 193 cars registered. Prices held 
good, cars were clean, and both buyers and 
sellers left satisfied. 


* * * 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Nov. 4). We had another excellent 
day today with 315 cars listed for sale. Per- 
centage of.sales was higher than in the 
past several weeks indicating that the price 
adjustment is over. 

* * * 
ACTON, MASS. 

Concord Auto Auction, Inc. ‘Sales every 
Friday and Monday (Nov, 4-7). Sold 353 
units out of 496 offerings. 
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Always use MoPar Parts to 
maintain peak performance in 
the Chrysier Corporation 
vehicles in your fleet! Get 
them from your MoPar Whole- 
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cars and trucks b 


saler, nearby Plymouth, Dodge, 
De Soto, or Chrysler Dealer and 


better repair shops everywhere 
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Driving Skill Pays Of — 


Winner of the American Trucking 
Assn.'s Roadeo, Covert L. Fiucks, left, re- 
ceives a check for $600 in recognition of 
his driving skill from H. P. Sattler, Chev- 
rolet commercial and truck department 
manager. Flucks, who works for W. F. 


Johnson Cartage, Inc., Detroit, drove a 
heavy-duty Chevrolet truck to win the 
single-axle semi-trailer competition. 





Long Cars Trouble Carriers .. . 
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BUICK—Special—4-dr. sed., $2,372; 2- 
» $2,313; 4-dr. hardtop, $2,484; 2-dr. 
\ 413; conv., $2,696; 4-dr. stat. 
‘ "_4-dr, hardtop, $2,- 
; 2-dr. — k $2,918; conv., $3,261; 
4-dr. stat. was. 


; conv., $3,499. 
$3,458; 4-dr. hardtop, 
2-dr. hardtop, $3,546; conv., $3,659. 
flow standard on Century, Super and Road- 
master. ) 

CADILLAC—Series 62—4-dr. 
241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501. 
Series 60 Special—4-dr. sed., $4,992. Series 
15—8-pass. sed., $6,558; limousine, $6,773. 
(Hydra-Matic and power steering satand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99)—One-Fiftty— 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. 
cpe., $1,700; 2-dr. stat. wag., $2,137. Two- 


tis 
et 


sed., $4,- 


‘How Will We Haul ’Em?’ 


BUFFALO, N, Y.—The 1956 cars 
Pose quite a problem for the auto 
transport industry. 

Laws in most states limit the 
carriers to 35 feet in length and 
eight feet in width. These dimen- 
sions were adequate years ago 
when cars were shorter and nar- 
rower, but now they are putting 
the squeeze on carriers. 

Delavan Welding Co., Inc., of 
N. Y., one of the 


two cars totaling 37 feet (several 
the higher-priced models are 


December Parley 
Is Scheduled by 


Warehouse Group | 


CHICAGO. — The Automotive 
Warehouse Distributors Assn. will 
meet here Dec. 1-2, it has been an- 
nounced by A. P. Walter, associa- 
tion president. The meeting was 
scheduled following a canvass of 
members after it was learned that 
American Service Industries activi- 
ties planned for Chicago had been 
cancelled. 


The session immediately precedes 
the meeting of the Automotive 
Electric Assn. 

Among the speakers will be Dr. 
Charles L. Lapp, marketing profes- 
sor at Washington University, and 
George J. Burger, vice-president in 
charge of legislative activities, Na- 
tional Federation of Independent 
Business. 

Walter also announced that the 
AWDA would meet Feb. 20 in San 
Francisco in connection with the 
Pacific Automotive Show. 


more than 18 feet long) onto a 
35-foot carrier without any ille- 
gal overhang. 

They tilt the cars so they overlap, 
and they’ve accomplished it with- 
out exceeding the maximum legal 
loaded height of 13 feet, six inches 
for auto carriers. 

Delavan was founded in 1946 and 
did about $90,000 worth of business 
its first year. It started with three 
men working in a converted three- 
car garage. 

The firm now employs 120 men 
and this year will produce about 
500 carriers and do about $2 mil- 
lion worth of business. In addi- 
tion, the firm has done consider- 
able conversion of older carriers 
so they can take the new long 
cars and trucks. 

Delavan recently introduced a 
special model that can carry five 
cars or trucks instead of the-con- 
ventional four. 

The ability to carry trucks is one 
of the outstanding features of Dela- 
van’s carriers, according to Milford 
W. Lempke, president of the firm. 

The company’s other two found- 
ing members, Alfred J. Gentile, 
secretary -treasurer, and John J. 
Johnson, vice-president, along with 
Robert E. Whelan, special consult- 
ant who joined the firm in 1948, all 
helped Lempke design the new 
carriers. 

About four tons of steel and 
400 man-hours go into each Dela- 
van carrier, — 

The cost per vehicle is about the 
same as a medium-priced automo- 
bile and they weigh nearly five 
tons. The life of a carrier ig about 
@ million miles or 10 years. 

There are six major auto-carrier 
producers in the United States. Five 
are located in Detroit. 





Current Prices on New Cars 


Ten—4-dr. sed., $1,921; 2-dr. sed., $1,- 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,181; 4-dr. 2-seat stat. wag., $2, 
4-dr. 3-seat stat. wag., & 314. Bel Air— 
4-dr. sed., $2,034; 2-dr. $1,991; 4-dr. 
hardtop, $2,196; 2-dr. “Ratan, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., 
$2,448; 2-dr. Nomad stat. wag., $2,574. 

CHRYSLER—Windsor—4-dr. sed., $2,- 
824.75; 2-dr. hardtop, $2,859.25; 4-dr. New- 
port hardtop, $3,082.75; 2-dr., Newport 
hardtop, $2,995.75; conv., $3,290.25; 4-dr. 
stat. wag., $3,552.50. New Yorker—4-dr. 
sed., $3,727.50; 4-dr. hardtop, $4,050; 2-dr. 
Newport hardtop, $3,899.50; 2-dr. St. Regis 
hardtop, $3,943.50; conv., $4,190.75; 4-dr. 
stat. wag., $4,471.50. (PowerFlite stand- 
ard on New Yorker.) 

Deluxe — 4-dr. sed., $2,731. 

Super—4 sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 


CONTINENTAL MARK II — 2-dr. sed., 
(Turbo-Drive and power steering 


DeSOTO — Firedome — 4-dr. sed., §$2,- 
; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 
man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. ite—4-dr. 
sed., $3,073.50; 2-dr. hardtop, $3,300.50; 
4-dr. hardtop, $3,385.59; conv., $3,498.50. 
(PowerFlite standard on Fireflite.) 
DODGE — Coronet 6—4-dr. sed., $2,- 
228.50; 2-dr. sed., $2,155.40. Coronet V-8 
—4-dr. sed., $2,336.25; 2-dr. sed., §$2,- 
263; 4-dr. hardtop, $2,512.50; 2-dr. hard- 
top, $2,398.50; conv., $2638.50. Royal— 
4-dr. sed., $2,473.75; 4-dr. hardtop, §$2,- 
657.75; 2-dr. hardtop, $2,543.75. Custom 
Royal—4-dr. sed., $2,583.75; 4-dr. hard- 
top, $2,767.75; 2-dr. hardtop, $2,653.50; 
conv., $2,873. Station Wagon—2-dr. 2-seat 
six, $2,452.25; 2-dr. 2-seat V-8, $2,560; 2- 
dr. 3-seat V-8, $2,689; 4-dr. 2-seat six, 


-dr. 


$2,677.25; 4-dr. 2-seat V-8, $2,829; 4-dr. 
3-seat six, $2,782.75; 4-dr. 3-seat V-8, 
$2,934.50. 


FORD—(Prices are for 6-cyl. models; for 





—Mainiine—4-dr. sed., 


V-8s, add $99.98)— 
$1,858.29; 2-dr. sed., $1,813.11; 
$1,711.03. Customline—4- -dr. sed. 
2-dr. sed., $1, oe 57. Patrinne~4 
$2,043.54; "2-dr , $1,998.36; 4-dr. hard- 
top, $2, 215. 95; “Sar. hardtop, $2,143.88; 
Crown Victoria cl. cepe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 


bus. cpe., 
-» $1,950.75; 
-dr. sed., 


(4-dr, 2-seat)—Country Sedan—$2,246.77; m 4-dr., $2,279.75; Sport 4-dr., $2,- 
(4-dr. 3-seat)—Country Sedan, $2,378.95; ae . er P 
Country Squire, $2,482.50 PONTIAC — Chieftain 860 —4-dr. sed., 
HUDSON — Super Wasp 6 — 4-dr. sed.,| $9259; 2-dr. sed., $2,201; 4-dr. hardtop, 
$2,290. Custom Wasp 6 — 4-dr. sed., o $2,404; 2-dr. hardtop, $2,331; 2-dr. stat. 
460; 2-dr. nartee, $2,570. Super Hornet 6 wag., $2,529; 4-dr. stat. wag., $2,612. 
—4-dr. , $2,565. Custom Hornet 6—4-dr. | Chie 870—4-dr. sed., $2,374; 4-dr. 


sed., ste 760; 2-dr. hardtop, $2,880. Super 
Hornet ‘V-8 — 4-dr. sed., 825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. 

IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown I -dr. 8-pass. sed., $7,- 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688 

LINCOLN — Capri — 4-dr. sed., $4,157; 
2-dr. hardtop, $4,064.50. Premiere—4-dr. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. (Turbo-Drive and power 
standard.) 

MERCURY—Custom—4-dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-ar. sed., 
$2,214; 2-ar. hardtop, $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4- -dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; 2-dr. hard- 
top, $2,590; 8-pass. stat. wag., $2,937. 
Montclair—4-dr. spt. sed., $2,746; 2-dr. 
hardtop, $2,724.50; conv., $2,859.50. 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,443; 2-dr. sed., $2,378; 4-dr. hardtop, 
$2,627; 2-dr. hardtop, $2,542. Super 88— 
4-dr. sed., $2,595; 2-dr. sed., $2,529; 4-dr. 
hardtop, $2,836; 2-dr. hardtop, $2,763; 
conv., $2,986. Series 98—4-dr. sed., $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, $3,- 





bus. 
$1,991.50; 2-dr. 
top, $2, 095.75. 
075.50; 2-dr. sed., $2,032.50; 
$2, 247.50; 2-dr. hardtop, $2,179.75; conv., 
(V-8 only), $2,443.50. Suburban — Deluxe 


2-dr., $2,162.50; Custom 2-dr., 


top, 


2-dr. 
798; 2-dr. sed., 
$1,869. Custom —4- dr. sed., 
top, $1,995; 4-dr. stat. wag., $2, 098. 
WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
HS _Station Wagon — 2-wheel-drive, 
997.32, 


Scanlon, Aaron & Bell 


To Represent Dietz Co. 


R. E. Dietz Co., Syracuse, has 
announced two new sales represen- 
tatives for its line of automotive 
lighting equipment. 
Scanlon & Associates, 
Fairview Park, O., has been named 
representative in Kentucky, West 
Virginia and Ohio, and Aaron & 
Atlanta, has been named 
representative in Virginia and 
North and South Carolina. 


John 


Bell, 


— (Prices 
for V-8s, add $103.25)— 

4-dr. sed., $1,892.50; 2-dr. sed., $1,849.50; 
cpe., $1,750.50. Savoy —4-dr. sed., 
sed., $1,948.50; 2-dr. hard- 
Belvedere — 4-dr. sed., $2, 
4-dr. hardtop, 


conv., 


CKARD—Patrician 
160. 400—2-dr. hardtop, $4,190. 
— 2-dr. hardtop, 
(Ultramatic standard.) 
PLYMOUTH 
models; 


$2,696; 2-dr. hard- 


$2,818; Safari 


2-dr. 


$5,495; conv., $5,995 


for 6-cyl 
Plaza— 


$2,232.50; 


hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 
stat. wag., $2,709. Star Chief—4-dr. sed.. 
$2,488; 4-dr. hardtop, 
$2626; 
stat. wag., $3,089. 

RAMBLER—Deluxe—4-dr. sed., $1,695; 
sed., $1,585. Super—4-dr. sed., $1,- 


$1,683; 2-dr. stat. wag., 


$1,989; hard- 





os 


New Commercial Car Registrations, 


13 States for October, 1955-1954. 


Truck registrations by states 
are released here weekly, as 


compiled by R, b,-Polk repre- 
sentatives in staté capitals. 








Delaware a | 107 "| 78 39 4” H | 
‘54 1 74 9 19 35 5 
District of Columbia = | 3 3 3 5 3 7 ‘| 
Florida ‘55 1038 12 150 697 263 233 36 13 
‘34 | 646 4 112 625 182 194 33 8 
Idaho 55 | rd I =| 104 68 64 ;| | 
‘54 140 ! 54 114 55! 72 I 
Hlinois “55 | 1158 54 aos | 877 282 386 28 i 
‘54 998 17 206 839 174 428 10 4 
Montana ‘55 294 4! 156| 83 | 12 i 
‘54 152 | 41 138) 47 159 I | 
New Hampshire = | 7 | = ‘ 7 a ; 3) 
° | 1 4 
New Mexico "55 | 338 I 55 182) 109 44 6 | 
54) 177 | 45 149] 3 46 2 
North Carolina *55| 1047 | 132 650 238 171 70 2 
*54) 769 148 67! 188 181 35 3 
South Dakota ‘55 | 126 2 29 124 30 59 | | 
‘54 108 ;| 25 157 29 74 
Virginia ‘55 | 673 1 | 103 ‘al 129 128 31 5 
‘34 | 467 I 127 466 126 167 9 9 
West Virginia "55 | 272 I 70 192 5 a ’| 2| 
‘54 228 2 39 167 48 
Wyoming "55 | 165 I 3 94) 5 | he Ee a3 
‘54 120 97) ee 
13 States Reported *55| | § . 2 893 a 1391; 219) 7 
To Date for October *54| fii 30 864 ” wa ep 26 
Year ‘55 ares 2757| 51269| 226375| 60082 
To Date ml mn 1] 227667} 2041| 45795] 210459| 52252 tonne an = & 


"4 


30 
14 





i 
"| 
: 


i 











%6 7 2) 327 
10 205 
6 5| 3; 339 
| 1} 4 I 
52) 109) +-25| +2655 
20 8! 9| 1925 
4 2 4) 578 
I 43 | 486 
17 a 23) 3081 
22 48 13} 273 
HW rT 3] 795 
3 42 2} 595 
24 | 299 
3| 19 1} 235 
2 38 6} 798 
i 3a| | 518 
| % 5) 2417 
54 25 4} 2091 
2 29 409 
;| 19 424 
52 4) 1635 
tol 28 4) 1476 
13 78 2; 864 
7 28 1] 566 
A: 
| 3 a ee 
| | 
10689| 19713|  6059| 715086 
8709| 11749| 3683) 640630 





‘“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
i to insure accuracy of this report to the extent of the registrations received and tabulated at the — the report is published. 
. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 11 States for October, 1955- 1954 











































Car registrations by states * a < 
are released here weekly, as Oz Zz = 
compiled by R. L. Polk rep- ze Se E 
resentatives in state capitals. 2° ze z 
Delaware °55 | it 12 21 it | 169 273 456 12 75 Sa | 616 ‘SI 166 "asl | 4 
54 3; 7 10 x 6 16 38 6? 397 ll 59 467 391 89 5? 689 3 4 
District of Columbia ‘55 8 2 a 112 308 513 523 14 632 282 2 63! 270 241 1466 
“eal 17 23 rl a1 2% 50| 143, 260) = 418 18 Hi Sel 160 431| 2it] = 103) 945 4| 2| 
a 5 ee 3 (0, 290 See 918, 2038 tal ‘s 3337] ‘ayz|__ aan] sise| 833] 498 4690, 5 
Idaho '55| 64 * 90) = 273 310 "I <02| 24 429 | 2 924 | 
Hina ee eee ee m2 oa a 
2 54] 381] = s514] B95] 427 a tool 1083 1083} 2429 iar 7333 ber] soe tel io aml 1 1168] 13878 57 tal 
+ tl 30 a i 20s F ‘ts! 5031 " x mil oil al at] alto 
_— + 21s i 2 ‘7 ‘sl at 123 2 a i | al 
North Carolina ‘SS 4 155 +0! pe 435 | or sri al aI 1 s 3401 Sel Xi] _ ie | H 
Dakot. = i a a 28 a ia = ae ‘ ttle te 245 “i = 15! reas ' $ 
. =| 18 i al 33 26 = 183 453 | ma 37 te aaa 16t 92 Me | 
‘est Virginia Sa a ' 51 3 oo 380 oes 938 2 216 Wal Sool a el 269 320 2721 | 4 
7 a a ee le rs 7 
| 72 a 3\ Sa a2| 102 20 200, tol 429 HI ;| 
mn Detobe 4041 ce 'Sov2| 1566s] 426, 2si7| 18526] S90e] cil i3tee| SB ws eso ae ua in| 
Net Adjustment ‘S| a —5| [ =a —tl Sa at —s0} = +t} = 18] = —97| —178), +2] 26} +6] +10) —186) I a eli ae — al — et 
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121 
nl 
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2a 
7 
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2 
—2| 
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i 
13 
115 
76 


“0 
20 
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3 
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3 
2 
32 


is 


i 
7 
197 
174 
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Ea 


iss 
$14 


26 
24 


tt 
13 


1048 
801 
ann 


2 
27 


201 


312 
250 


668 
501 


a 
1ST 


3 
37 
| 
7? 
18 
18 


—12} 





5| 1274 
|_| 
| %60 Ta 
Hi 1282 
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26116 
| 
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5 11584 
7364 
H 1915 
1671 
4473 
288i 
‘| 
4 
71 So00n 82442 
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21405 | 4194278 


Year ud mar teen | yt eae Seal ails} 521495 ioe onat Ei ae 594185; 109428 1241224 Saeed pt Eve wl 40688 116414| 36457 = 
Te Date aa 113953} 302883} 551014| 4049312; 29079} 218843| 1297234) 399750| 84169) 1046933; 312474} 262958) 2106284 14508 2| 31948 rate 103366 
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Fewer Lookers, More Buyers at Openings .. . 


Early Sales Climb in Atlanta 


By E. C. Bash 
| 


Staff Correspondent 

ATLANTA. — More buyers and 
more genuine prospects attended 
the new-car showing this year than 
last, local dealers report. 

While the crowds were larger and 
there was more general interest 
and more enthusiasm last year, 
more new cars were actually sold 
following this year’s opening, deal- 
ers said. 

More new Mercurys were sold 
in this area than in any first 
month following introduction of 
a new model, W. A. Toms, south- 
ern regional sales manager, re- 
ported. 

Packard, Buick and Chevrolet 
dealers also said opening sales were 
better this year than last. 

A lack of cars handicapped Buick 
dealers and some others. Some 
dealers felt lucky to have four or 
five cars to display. 

Buick dealers were told that the 
trim supplier delivered so late that 
the factory was able to finish only 
a minimum number of cars for 
each dealer. 

Some dealers reported their cus- 
tomers resented the price rises on 
56 models, but the majority said 
so much publicity had been given 
the price rise in the newspapers 
that the customer expected it and 
made little comment. 

The battle cry here continues to | 
be: “How much can I get for my 
old car?” 

One exasperated dealer said, “My)| 
customers don’t care about the 
style, mechanical improVements or} 
color changes. All they want to 
know is how much cash they’ll| 
have to put up on a new model. | 

“Everybody talks about selling| 
the product. How can you even| 
attempt a good selling program| 


76 of 84 Cars 


Bought by N. H. 
Are of One Make 


CONCORD, N. H.—- (UTPS)—De- | 
spite competitive bidding by dealers, 
76 of the 84 cars purchased by the 
State Highway Department over a 
two-year period were of one make. 

This revelation was made after a 
survey by James Audley, an official 
of the State Department of Pur- 
chase and Property. It followed a 
protest by dealers that the depart- 
ment had practiced discrimination 
in the preparation of bid specifica- 
tions for vehicles. 

Audley said that of the 84 cars 
purchased, 78 were sedans in the 
low-price field. Of these 78, he said, 
76 were of one make. 


Buick, Olds Debuts 
Called Best Ever 


DETROIT. — The reception of 
the 1956 Buick and Oldsmobile has 
been the best in the history of the 


» 


J. F. Wolfram 


two divisions, their general man- 
agers have announced. 

Ivan L. Wiles, Buick, reported 
that dealers took orders for 28,000 
cars the first three days the models 
were on display. “Many dealers 
commented that the crowd seemed 
more in a buying mood than in pre- 
vious years,” he said. 

J. F. Wolfram, Oldsmobile, said 
his division’s four-door hardtops 
have been receiving particular at- 
tention and that dealers report 
widespread interest in the new 
T-350 engine and Jetaway Hydra- 
Matic transmission. 


General Names Helmke 
William S. Helmke has been 
appointed truck tire sales manager 
of the Houston division of General 
Tire & Rubber Co. 


Ivan L. Wiles 


when all the buyer is interested in 
is the downpayment and the 
amount of the monthly note?” 

Practically all dealers readily 
admitted they are discounting an 
average of $200 to $300 or more on 
56 models. 

A Chevrolet dealer said: “Of 
course, we’re discounting. The 
factory encourages us to do it. 
They don’t care how little money 
we make as long as we roll out 
the cars.” 

Ford deliveries have been ham-| 
pered this year as they were on| 
the ’55s by the inability of the local | 
plant to keep up with orders. There} 
is a three to four-week wait on 
special orders, particularly the) 
Victoria. 

Local Ford dealers are receiving | 
cars from Louisville, Memphis, and} 
Dallas plants in addition to the| 
local plant. 

Ford dealers note that the switch 
from the Mainline to the Custom-| 
line and Fairlane series is continu-| 
ing this year. Even fleet owners, | 


it was said, are buying the higher 


priced models because of the better 
tradein value. 


New 1956 models are appearing) 


at auctions and on used-car lots 


here, but only in small numbers at! 


present. 

A local dealer reported that 
four '56 Chevrolets were on a 
used-car lot in Mobile, Ala., and 
were even advertised in the paper 
before the official Chevrolet open- 
ing day. The hoods of these cars 
were reported to have been fast- 
ened down so no one could get a 
peek at the serial numbers. 

“It wouldn’t have made any dif-| 
ference if they could,” the informant | 
said. “Serial numbers have been| 


reported to the factory before and} 


it didn’t do any good. They don’t) ty show, gets a first-hand look at the| 
care who sells the cars so long as| 


they are sold.” 
Dealers agree it is going to take)! 
more advertising, more solicitation, | 
more demonstrations, more har 
selling and no tightening up of 
credit if new car dealers are to 
meet the quotas the factories have) 
set up this year on the ’56 models. 


51 
Firestone Official 


Sees 14-Inch Tire 


Patti Eyes Product — 


Patti Page, singing star of the Patti Page 


Oldsmobile plant in Lansing. M. J. Minno, 
final assembly plant superintendent, left, 
and Dennis Fink, foreman, right, point out 
assembly operations. Miss Page enter- 
tained at several dealer announcement 


| meetings. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


Safety 
Comfort 
Economy 


On 1957 Cars 


CHICAGO. — A 14-inch tire with 
increased cross-section for 1957 
models was predicted last week by 
H. H. Waters, engineering director, 
Firestone Tire & Rubber Co. Wa- 
ters addressed the diamond jubilee 
meeting of the American Society 
of Mechanical Engineers. 


He told the engineers that “it is 
common knowledge that a nuniber 
of automobile manufacturers will 
demand and get” such a tire for 
1957. 


| Other developments foreseen by 
| Waters are: 


1. The general use of tubeless 
| truck tires in 1956. 
| 2, Eventual adoption of tubeless 
tires for farm equipment. 

3. Use of full-depth, foam-rubber 
| cushioning for seating. 

4. Increasing use of foam rubber 
|to improve the safety characteris- 
tics of automobiles. 
| 5. Increasing application of the 
;air spring, a rubber and fabric air 
|chamber designed to replace steel 
springs in vehicle suspensions. 


The Greatest name in Ride Control 


MONROE SWAY BARS— 
ostancarda equipment or 


makes of cars 


DIRECT ACTION POWER 
STEERING The y truly 
MONRO-MATIC 
ABSORBERS 


eq 


SHOCK 


re makes 


‘abd 


MOLDED RUBBE 


R PRODUCTS 


E-Z RIDE SEATS 


MONROE AUTO EQUIPMENT COMPANY 


Michigan—World’s Largest Maker of Ride Control Products 


Monroe, 





By Martin L. Whitmyer 
Staff Writer 

National newspaper advertising 
linage, accelerating in September 
its record-breaking performance 
of previous months, hit a new all- 
time high for the first nine 
months of the year, according to 
a joint announcement by Media 
Records, Inc., and the Bureau of 
Advertising of the American News- 
paper Publishers Assn. 

Figures compiled by Media 
Records for 52 Index cities showed 
National (general and automotive 
combined) up 21.1 percent over 
September of last year, to bring 
the nine-month total 11.7 percent 
above the same period of 1954. 

Automotive set the pace with a 
64.5 percent gain for the month 
and 29.9 percent for the year to 
date, General, with a 6.4 percent 
increase in September, chalked up 
a nine-month gain of 4.2 percent. 
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Map Plans for Cotton Bow! Telecast— 

The fourth consecutive telecast of Dallas’ Cotton Bowl football classic will be spon- 
sored Jan. 2 by Dodge dealers. The game will be carried by the National Broadcasting 
Co. Discussing plans for the telecast are, from left to right, Will C. Grant, president, 
Grant Advertising, Inc.; Lindsey Nelson, NBC sportscaster; Jack W. Minor, Dodge sales 
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GET MORE BODY § 


NEW! Multi-purpose pull clamps. New techniques 
snap damaged metal back into position without 
stretching or distortion. Ask for amazing “Pull 
Clamps”; AZ-12 ass’t ($46.70) for Bantam; FZ-13 
($51.80) ass’t for 10-ton ‘“Porto-Power” 
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NEW! Bantam “Porto-Power”’ is now even more 
powerful, more foolproof! Now more than ever it’s 
the world’s fastest y jack equipment! Ask for 
new “Bantam” SA-50 ($43.30) hydraulic unit and 
RC-640 ($18.50) Pull Ram. 
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NEW! “Lock-On” double purpose tubing slides to- 
gether quick as a wink! Can cut 50% off time it 
takes to make set-ups. Can also be threaded to- 
gether. Ask for “Bantam” AZ-13 ass’t ($19.95) 
or FZ-14 ($31.60) 10-ton ‘“‘Lock-On” tubing. 
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percent; Classified, up 16.7 percent, 
and total (all classifications com- 
bined), up 10.2 percent. 
* * * 
Oldsmobile Campaign Opens 
Newspapers played a major role 


- in carrying Oldsmobile’s 1956 


new-car announcement, with more 
than 3,000 weeklies and 1,600 
dailies on the schedule. 

In launching its largest adver- 
tising and sales promotion cam- 
paign in history, L. F. Carlson, 
Oldsmobile merchandising mana- 
ger also stated that color supple- 
ments will be used extensively by 
Oldsmobile in 1956, with color 
pages being scheduled for Ameri- 
can Weekly, This Week, Parade, 
Metro Group and six indepen- 
dents. 

“Oldsmobile’s sales in 1955 were 
backed up by our greatest adver- 
tising activity to date,” Carlson 
said. “But next year we’re out to 
increase our share of the market, 
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and that means we'll be doing an 
even bigger and better advertis- 
ing and promotion job in 1956.” 


Sun-Times Expands 

Marshall Field jr., editor and pub- 
lisher of The Chicago Sun-Times, 
has announced a $15 million expan- 
sion program for the paper. 

Construction of the new nine- 
story building, to be erected on the 
north bank of the Chicago river 
between Wabash Ave. and the 
Wrigley Bidg., is due to be com- 
pleted in the early spring of 1957. 
Occupancy is scheduled for June, 
1957. 


* ® * 


Chevrolet Ad Stresses Safety 


A safety ad stressing the role 
of both the car and the driver in 
accident prevention is helping to 
launch Chevrolet’s 1956 model ad- 
vertising campaign. 

Scheduled for insertion in 7,000 
newspapers, the ad centers around 
an illustration of a mother cat 
toting her kitten across the street 
by the scruff of the neck. In the 
background, an amused Chevro- 
let motorist waits for the animals 
to reach safety. 

The copy stresses that the most 
important factor in accident pre- 
vention is the driver. The second 
factor stressed in the ad is “the 
car itself.” The ad enumerates 
new. features that make for safer 
passing, stopping, turning and 
vision. 

* * * 


Kenesson Joins Grant 


Appointment of Frank G. Kenes- 
son as a public relations vice-presi- 
dent of Grant Advertising, Inc., has 
been announced 
by Lawrence R. 
McIntosh, execu- 
tive vice - presi- 
dent of Grant. 

Kenesson has a 
long history of 
newspaper expe- 
rience with pa- 
pers in Indiana 
and Kentucky, 
‘a and with the As- 
at sociated Press in 

ins de i “isa Detroit where he 
served in various capacities, includ- 
ing news editor. He resigned from 
AP in 1951 to aid in forming Chrys- 
ler Corp.’s press information serv- 
ice, of which he was manager until 
recently. 





* * * 


Barbour in New Post 


Henry J. Barbour has been 
named manager of advertising 
and public relations for Fair- 
banks, Morse & Co., Chicago. He 
succeeds L. A. Harlow, who has 
resigned to join an advertising 
agency. 

Barbour has been associated 
with Fairbanks, Morse & Co. for 
31 years, having held numerous 
positions both in the firm’s Beloit 
(Wis.) works and the executive 
offices in Chicago. 

” ” ~ 


Orr Heads New Ad Club 


John Orr, executive secretary of 
the New Hampshire Automobile 
Dealers Assn., has been named 
chairman of the newly organized 
New. Hampshire Advertising Club. 
The club is sponsored by the New 
Hampshire Advertising and Public 
Relations Council, which Orr also 
heads. 


The new club is open to ad men 


on all daily and weekly news- 
papers, 


tions, allied media, and industrial, 


commercial, recreational and agri- 


cultural organizations. 
* * * 


Auto Specialties Signs 

Auto Specialties, New York, 
manufacturer of auto brake 
drums, has completed negotia- 
tions for 52-weeks of participa- 
tions on WCBS Radio. 

Auto Specialties, through Van 
Aikem, Ragland and Stevens, will 
participate 14 times a week. 

* * * 


Donnelly to Buy Firm 

Outdoor advertising facilities of 
Morton Co., a Baltimore outdoor 
advertising firm, will be purchased 
by Donnelly Advertising Corp., the 
Maryland subsidiary of John Don- 
nelly & Sons. 

In announcing the purchase, 
Donnelly stated its objective is to 
provide a superior quality of out- 
door advertising service of maxi- 
mum influence, interest, and effec- 

(Continued on Page 53, Col. 1) 
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tiveness for their advertising 
clients, and to serve the public 
interest by supporting actively 
those programs directed towards 
the betterment of the Greater Bal- 
timore community. 

* ” * 


Chevrolet Sponsors Moore 


Chevrolet will enter the day- 
time network television program- 
ming picture Nov. 30 as sponsor 
of the “Garry Moore Show” each 
Wednesday from 10:15 a.m. to 
10:30 a.m. (EST), over CBS-TV. 

W. G. Power, Chevrolet adver- 
tising manager, said the com- 
pany’s sales appeal will be di- 
rected on the program to women 
daytime viewers, using Moore as 
the spokesman. 


Sponsorship of the program, 


which follows a casual format, | 


marks the first time a major au- 
tomotive firm has scheduled a 
regular network daytime pro- 
gram, Power said. 

* * * 


General Tire Airs Pros 


General Tire Co. Akron, will 
sponsor the telecast of the tradi- 
tional Thanksgiving Day football 
game between the Detroit Lions 
and Green Bay Packers over the 
ABC-TV network. 


In additicn to ABC-TV coverage 
of the game from Briggs Stadium 
in Detroit, the game will be carried 
by WOR-TV in. New York and 
KHG-TV in Los Angeles. Sports- 
easters Harry Wismer and Budd 
Lynch will describe the game. 

oa ok of 


NAATS Appoints Rep 


The National Assn. of Auto 
Trim Shops has appointed Du- 
Fine-Kaufman Inc., New York, 
to direct the association’s nation- 
al advertising program and pub- 
lic relations activities. 


The advertising campaign in- 
cludes newspaper, radio, televi- 
sion and national magazines, 
promoting the “craft-shop tech- 
niques” and the advantages of 
“auto seat covers.” 

NAATS represents the more 
than 7,500 trim shops that spe- 
cialize in auto seat covers and 
convertible tops. 


* ca * 


Gar Wood Picks Rep 


Gar Wood Industries, Inc., 
Wayne, Mich., has announced the 
apppointment of Meldrum and 
Fewsmith, Inc., Cleveland, as ad- 
vertising agency for all Gar Wood 
divisions. 

Meldrum and Fewsmith will 
also handle the advertising for 
Gar Wood’s subsidiary, United 
Metal Craft Co. 


* * * 


Champion Advertises 


The adoption of the company’s 
new Turbo Action spark plugs 
as original equipment on the Con- 
tinental Mark II is being hailed 
by Champion Spark Plug Co. in 
a full-page, four-color national 
advertisement. 


Featuring two views of the 


Salesman Fined 
For Placing Ad 


Circulars on Cars 


MILWAUKEE.—Two auto sales- 
men were fined after being arrested 
when a patrolman saw one of them 
place advertising circulars on auto- 
mobiles. 

Such advertising is prohibited by 
a Wisconsin statute. 

Paul Muehl, 35, was fined $10 for 
Placing circulars on parked cars 
and Bernard Krueger, 22, was fined 
$25 for driving a car without license 
plates. The circulars advertised a 
“carnival of cars” sale at a Milwau- 
kee garage. 


Milwaukee Speaker 
MILWAUKEE. — James Dornoff, 
vice-president, Pate Oil Co., will ad- 
dress the banquet of the Milwaukee 
County Automobile Dealers Assn. 
Dec. 13. His topic will be “The 
Magic of Enthusiasm.” 





Continental Mark II, the adver- 
tisement will appear in national 
magazines reaching a circulation 
of almost 30 million, supplement- 
ing an already extensive adver- 
tising program for the new car 
by Ford Motor Co. 


* * * 


Names 


Bob Cain has been named to the 
Chicago sales staff of Farm ¢& 
Ranch magazine. He formerly was 
advertising manager of the Ameri- 
|can Poultry Journal. 


Laura Land and Dean C. Wolf 
have been named associate editors 
of Farm Journal. Both formerly 
were associate editors of Country 
Gentleman. 


Joseph M. Allen, formerly direc- 
tor of radio and television, has been 
named vice-president of the Assn. 
of National Advertisers. 


Harold E. Smith, former auto 
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UNDERCAR SEALER 


editor of the San Diego Union- 
Tribune, has joined Ford Motor Co. 
as assistant manager of the com- 
pany’s Los Angeles public relations 
Office. 


Robert E. Finn, formerly on the 
Chicago ad staff of Farm & Ranch 
magazine, has been promoted to 
manager of the magazine’s New 
York office. 


Thomas R. Shepard has been 
named assistant to the publisher 
of Look magazine. Shepard joined 
Look in 1946. In other appoint- 
ments, George Benneyan, formerly 
promotion director, was named spe- 
cial projects coordinator and Joel 
Harnett, formerly assistant to the 
ad director, was named manager of 
advertising sales development. 


Benjamin A. Colarossi has joined 
the radio-television department of 
Geyer Advertising, Inc., New York, 
as art director. He formerly was 
assistant art director of Biow, 
Beirn & Toigo, Inc. 


Julian L. Watkins, a vice-presi- 
dent of the firm, has been named 
long-range creative administrator 
of Campbell-Ewald Co., Detroit. 

Victor F. Radcliffe has been 
named an account executive on the 
eastern seaboard for Florez, Inc., 
Detroit- based agency specializing 











TV Commercial— 


A new animated TV film spot with a 
jingle sung to the tune of “Dry Bones,” 
explaining the torsion-level suspension, 
has been created for Packard-Clipper by 
Ruthrauff & Ryan, Inc. The film, featuring 
four characters linking the elements of 
the system, will be used in commercials 
on “TV Reader's  Digest,"" sponsored by 
Studebaker-Packard on ABC-TV. 


ment. He formerly was with Jam 
Handy Organization. 

John Lowden has been named to 
head the Washington office of 
Campbell-Ewald Co. Lowden for- 
merly was with the company’s San 
Francisco office as assistant ac- 
count executive. 

John Farmakis, for the past two 


in training and manpower develop-| years a member of the field mar- 


AND SILENCER 


¥ Sprays on Quicker 
¥ Saves Time, 


Trouble, Money!” 


50% More Undercoating 


Jobs from 


Check these facts, and you'll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode... 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY 
EL DORADO, ARKANSAS 


Is sprayed on thinner (e”) 
Dries faster 

Lasts longer 

Goes farther 

Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 


Is guaranteed by Lion Oil Company 


Every Drum 



























Lion Oil Company 
Dept. AN-K 
El Dorado, Arkansas 
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53 
keting division of Town Journal 
and Farm Journal, has been pro- 
moted to space sales representative. 
He will be assigned to the New 
York sales office. James Urice has 
been appointed to the field market- 
ing division to succeed Farmakis. 


Charles R. Hook jr., former dep- 


oe uty postmaster general, has been 


elected executive vice-president of 
Kudner Agency, Inc. ° 


Robert C. Jackson has been 
named an account executive in the 
sales section of the direct mail di- 
vision of R, L. Polk & Co., Detroit. 
Jackson formerly was executive as- 
sistant to the president of J. C. 
Warren Corp. 


Thomas J. Elrod has joined the 
advertising staff of the Chicago 
Tribune. He will work out of the 
Detroit office. 


Gail W. Compton, former farm 
editor of the Chicago Tribune, has 
joined Gottschaldt & Associates, 
Miami advertising agency. 


Paul Foley has joined McCann- 
Erickson, Inc., as vice-president 
and chairman of the plans board 
in the Detroit office. During the 
past 10 years he has served in 
creative and account management 
responsibilities on the Cadillac and 
Pontiac accounts of MacManus, 
John & Adams, Inc. 





Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 
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56s Redesigned and Enlarged .. . 


Studebaker Sedans, Wagons Bow | 


What's New: 


Improved 210-horsepower en- 
gine . . . redesigned hood, fend- 
ers, deck . .. larger trunk... 
restyled station wagons... 
safety-fin brakes ... safety-eye 
speedometer ... new defroster 
system ... safety-padded seat. 

* * * . 
— biggest cars ever offered 
by Studebaker” will go on dis- 
play in dealer showrooms tomor- 
row (Tuesday, Nov. 22). 

The company will show nine 
sedans and three station wagons 
at this time, with four volume- 
production sports-type models 
scheduled to bow early in Decem- 
ber. 

The five-passenger sports models, 
to be known as the Hawk series, 
will consist of the Golden Hawk, 
Sky Hawk, Power Hawk and Flight 
Hawk. 

Studebaker says its new models 
represent the only complete restyl- 


NOW! YOU CAN 


= Set Valve 
= Clearance 







Now you can set valve 
clearance on most OHV 
gasoline and diesel 
truck engines uniform- 
ly and with micrometer 
accuracy instead of de- 
pending upon individ- 
ual “‘feel’’. 


Check these 
VALVE-GAPPER 
$2 
@ Reduces Valve Adjust- 
ment time os much os 


50% 
@ Eliminate Inaccuracies 
of Individual *‘Feel’’. 


@ No Change in Adjust- 
ment Procedure; ONLY 
Method of Measure- 
ment Differs. 

@ Serviceman can ‘*SEE"’ Clearance on Dial Indi- 
cator BEFORE, DURING ond AFTER adjustment. 

@ Both Hands FREE to Use Adjusting Tools. 

@ instontly Spot Defective Hydraulic Lifters, 
**See"’ the condition of lifters... show cor 
owners which volves ore sticking and noisy . . . 
Use the VALVE-GAPPER to free sticking lifters. 

@ Reduce ‘‘Service Comebocks'’ with the VALVE- 

E 


Service man olwoys 
hos both honds free 
to use adjusting tools 
—he con *‘see"’ exact 
clearance before, dur- 
ing and after odjust- 
ment. 


Order From Your Jobber or Write 


| P&G MANUFACTURING CO., Dept. 8 M ‘ 
1 305 N. E. Russell Street, Portiand 12, Oregon! 


1 Please send me Valve-Gapper literature and prices. ; 
i Firm Nome. : 
| Your Name. : 
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| Engines Serviced: ! 
{ 
i 
i 
. 


i (CD) Possenger Car 
(Ges Truck 


CDiese! 
(Gas Industrial 


ing in the volume low-price field 
for 1956. 


The new President Classic four- 
door is 204 inches long and other 
sedans measure 200 inches. All are 
60 inches high and 71 inches wide. 
Station wagons are 196 inches long 
and nearly 62 inches high and are 
the same width as the sedans. 

* * * 

6 bye hood and deck are higher 

and more massive and the 
longer front fenders sweep forward 
to hood the headlights. Front and 
rear fenders have. wheel cutouts 
and lips and the restyled side mold- 
ings also add to the long-car theme. 
Trunks of all models are 20 percent 
larger. 


Heading the models to be intro- 
duced tomorrow is the President 
Classic four-door which has a 210- 
horsepower engine and four-bar- 
rel carburetor as standard equip- 
ment. The President series also 
has a 195-horsepower four-door 
and two-door. 

The Commander, a 170-horse- 
power V-8, and the Champion, a 
101-horsepower six, each list four- 
door and two-door sedans and low- 
er-priced two-door sedanets. 

* * a 

FA series has a station wagon 

—the President Pinehurst, Com- 
mander Parkview and Champion 
Pelham. Station wagons, first of- 
fered by Studebaker two years ago, 
accounted for some 10 percent of 
sales in 1955. 

This year’s wagons are two- 
door six-passenger models with 
31% cubic feet of cargo space. 
When the rear seat is folded for- 
ward, cargo space is increased to 
65 cubic feet. 

A two-stage suspension system 
in the rear gives the wagons the 
same smooth ride as sedans, but 
supplies a firmer support to the 
body when the wagon is loaded, the 
company says. 

This is said to be accomplished 
by a “helper” spring which goes 
into action as loads are increased. 

* x * 
eet panel gauges on 
all models have been replaced 
by sliding-color indicators and the 
glove box has been moved to the 
center of the panel. 
The speedometer, called “safe- 


and indicates speeds in green 
light up to 35, orange from 35 to 
60 and red at higher speeds. 

The new V-8 engine in the Presi- 
dent series has a displacement of 
289 cubic inches and compression 
of 7.8 to 1. Horsepowers are 210 and 


sports-car line. 
+ * * 


a oil-pump capacity of the 
Sweepstakes V-8s in the Presi- 
dent and Commander has been in- 
creased 50 percent. The new engines 
have mechanical type valve lifters, 
heavy-duty connecting-rod bearings 
and a special alloy camshaft. 


The V-8s and the Champion 6 all 
have floating, oil intakes and im- 
proved dry and wet type air cleaners 
which are said to give longer en- 
gine life and low oil consumption. 

Studebaker, proud of its desig- 
nation as the “safest car in 
America” by a Washington lab- 
oratory, has accented safety fea- 
tures for 1956. 


New crash-tested door. latches 
have been incorporated as have 
improved headlights which increase 
night - driving visibility. A new 
higher- capacity defroster system 
and two-speed electric windshield 
wipers are said to clean windshields 
more rapidly in bad weather. 

* x * 


MOTHER important innovation 
is safety-fin brakes in which, 
the company says, drum cooling 
capacity is increased 100 percent. 
They are said to reduce “fade” and 
boost braking efficiency. Safety-fin 
brakes are standard on President 
models. 

Studebaker also has padded the 
backs of the front seats to protect 
passengers who may be thrown for- 
ward in an accident. Padded instru- 
ment panels are standard on some 
models and seat belts are optional 
on all models. 





Meeker Given Reins 


Of Grover Smith Mfg. 

William M. Meeker has been 
elected board chairman and presi- 
dent of Grover Smith Mfg. Co. 

Grover C. Smith, who formerly 
held these positions, has retired but 





ty-eye,” is located atop the panel 





By Leon M. Leffingwell 
Staff Correspondent 
PITTSBURGH. — Complete re- 
placement of worn parts with new 
or factory-rebuilt units has resulted 
in stepped up used-car sales at re- 


Oldsmobile Ups 
Bogart, Green 


LANSING. — Daniel T. Bogart) 
has been appointed Oldsmobile 
used-car merchandising manager, 
succeeding O. C. Farnsworth, who 
has resigned to take over an Olds- 
mobile dealership in Nashville, ac- | 





| 





D. T. Bogart 


B. E. Green 
cording to G. R. Jones, general sales 
manager. 


Burton E. Green, former assist- 
ant zone manager at Atlanta, has 
been named to succeed Bogart as 
zone manager in Buffalo. - 

A former Buick employe, Green 
came to Oldsmobile in 1933 as as- 
sistant business management man- 
ager, and in 1936 was named as- 
sistant Buffalo zone manager. 
Green joined Oldsmobile in 1948 
and was appointed to the Atlanta 
post in 1954. 





Reconditioning Pays Off 


Quality Parts and Service Build Used-Car Sales 
For Pittsburgh Dealership 


will remain a member of the board. 








spectable profits for Automart Co., 
Ine. (Chrysler - Plymouth), says 
Russell Wright, sales manager. 

“When a sale is analyzed,” he 
said, “we find that we have 
enough used-car profit to com- 
pensate within $5 for the extra 
cost of the parts.” 

He pointed out that in body work, 


|the replacement is so much supe- 


rior to a “patch-up” job that the 
firm is able to get a substantially 
higher price for the car. 

Wright said that in the present 
“cutback” trend, many dealers get 
discouraged feeling that lack of 
expansion indicates losing ground. 


“That’s not necessarily so. The 


| trick,” he said, “is not just to cut 


overhead, but to consolidate in 
such a way that the profit—if not 


| the volume—remains high.” 


He pointed to Automart’s own 
problem of contraction. He said the 
firm leased its repair shop building 
and brought that work into the 
rear of the main building. 


“It is true our customers are in- 


|;convenienced and now have to 


make appointments as we lack 
storage space,” he said. “But they 
don’t mind because they know we'll 
help them out if they’re in a jam. 

Wright said the firm is selling 
as Many cars now as it did with 
the “spread-out” operations of a 
few months ago which, of course, 
results in higher profits. 

“Another thing,” he added, “we 
keep our service customers satis- 
fied and they appreciate the qual- 
ity work we give them much more 
than they would a ‘one-shot’ price 
cut on their repairs.” 


195 compared to last year’s top|! 
of 185. A special V-8 is planned for |4 
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Commander V-8 Four-Door— 


Studebaker’s Commander series for 1956 includes three sedans and the Parkview 
station wagon. Horsepower is 170 with a power kit raising the rating to 185. Thirty- 
four solid and two-tone combinations and a wide selection of interior styles are 


available. 


Pinehurst Station Wagon— 


The President Pinehurst, Studebaker's luxury station wagon, carries six passengers 
and features soundproof headlinings. It has 65 cubic feet of cargo space when the 
rear seat is folded forward. Other station wagon models are the Commander Parkview 
and the Champion Pelham. 


Studebaker Offerings for '56 








é - Ee a 


hee 


Champion 2-Door in Profile— 





This profile view of the Studebaker Champion two-door accentuates the raised deck 
lines and wheel cutouts and lips. The Champion is powered by a 101-horsepower 


L-head six-cylinder engine. 





Truck Freight Total 
Rises 14% During ’55 


WASHINGTON.—Intercity truck 
tonnage of general freight during 
the first three quarters of 1955 was 
up 14 percent over the same nine- 
month period of 1954, according to 
the American Trucking Assns. 

Volume of intercity tonnage 
hauled during September alone 
indicated a gain of 17 percent 
over September of last year and 
1.20 percent over August. 

Based on a special survey of ap- 
proximately one-third of all Class 
I intercity common carriers of gen- 
eral freight, the unadjusted figures 
cover 349 companies. These carriers 
hauled 40,981,000 tons of intercity 
freight during the first three quar- 
ters of 1955, compared with 35,950,- 
000° tons during the same 1954 
period. 

Each of the country’s nine geo- 
graphical regions registered an 
increase for January through 
September of 1955 over 1954. The 
central and southern regions each 
saw a gain of more than 18 per- 
cent, the highest, while strikes 
and floods in northeastern states 
resulted in New England’s ex- 





periencing the lowest gain, less 
than 1 percent. 

The 349 carriers transported 4,- 
953,056 tons of-intercity freight 
during September, 4,234,813 tons 
during September last year and 
4,894,373 tons during August. 


Education Plea 
Canada’s Expansion 


Tied to Schools 

TORONTO.—Canada’s educa- 
tional facilities must be enlarged 
immediately to train the persons 
to lead Canada’s economic expan- 
sion, declares Rhys M. Sale, presi- 
dent of Ford Motor Co. of Canada. 

In addition, he said, highest 
standards of quality in the educa- 
tional setup must be assured. 

Sale also urged intensive indus- 
trial training programs and called 
upon all persons in responsible 


Positions to give greater recognition 
to youth. 
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But Time Deals May Dip ey 


No Credit Brake Seen 
On °56 Car Market 


DETROIT.— Consumer debt, al- 
though tremendous, is not exces- 
sive enough to limit the new-car 
market in 1956, Dr. Paul W. Mc- 
Cracken, professor of ,business con- 
ditions at the University of Michi- 
gan, said here last week. 

On the other hand, he warned 
that there will probably be less 
demand for auto credit next year 
than there was in 1955. 

McCracken spoke at a two-day 
regional meeting of more than 400 
financial analysts sponsored by the 
Financial Analysts Society of De- 
troit. 

The credit stimulus to new-car 
buying is apt to be lessened in 1956, 
he said, even if 1955’s easier terms 
are maintained. 

“With the easing of terms this 
year a new market was opened 
up,” McCracken said. “Those most 
sensitive to credit terms were, of 
course, the first to respond. 

“While there will continue to be 
credit-sensitive buyers next year, it 
would be surprising if the continu- 
ing significance of easier terms will 
be as great as their initial impact.” 

In addition, he said, there 
seems to be some tendency to 
draw back a bit from the very 


easy terms on the part of a few | 


lenders. 

In his opinion, the credit picture 
is not dangerous. There has been, 
he said, a tendency “to view the 
recent credit developments with too 
much alarm.” 

He cited four factors to support 
his view that unpaid debt is not 
excessive: 

1. There has been no abnormal 
increase in credit in relation to the 
volume of purchases. In the third 
quarter of 1955, new credit ex- 
tended per dollar of durables pur- 
chased amounted to 77 cents, com- 


$15,000 Gaylord 
Is a Hardtop 
That Converts 


MILWAUKEE.—A two-passenger 
hardtop convertible that really con- 
verts is the way Milwaukee indus- 
trial designer Brooks Stevens de- 
scribes the Gaylord, $15,000 sports 
car which Stevens and his associ- 
ates have designed for James and 
Edward Gaylord, Chicago. 

The roof slides back on tracks 
into the deck, fitting over luggage 
in the trunk. The car is powered 
by a 300-horsepower Chrysler en- 
gine and uses a General Motors 
Hydra-Matic transmission. It is 
said to accelerate to 100 miles an 
hour in 12 seconds and to have a 
top speed of 150. 

The Gaylords have formed Gay- 
lord Cars, Ltd., to build the car in 
Germany. They plan to market it 
abroad and in the United States 
and will limit production to about 
250 a year. The car was introduced 
at this year’s Paris Auto Show. 

Stevens said the car has a wheel- 
base of 100 inches, is about 200 
inches long and 51 inches high. 


Tire Dealer Body 


Takes New Name 


NEW YORK. — In conjunction 
with the emphasis on retreading, 
the National Assn. of Independent 
Tire Dealers has changed its name 
to the National Tire Dealers and 
Retreaders Assn. 

The program is centered around 
the Tire Retreading Institute which 
was established at the association’s 
recent convention. An independent 
testing company has been employed 
to inspect retreading shops. Those 
which meet the institute’s standards 
will be classified as master re- 
treaders. 

The growing popularity of nylon 
cord tires should add impetus to 
the retread program, according to 
Bill Deane, Roswell, N. M., retiring 
NAITD president. He said such 
tires can be retreaded safely two 
or three times. 


















pared with 73 cents in 1953 and 
1940. 

“These facts do not suggest that 
the volume of installment credit 
has been running wild relative to 
purchases of consumer hard 
goods,” he said. 

2. There is little evidence that 
a lot of bad loans have been 
made in 1955. The collections 
experience of most institutions 
continues to be good. Delinquen- 
cies are low and show no tend- 
ency to rise. 

“By almost any measure,” Mc- 
Cracken said, “the current situation 
is at least as good as 1953, and in 
most cases better.” 

3. Despite substantial credit ex- 
pansion, there is little evidence that 
it has been inflationary. 

McCracken pointed out that 
much of what appears to be an 


increase in consumer debt actually 
is savings. He explained it this 
way: 

Most private savings come into 
great thrift institutions, which ac- 
quire assets which represent the 
debts of others—mortgages, bonds 
and securities. In the year ended 
June 30, assets of ‘selected thrift 
— increased about $28 bil- 
ion. 

“If we are going to have $28 
billion of savings per year,” Mc- 
Cracken said, “it follows that we 
shall have a $28 billion increase 
in debts per year. 

“To view that kind of rise in 
debts with alarm is correspond- 

ingly to view thrift and savings 
with alarm.” 

The tendency for consumer debts 
to expand more rapidly than in- 
come has been developing for 25 
years, McCracken said. In that 
period, he said, financial institu- 
tions have been “learning how to 
lend to consumers.” 

“Consumer loans which good, 
solid, conservative, respectable 
banks consider commonplace today 
would have .been considered dis- 
gracefully unsound three decades 
ago,” he said. 

“It is a good thing these les- 
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POWER-SWEEP...a new aid 
to safer driving! 


GENERAL 
MOTORS 






sons were learned because for 
the auto industry a mase market 
was essential, and this would 


have been unless some 
were willing to venture into this 
‘dangerous’ and ‘unsound’ area 


of consumer lending.” 


McCracken said that 30 years 
hence loans will be made that 
“would be regarded with just as 
arched eyebrows as today’s loans 
would have been in 1925.” 


The volume of consumer credit 

outstanding, he said, will continue 
to rise in response to this accumu- 
lating know-how. 
‘Much of the conference was 
geared to the auto industry. Auto- 
motive speakers included Robert 
C. Enos, president of Rockwell 
Spring & Axle Co., who spoke on 
the outlook for parts manufactur- 
ers, and Edward L. Cushman, in- 
dustrial relations vice-president of 
American Motors, who discussed 
labor in the auto industry. 

Other forums touched on auto- 
mation, atomic energy and busi- 
ness management. 

Field trips included tours of 
Ford Motor Co.’s Rouge plant, the 
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Packard Cites Bowyer— 

The President's Plaque, top award in 
Packard's ‘Move Ahead Sales Drive,” is 
Presented to R. H. Bowyer, Bowyer Motor 


General Motors Technical Center, Co. (Packard), Tucson, Ariz., left. Making 
the new Plymouth V-8 engine plant | the presentation is Roy Spencer, Packard- 


and U. S. Rubber Co.’s tire plant. 


Clipper Pacific regional sales manager. 


...CLEANS CLEAR 
ROUND THE CORNER! 


DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, New York 
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Slap Opens Buick Dealership— 


Matthew Slap greeted the introduction of the 1956 Buicks with the opening of his 
new dealership, Matthew Slap Buick, Philadelphia. Formerly the home of Roth Buick, 
the two-acre showroom and service area has been completely redesigned. Slap for- 
merly was the owner of Northeast Lincoln-Mercury. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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Auto Personnel 


H. F. Devens has been appointed 
sales manager for Roll Bond, D. T. 
Marvel, sales vice-president of the 
metals division of Olin Mathieson 
Chemical Corp., has announced. 
Devens formerly was assistant to 
the general manager of the Metals 
Division. 

* a. cd 


Law Firm Formed 


Albert A. Carretta, former Fed- 
eral Trade Commissioner, and 
Donald M. Counihan, a former 
assistant to the Secretary of 
Health, Education and Welfare, 
have announced that they have 
formed a law firm in Washing- 
ton, D.C. 


* ok * 
Ford Names Peirce to Post 


In St. Louis Sales Office 

Paul N. Peirce has been appoint- 
ed assistant manager of Ford’s St. 
Louis district sales office. 

For the past two years, Peirce 
has served in the general sales 








office in Detroit as national mana- 
ger of Ford’s used-vehicle depart- 
ment. In his new position, he will 
aid district manager H. M. Lidgard 
in directing sales activities in 
southern Illinois and eastern Mis- 


souri. 
* * * 


| Dodge Names Wischerath, 


Lasquie, Dodge and Last 


Dodge has announced the ap- 
pointment of Hal H. Lasquie as 
regional service manager in Los 
Angeles and three other personnel 
shifts. 

L. J. Wischerath jr. was named 
Syracuse district manager; Ray- 
mond A. Last, district manager in 
Suffolk County, N. Y., and Harry 
P. Dodge, Buffalo city manager. 


* * * 


Transistor Picks Giguere 


E. F. Giguere has been named 
sales vice-president of Transistor 
Products, Inc., a unit of Clevite 
Corp. Giguere joined Transistor in 


FOR A BETTER PARTS DEPARTMENT 


See Your Lyon Automotive Distributor 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

1190 Monroe Avenue 
Aurora, Illinois 

Factories: 

Aurora, Hlinois 

York, Pennsylvania 





FOR AUTOMOBILE DEALERS 


Experience pays off in planning and install- 
ing parts departments. That’s why you'll 
save time, space and money by letting your 
Lyon Automotive Distributor do the job for 
you. He will make a complete floor plan, 
utilizing your space to the best advantage— 
dismantle and refinish present units—erect 
and install present and new equipment—label 
all bins — place identifiable parts in proper 


and rigidity. 


sequence throughout the entire system. Your 
Lyon Automotive Distributor is familiar with 
every car manufacturer’s requirements. 
NEW LYON BIN has a lot of features that 
add up to better installations. Sliding shelves 
instantly adjustable on 1-1/2” centers. Di- 
viders quickly adjustable on 1” centers with- 
out tools. New design provides extra strength 


Write tor catalog and name of your nearest Lyon Distributor 


A PARTIAL LIST OF 


LYON STANDARD PRODUC 
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1953 and was director of sales prior 
to his promotion to vice-president. 
* * * 


Reo Appoints Taylor 


East Regional Manager 


Mel Taylor, who joined Reo as 
national fleet sales manager shortly 
after the company was purchased 
by Bohn Alumi- 
num & Brass 
Corp., has _ been 
appointed eastern 
regional manager. 
Before joining 
Reo Taylor ‘was 
vice-president of 
Autocar. 

He will have 
charge of all 
branch, distribu- 
tor and fleet op- ‘ 
erations in the Mel Taylor 
New England states and nearly all 
of the middle Atlantic states. He 
will headquarter in Philadelphia. 


* * * 


Chrysler Names Raden 


Appointment of Harry D. Raden 
as Chrysler manager of adminis- 
trative methods has been an- 
nounced. Raden joined Chrysler 
Corp. in 1953 and he was trans- 
ferred to the Chrysler division 
comptrollers’ staff in July of this 
year. In this new capacity he will 
be responsible for development and 
analysis of accounting systems and 


procedures. * 
* * ok 


Cadillac Picks Ackerman 


Appointment of Robert J. Acker- 
man as assistant works manager 
has been announced by Cadillac. 
Ackerman joined Cadillac in 1925, 
and has been superintendent in 
charge of the sheet metal division 


since 1952. 
ae * cd 


Westinghouse Names 


Meyers and Kust 


Appointments of Carlisle P. My- 
ers to the position of general coun- 
sel of Westinghouse Electric Corp. 
and Leonard E. Kust as general 
tax counsel for the company have 
been announced. 

Myers will be responsible for all 
legal affairs of the company except- 
ing tax and patent matters. Kust 
will be responsible for all tax mat- 
ters. Myers joined Westinghouse in 
1948, Kust in 1955. 


* * * 


B. F. Goodrich Reassigns 


Hibbard and Molberg 


James L. Hibbard and Frank A. 
Molberg have been named to new 
assignments in the associated tire 
lines of the tire & equipment divi- 
sion of B. F. Goodrich Co., Akron. 

Hibbard has been apointed Port- 
land (Ore.) district field manager, 
and Molberg becomes Oklahoma 
City district field manager. 

ok x * 


Ford Promotes Childs 


E. E. Childs has been named con- 
troller of Ford’s metal stamping 
plant now under construction in 
Chicago Heights, Ill. He formerly 
was section supervisor in the gen- 


eral accounting department of 
Ford’s Buffalo (N. Y.) stamping 
plant. 


* * * 


Goodrich Names Hubbard 


B. F. Goodrich Co.’s tire and 
equipment division has named 
James L. Hibbard district field 
manager for tire lines in Portland, 
Ore. 


* * * 


UMS Names Radford 


Appointment of F. L. Radford 
as credit manager of United Mo- 
tors Service has been announced. 
Radford succeeds Emi] F. Johnson, 
who has been named manager of 
the Minneapolis zone of United 
Motors. Radford joined United Mo- 
tors in 1946. ’ 

* * ” 


White Appoints Hale 
Philadelphia Manager 


Charles S. Hale has been named 
manager of the Philadelphia branch 
of White Motor Co. 

Hale had been sales manager of 
the branch since March, 1954. He 
joined White as general wholesale 
manager of the company’s Canadi- 
an subsidiary in 1947. 

* * a 


Westinghouse Picks Meyer 


George B. Meyer has been ap- 
pointed manager of defense prod- 
ucts in the Dayton (O.) office of 

(Continued on Page 57, Col. 1) 
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: (Continued from Page 56) 


Westinghouse Electric Corp. Meyer | 
will be responsible for the super-| 
vision, coordination and adminis- | 
tration of all Dayton area defense | 
product activities. 
ca * + 
Chrysler Names Poirier 


To Manufacturing Post 


Appointment of G. T. Poirier as 
general manager of manufacturing’ 
has been announced by A. M. Flem- 
ing, manufacturing vice-president, 
of Chrysler division. 

Poirier will be responsible for all 
operations in the manufacture of 
Chrysler and Imperial automobiles. 
He joined Chrysler in 1940 as a re- 
search engineer and in 1952, was 
appointed manager of the produc- 
tion research department. He was 
promoted to the staff of E. C. 
Quinn, president in 1953, and since 
January, of this year has been 
executive assistant to the manufac- 
turing vice-president. 

eg * * 


Borden Elects Marusi 


Augustine R. Marusi, Borden Co. 
chemical division president, has 
been elected a vice-president of 
Borden. Associated with Borden’s 
for 16 years, Marusi has been presi- 
dent of the division since March; 
1954. 

7. * * 


Bendix Names Weyburne 


To Head Skinner 


F. C. Weyburne has been ap- 
pointed general manager of the 
Skinner division of Bendix Avia- 
tion Corp. General manager of the 
Marshall-Eclipse division, Troy, 
N. Y. since 1944, he will continue to 
serve in that capacity. 

Guy C. Fricke, general manager 
of the Skinner division located at 
Royal Oak, Mich., is retiring. Wey- 
burne joined the company in 1927. 

* * * 


Ford Names Bergmoser 


Appointment of J. F. Bergmoser 
to head the production parts and 
materials purchasing department 
of Ford Motor Co.’s automatic 
transmission division has been an- 
nounced, Bergmoser joined Ford in 
1946, 

* * 


AC Spark Plug Names 


Benjamin and Simpson 

Two appointments in the sales 
department at AC Spark Plug have 
been announced. 

Joseph Q. Benjamin advances to 
the newly-created position of as- 
sistant to the equipment sales man- 
ager, and William L. Simpson 
moves up to equipment sales office 
manager. This position formerly 
was held by Benjamin 

x 


Gar Wood Picks D’Haem 


For European Sales 
Appointment of A. Phillip D’Haem 
as director of European sales for 
Gar Wood Industries, Inc., Wayne, 
Mich., has been announced. 
D’Haem, previously export sales 
Manager for Gar Wood, joined the 
firm in 1948, With offices in Paris, 
France, he will direct sales opera- 
tions for Europe, the Near East, 


and Africa. 
* * 


Wolverine Shifts Pair 


William M. Robertson has been 
appointed New York sales repre- 
sentative for Wolverine Tube divi- 
sion of Calumet & Hecla Inc., He 
replaces William Bothwell, who has 
been transferred to Wolverine’s 
general sales offices in Detroit. 

* * * 


White Appoints Henry 

Wilson D. Patterson, White Mo- 
tor Co.’s Coast regional manager, 
has announced the appointment of 
Wyman L. Henry as Los Angeles 
branch manager, replacing L. A. 
Fleeenr, who has resigned. 

om ~ Bd 

International Names 
Faust and Paterson 


New appointments in the Inter- 


national Harvester motor truck 
Service section have been an- 
nounced. L, K. Faust is assistant 


general supervisor and J. C. Pater- 
son has been named supervisor of 
dealer service. 

Faust previously managed Inter- 


national truck branches at Jackson 
and Detroit, Mich., and served as 
assistant manager of the Saginaw 
(Mich.) and Detroit districts. Pat- 
erson has had several years’ ex- 
perience in Cheyenne, Wyo., and 
Oakland, Calif., and as product spe- 
cialist for heavy heavy-duty truck 
models produced at the Interna- 
tional Emeryville (Calif.) plant. 


* * * 


Potter Replaces Doyle 
C. E. Potter, formerly zone truck 
manager in Des Moines, Ia., has 
been named Chevrolet zone fleet 
manager in Minneapolis. He suc- 
ceeds T. J. Doyle, who will be 
zone fleet manager in Chicago. 
+ * a 


Staunton Heads Sales 


LeRoy Staunton has been ap- 
pointed sales manager for Uskon 
radiant heating panels, it has been 


ber Co. A private management 
counsel for the past 16 years, 
Staunton formerly was advertising | 
and sales promotion manager for | 
Celotex Corp., and general appli- | 
ances advertising manager for| 
Westinghouse Electric Corp. 
* * * } 
Melin Is Appointed 

Victor F. Melin has been ap-| 
pointed treasurer of Fedders- | 
Quigan Corp. it has been an-| 
nounced by Salvatore Giordano, | 
president. Melin formerly was sec- | 
retary-treasurer of Thor Corp., Chi- | 
cago. 
ak * * 


Dant Joins Permacel 


Appointment of Hale L. Dant as 
southern division manager for| 
Permacel Tape Corp., New Bruns-| 
wick, N. J., has been announced. 
Dant: joined Permacel in 1942. 

od * * | 


Nelson Elected 





57 


the Minneapolis region, replacing 
W. W. Drescher, who was trans- 
ferred to Chicago in the same 
capacity. Buchanan formerly was 
DeSoto district manager in Man- 
kato, Minn. Clarence Huber was 
named parts and service sales 
supervisor for DeSoto in the Min- 
neapolis region. 

*« 





Thermoid Moves Keach 


To Vice-Presidency 

J. Robert Keach has been 
elected a vice-president of Ther- 
moid Co. 

A 30-year veteran of the rub- 
ber industry, Keach joined Ther- 
moid in 1953 and since has served 
as manager of the industrial rub- 


ber sales division. 
* * * 


“You should hear its autobi- | Hearrte Named Assistant 


| ography.” 





sales manager of Collins & Aikman. 


Charles E. Nelson has been Before joining Collins & Aikman, 
elected secretary-treasurer of Wau-|Irwin was associated with Sidney 


kesha Motor Co., Waukesha, Wis. | Blumenthal & Co. 
* * * 


Irwin Joins Collins 


Warren Irwin has been named 
assistant to the automotive division 





* 


| Buchanan Replaces Drescher 


D. L. Buchanan has been named 
DeSoto merchandise manager 


in 
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To Scovill Sales Official 


William H. Harris has been ap- 
pointed assistant to Paul E. Fen- 
ton, vice-president for manufac- 
tured sales, Scovill Mfg. Co., Wa- 


| terbury, Conn. 


Harris formerly was sales mana- 
ger of aircraft fasteners in the 
company’s contract manufacturing 
division. 
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Manufactured by Wynn Oil Company, 1151 W. 5th Street, Azusa, California 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


ARIS.—At Citroen, the second-|the black and white mice of the| holding on Europe’s poor roads and 
largest car manufacturer in| streets of Paris. many curves is excellent. 
France, a slogan is running ae * * * ti. Reported 
the plants: American comfort, : 
Italian lines and Citroen progress Borgaward Station Wagon ITH the increased progress of 
and safety through front-wheel| FRRORGAWARD, of Bremen, Ger- the economy and the tremen- 
drive, will be the combined features many, is presenting a new sta-|dous success of Simca with the 
of the coming radically changed|tion wagon body for the Isabella,| new Vedette V-8 models, firms like 
; model. or Combi as it is called by the|Renault and Peugeot are said to 
et The Paris police have acquired |Germans. The spare wheel is im-|have new six-cylinder engines 
a fleet of small Quatre Chevaux | pbeded in the floor and the cover — for new cars in prepara- 
Renaults with souped-up motors ‘ : ion. 
which can do ont 85 a contains the jack and tools, neatly Citroen also may add a smaller 
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SNAP IN DIVIDERS 
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adjustable without bolting snap in any place on shelf 


these 2 features alone 
should switch you to 





Borroughs flexi Bins save you valu- 
able time when rearranging 
shelves, dividers and trays. Shelves 
are adjustable without_bolting and 
slide on 142” centers .. AND CAN 
BE MOVED EVEN WHEN LOADED... 
dividers snap in any place, and 
labels travel with dividers... tray 
partitions slide into place in slots 
placed at regular intervals. You 
need no screws, bolts, nuts or tools 
to rearrange a Borroughs flexi Bin. 
These are but a few Borroughs fea- 
tures. There are many other fea- 
tures in Borroughs Bins that you 
should know about first hand. 
Write us today and let us tell you 
more. 


sead for catalog 





Any of these Borroughs Warehouse Distributors 
will gladly furnish you FREE floor plan service 


LOUIS A. ALEXANDER 
264 WN. Beacon St., Watertown, Mass. 


AUTOMOTIVE BIN SERVICE 
10040 Freeland, Detroit, Mich. 
1050 Main, Buffalo, W.Y. 
1220 Richmond, Cincinnati, Ohio 
625 W. East St., Indianapolis, ind. 
204 Builders Bidg., Louisville, Ky. 
3162 W. 32nd St., Cleveland, Ohio 


BINS & EQUIPMENT CO. 
1918 Buford Highway WE, Atlanta, Ga. 
2318 Ook St., Jacksonville, Fla. 


BORROUGHS MFG. CORP. 
104 Reade St., New York, N.Y. 


W. W. CANNON CO. 
9739 Denton Dr., Dallas, Texes 
1901 Winter St., Houston, Texas 
EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore, Md. 
1580 W. 52nd St., Philedelphia, Pa. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


GREEN-PENNY CO. 
421 E. Washington, Los Angeles, Calif. 
WM. A. GORE CO. 
1834 Adeline St., Oakland, Calif. 
408 8th Ave. W., Seattle, Wash. 
FELIX F. LOEB CO. 
8810 Vincennes, Chicago, lil 
MILLS-MORRIS CO. 
171-187 S. Dudley, Memphis, Tenn. 
MODERN BIN EQUIPMENT CO. 
734 WN. Rourth St., Minneapolis, Minn. 
SIGGINS CO. 
704 Broadway, Kansas City, Mo. 
1236 S. 13th St., Omaha, Neb. 
906 Hubbell Bidg., Des Moines, lowa 
SIGGINS EQUIPMENT CO. 
901 S. Boyle Ave., St. Louis, Mo. 


SPARKMAN-BARKER CO. 


550 Santa Fe Dr., Denver, Colo. 
1181 Sherman Ave., Salt Lake City, Utah 


3002 NORTH BURDICK alip KALAMAZOO, MICHIGAN 





They are fitted with four doors, 
especially cut out for the motor- 
ized cops. These new vehicles are 


Studebaker Adds 
16 Dealerships; 
121 Since Sept. 1 


SOUTH BEND. — Studebaker 
awarded 16 new franchises during 
the first week of November, accord- 
ing to William A. Keller, general 
sales manager. He said this brings 
the total dealer additions since 
Sept. 1 to 121. 

New dealerships and their owners 








are: Renz Motor Co., 1017 Harrison, 
Great Bend, Kans., Eldon E. Renz; 
Hillsville Motor Co., Hillsville, Va., 
Harlie C. Surratt; Silver Lake Mo- 
tors, Inc., Newton, Mass., Thomas 
Gallinelli and C. J. Lupo. 

Also, J. D. Voyles Motors, 3000 
Seventh, Bay City, Tex., J. D. 
Voyles; Noblitt Sales Co., Claren- 
don, Tex., Ray J. Noblitt; Morris 
Burns Motors, 111 N. Sacaton, Casa 
Grande, Ariz., Morris Burns; Bob 
Burns Motors, 268 Coolidge, Cool- 
idge, Ariz., R. D. Burns. 

Also, Di Sunno Motors, Amagan-| 
sett, N. Y., Joseph and Charles Di 
Sunno; Nelsor “Motor Sales, 9405) 
Lackland, Overland, Mo., Clinton A. 
Nelson; W. F. Cooper, Inc., Boon- 
ton, N. J., W. F. Cooper, F. F. 
Cooper, K. L. Cooper and Jack R.| 


Cooper: 
Also, Hesterman Motor Sales, 
Glen Ellyn, Ill, Lee and John 


Hesterman; Park Motor Car Co., 
Williamsport, Pa., M. L. Moore and 
R. S. Thrall; Nordstrom Sales, 600 
A Ave. N. E., Watertown, S. D. 
Three duals were among the 16) 
new franchises. They are:| 
Evanston-Fohrman Packard, 
Evanston, Ill., and Fohrman-Pack- 
ard Ltd., Chicago, both owned by 
Benjamin Fohrman, and Anchorage 
Motors, 741 W. Main, Middletown, 
R. I., Manuel and Alfred Freitas. 


Shift Trouble 


Automatic Transmission 
Breaks Down 


HARTFORD, Conn. — Following 
directions in his automobile manual, 
George Kolodney, Coventry, drove 
his Cadillac to the Tabor-Cadillac 
Corp. here last week. 

Walking inside, he asked for 
needed repairs. “Sure,” said Jack) 
Swingale, service manager, “just 
drive in.” 

Through the door, minutes later, 
rolled a 1906 Model K Runabout 
Cadillac. Its malady was a drip-feed 
oil system. There also was a broken 
spring in the “thingamabob which 
operates the automatic shift.” 

Taber mechanics say they will 
be able to fix it, but they will have 
to make the parts themselves as 
Cadillac stopped producing them 
years ago. 

Kolodney, an antique car enthusi- 
ast, claims new cars have little on 
his “Caddy.” Besides the automatic 
transmission which drives the car 
through two forward speeds and 
reverse by means of a clutchless 
lever, the one cylinder motor gives 
him up to 40 miles per gallon. 

The car also boasts many safety 
features. The crank shaft is on the 
side of the car and can’t be turned 
unless the spark is retarded, a 
factor sure to avoid broken arms; 
there’s no worry of broken wind- 
shields or squeaky doors, the car 
has neither. 

There is no worry over oil pumps 
or oil changes for the simple drip- 
fed system needs none. It works by 
gravity. 

The Cadillac, which still has its 
original bright maroon paint with 
pencil stripes of rich wine, 
$750 when, new. 





held by spring clips. 

Borgaward would, I hope, not 
mind a few suggestions: Why not 
give the job no-draft windows 
instead of the triangular sliding- 
down types? Why not move the 
front-door handle forward? (Who 
can reach behind himself?) 

Why not move the steering col- 
umn perhaps two inches higher? 
It is dangerous to have the wheel 
in your lap. 

I certainly agree that the road- 





Reichhold Buys Back 


Some of Own Material 


WHITE PLAINS, N. Y.—Reich- 
hold Chemicals, Inc., manufac- 
turer of polyesters, has bought 
back some of its own raw mate- 
rials in the form of three 32-foot 
truck trailers made of polyester 
plastics. 


The plastics provide a trailer 
1,200 pounds lighter than one of 
the same size made of aluminum 
and 2,000 pounds lighter than 
stainless steel, according to H. F. 
Shepard, RCI’s coordinator of in- 
ternal transportation. 





‘Good at Detail’ ... 





six-cylinder to the big one now in 
production. It seems that not every- 
body likes big four-cylinder en- 
gines. Neither do I. 
* * * 
Parts Dilemma 


Ww: not finally make an agree- 
ment to permit unrestricted 
import of parts peculiar to cars 
which have been imported. 

Cars too often are “orphaned” 
due to unavailability of parts. 
Why not permit bonded, duty- 
free stocks of parts, from which 
items can be transferred without 
import licenses or other detours, 
as long as the dealers agree to 
Pay a reasonable customs fee— 
but not 58 percent, like in France. 
Parts like springs for a Chevro- 

let, valves for a Mercedes or shocks 
for a Fiat definitely are not com- 
petitive to, let us say, the French 
auto industry. 

So, why not be reasonable and 
realistic and realign the automotive 
parts for imported cars mutually 
to every country? 


Goodrich Picks Cleary 


W. T. Cleary has been assigned to 
the staff of B. F. Goodrich Co.’s 
Pacific zone. 





Woman Makes Deal Click 


LOS ANGELES.—The auto deal- 
ership business is a natural for 
women because “they’re good at 
detail,” believes Alice Blackburn, 
president of Nash LaBrea Co. 

“Some of our most successful 
dealerships are operated by wom- 


en who took over after their hus- 


bands’ deaths,” she says. 

Miss Blackburn entered the auto 
business two years ago and, after 
overextending herself to buy, the 
North Hollywood dealership, wound 
up with a loss of $76,000 the first 
year. 

But she’s proved that she is an 


|excellent businesswoman. She ex- 
pects to gross $2 million this year. | 


She opened for business in a 
renovated market, using the old 
walkin refrigerator as her office. 

Today the office looks like a 
living room. It has colonial fur- 
niture, rag rugs, a fireplace and 
lamps with frilly shades. 

The key to business success, Miss 
Blackburn says, is getting the right 
people in the right jobs. She gives 
Bob Wilfond, general manager, and 
Bob Bradshaw, general manager of 
the North Hollywood branch, full 

* 





n 


at 


An Auto Dealer's Office— 





credit for selecting a winning em- 
ploye team. 

Employes own most of the stock 
since Miss Blackburn believes that 
the people “who make it go should 
be in on the profits.” 


Purple Stage 
lts Driver Retires, Still 
Preaches Safety 


DENVER. — Virgil Tout, the 
“Driver of the Purple Stage,” has 
retired from Raybestos division of 
Raybestos-Manhattan Inc., but he 
hasn’t abandoned the safe-driving 
crusade he started 31 years ago. 

Tout began his safety campaign 
in Denver in 1924 when he initiated 
the first public test of automobile 
brakes. Today, in retirement he 
continues to preach the connection 
between good brakes and highway 
safety. 

His Purple Stages became famil- 
iar throughout his 11-state territory 
in the southwest. As a salesman 
for Raybestos, he always drove a 
car with a silver top and a purple 
body. 





The office of Nash dealer Alice Blackburn is as cozy as a living room, with colonial 


cost | furniture, rag rugs and a fireplace. Miss Blackburn, president of Nash LaBrea Co., 


Los Angeles, has been a dealer two years. She expects to gross $2 million in 1955. 


sani 
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S-P ‘Plant Passes to Volkswagen Letterbox Hayes Mfg. Becomes United Industrial Corp. 
; (Continued from Page 10) GRAND RAPIDS, Mich.—Stock-; Rensselaer W. Clark, president. 
NEW YORK. — Volkswagen of; by Dr. Herman Knott, chief coun- holders of Hayes Mfg. Corp. have| Clark said the recent acquisition 
America, Inc., has completed its| sel, Volkswagenwerk GMBH and_| with equal frankness the distortion! approved a change in the corpora-| of Detroit Stoker Co., Monroe, 
purchase of the Studebaker-Pack- | secretary of the American subsidi-| we find in your letter. tion’s name to United Industrial] Mich., which brought to six the 
B saaeaes N “ope Brunswick | apy, os teak o sansaak sae bane ares Corp. The metal stamping facility) number of subsidiary and affiliated 
A check for $3,555,000, represent-| Volkswagen intends to assemble) 1.1.4 the delivery price of a Spe-|here will be operated as Hayes| companies, emphasized the desir- 
ing the balance due in the $4-mil-|cars in the New Jersey plant but| .i,) Riviera by almost $700. Metal Products Division, said| ability of the name change. 
lion deal, was turned over to the|no date has been set for the open- Next, the NADA figure used in 
f broker who handled the transaction | ing of the facility. our promotion was not as you 
. say, the “loan value.” In review- a 
> ing the first 50 deals accepted we STATION DEC ALS Z Original Decal— 
> find no important or basic devia- Shipped within Hours After you Order 
; tion from our centins 7. HE 
ing to the customers benefit, an renner es | ene earns 
you are welcome to examine our Mee SON. a Vanes 
data on this if you are really in- MAHOGANY Ford 1955 
- terested. Type "'M" (with 5 stripes) 
: Next, we call your attention to E Ford — Merc, 1952-55 20" 
the fact that your so-called “shop || |_Type “U" | Upper Body and Fibreglas 
ping report” is quite specific on Chev. — Pont. 1949-54 |20" x 48" 
prices, etc., but any mention or de- a Olds. 1949-50 ees 
scription of trade used by your ee x 46 
shopper is noticeable by its com-|| |” Application | Sufficient for 


plete absence from the report. Solution About 2 Rolls 
Next, your letter implies if it does Bonding Coat 
not say, that our $2,299 bargain is Clear Sealer 


unavailable. We invite you to test 
the exurage of your eikeldtens on|| WE PAY POSTAGE IF CHECK ACCOMPANIES ORDER Add 35c if Special Delivery Desired 
Full Satisfaction Guaranteed 


this by ordering from one to 100 of The Co. 
these bargains today. Largest Manufacturer of Wood Station 


Next, in the most charitable 618 Communipaw Ave. Jersey City, N. J. Wagon Parts and Luggage Carriers 
way possible we would like to 


DE S IGNERS AND deal with the point about the 


} be public resentment to our ad. Let 


| MANUFACTURERS 3 ©) | ctca"in’ Zoocwin ana’ we. wi 


examine with you ALL FACTS 














| which have to do with ANY spe- sf WHEN WILL 
| of cific complaint about us which is 7 BLAKE’S CAR 


: ever formally registered with ee BE READY? 
: ° : your agency. 
"| Special To ols However, since we have not 

heard from you on any specific 
* : complaints we assume either you 
for * have none or you are not interested 
in any such truly objective and 
: genuinely cooperative approach to 

AUTOMOTIVE — |__| Siiinpntrrit 
Trusting this letter fully explains 
our position on this matter. we re- 


SERVICING [Senha Bei 


y Second Letter 
Ee ees eee ie ce Ge Ge GS GD GD Ge Ge GD Gee a The story about us in your recent 
newsletter understandably left out 
two important points. 


aes A the Z € L | At the beginning of our mer- 


chandising promotion we offered 

a a ; to open up our books to any 

Division of HOUDAILLE-HERSHEY CORP. snautiy andiiel Demen 

341 Babcock St., Buffalo 10, N. Y. server in order. to determine 

; ee Z whether all our sales conformed 

i ‘ ee ee ee with advertised policy. This offer 
| ; ae a was declined by the Bureau. 

- At the same time we asked to be 
informed of any complaint which 
might be registered against us with 
the Bureau and we were advised 
you had none to report. 


A | The methods used by your shop- 
Your Name is mp ortant pers were obvious to us and it is 


our honest opinion that such tactics 


wtb LAAs WITH DOUGLAS aihdbidetaihdiel yl. Ee Bureau.— 0%; 507 MORE SERVICE JOBS 
29 : 7 a 
Serving auto deal- 7 He’s Curious to 


ers since 1932 The enclosed item appeared in 


| os 
. Dinisie md) Legible the Nov. 7, 1955, issue of AuTomo- 
—_— ae Chrome-Craft Die Cast License Frames ; Te TIVE News (a photo of the Buick with Fxecutone 
line of the 4 permanent, air-conditioning system for 1956). 





















finest ad- Se “ attractive, in- pase bes been aos Oe type 
7 bias : of air-conditioning since . Jus . . 
vertising - steiner tee tions LA dividual and  |curious.— Carpe. Pontiac, Walnut Large and small dealers every- With Executone you just push a 
emblems. - < distinctive de- =| Creek, Calif. where are selling more customer button and talk. Production is 
: a) : F labor and building good will with continuous and uninterrupted. 
Calendar Executone Intercom. Jobs are Executone helps you turn out 


(Coutiamel inom Pea 209 routed, parts and tools ordered, more service jobs with your pres- 
General information exchanged—all with- ent facilities...helps increase 


| A D fj rr ant Jan. 9-13—Society of Automotive Engi- out wasteful running around. your profits! 
rg oug MA o q seers Aammel Meeting, SesenCo TION - 
‘ a tat t troi ich, 
620 12TH AVENUE SOUTH + MINNEAPOLIS 4, MINNESOTA aa SS oor. to SERVICE and INSTRUC on Your Premises 
ee ee ee Factory-trained technicians in your area provide 
, ' ' . . . 
Jan. 18-17—Second Annual Auto Trim Show, prompt, dependable service whenever required. 
Hotel Statler, New York, N. Y. : . . 
Jan, 16-21 Grand Rapids ‘Auio Show, Representatives instruct your wer = the 
ivic Auditorium, Grand Rapids, Mich. Troper use of your system for maximum benefit. 
Jan. 20-2i—Sports Car Club of America Pree fy y f fi 
Business Meeting, Sheraton-Cadillac 


Hotel, Detroit, Mich. 

Jan. 23-25 — ‘5th Annual Meeting, Truck- 
Trailer Manufacturers -Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9 — Automotive Accessories Manu- 
facturers of America Exposition, Navy 


Pier, Chicago, Ill. 
Feb. 21-22— MEMA, NSPA and MEWA 


National Conventions, San Francisco, INTERCOM, VOICE -PAGING AND 


Calif. 
March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- SERVICE DISPATCHER SYSTEMS 


rials Meeting, Hotel Statler, Detroit 






ar Lots and Showrooms Mich, : 
for New and Used C March 19-2I—Socicty of Automotive Engi- 





WHEREVER LIVE-ACTION DISPLAYS ARE NEEDED neers, Production Meeting and Forum, Re eee ee ee 
| — Hotel Statler, Cleveland, O. EXECUTONE, INC., % ™ 1 
These heavy plastic spinners have-nylon bushings on 500-Ib. test steel cable. April 16-20 — New York's annual Safety 415 Lexington Ave., New York 17, N. Y. i 
20 spinners on 80 feet of cable. Convention and Exposition, Hotel Stat- m aver he i 
17 00 ler, New York, N. Y, Without obligation, please send booklet describing 
Complete for . — 2 alter Soap Cbenpmends Motor how Executone helps turn out more service jobs. | 
in, Italy. 
We also sell plastic Pennants. 48 pennants to 300 feet for $12.00. April 28-May’ i hhacsiatbatel Automobile N i 
| Show, Exhibition Hall, Coliseum, New i 
TY - T] | York,’ N.Y. ’ 
COMFORT SPECIAL co. June 3-8— Society of Automotive Engi- PI piceceescsicalipiaeesiiiplicalemiiiadatint ainda tala } 
neers Summer Meeting Chalfonte-Had- Address. City ! 
200 S. 7TH ST. ST. LOUIS 2, MO. don Hall, Atlantic City, N. J. In Canada—331 Bartlett Ave., Tor j 








June 11-i5—National Plastics Exposition, 
New Coliseum, New York, N. Y. 
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New Reo “Super-V 63” Tractor is the first cab-over- 
engine tractor completely engineered to the needs of today’s high- 
volume trailer operators for hauling bigger payloads at lower costs. 
Measuring 63”, front-of-bumper to back-of-cab, Reo’s “‘Super-V 63” 
ulls 35’ trailer within 45’ over-all when equipped with full-size sleeping 
unker. This, together with only 29” bumper-to-center-of-front-axle 
measurement, permits highest possible payloads within legal limits. 


re 


Nothing touches it for big load design. It’s powered by Reo’s great 
195 and 220 h.p. Gold Comet V-8 engines, gas or LPG. It is designed 
to pull greater loads with a combination of greater power, greater 
maneuverability, greater visibility and greater accessibility for service 
than anything of its kind on the road. It is the complete combination 
of everything most needed by the big over-the-road, high-volume 
haulers of today . . . for hauling bigger loads at lower cost. 
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TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, 


ALES UP 657 


first 10 months of 1955 over 
same period for last year! 


This amazing increase reflects the motor trans- 
porter’s recognition of Reo in better fulfilling their 
specific need today for big trucks built for truckers 
by truck specialists. 


Their purchase of Reo’s rugged V-8 trucks— 
wered by a modern, advanced line of 195 and 220 
._p. short-stroke, wet-sleeve engines—alone ac- 
counts for 39% of Reo’s spectacular sales success. 


This is the day of another great Reo achieve- 
ment... the introduction of the new “Super-V 63” 
Truck Tractor. It is the first tractor truly designed 
and engineered to. guarantee maximum payloads 
within legal limits for today’s users of high-volume 
trailers. So before you consider any other truck 
tractor today, be sure and “look at Reo”... first! 


*Does not include military vehicles. 


REO has the most complete advanced line 
of heavy- and medium-duty truck engines available 
today—with both short stroke and wet-sleeve. V-8’s 
and sixes, gas or LPG. Pound for pound, Reo Gold 
Comet V-8’s are the most powerful truck engines 
ever built, actually delivering 1/2 h.p. per cu. in. 
displacement—as much as 35% above the industry 
average. 


REO provides the vital 96” dimension in its 
line of V-8 “Full Comfort,” conventional-type cabs. 
They haul 35’ square-nose trailers in 45’ overall. 


REO designs its own engines and backs 


every one it builds with a 100,000 Mile or 1 Year 
Warranty, whether in new Reo trucks or for replace- 
ment. No other manufacturer gives such positive 
assurance of outstanding performance. 


REO knocks out high overhaul costs and 


downtime loss with built-in engine features, like 
wet-sleeve construction, that permit complete over- 
haul in as few as 15 hours. Complete overhaul kits 
cost as little as $169.47 (list). 


REO builds trucks that are “commodity 
engineered” at the factory to your specific needs, 
thereby assuring you of lowest possible cost of oper- 
ation . . . trucks built for truckers by truck specialists. 


REO MOTORS, INC. 


LANSING 20, MICHIGAN . TORONTO, ONTARIO 


SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 


INDUSTRIAL AND REPLACEMENT—GAS OR LPG 


e 
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14% of N. Y.’s Vehicles 


Lack Liability Insurance 
ALBANY.—More than 14 percent 

of vehicles registered in New York 

State are not covered by liability 


insurance, according to a survey by 


the Motor Vehicle Bureau. 

Joseph P. Kelly, commissioner re- 
ported Oct. 7 that 3,917,858 vehicles 
had at least minimum coverage for 
personal liability. However, 587,218 
were not insured at the time they 
were registered, Kelly said. The 
survey was required under terms of 
a law enacted in 1954. 
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News to Note... 





Auto World in Brief 


ATLANTIC CITY. — “Fantastic 
growth”—doubling volume in five 
years—was foreseen for small com- 
panies today as eastern members 
of the Young Presidents’ Organiza- 
tion last week closed a “school for 


Another Macton First! 


The New Paravane Turntable!* 


Once again Macton sets the quality standard for the industry. The 
sensational new Macton Delux Paravane Turntable has many exclu- 
sive features. The construction is all-welded tubular steel, designed 
for the center of gravity of the modern car. Built-in rotating elec- 


trical outlet for interior car lighting. Special 
wheel pads with a two inch ground clearance 
mokes the turntable almost invisible when in 


5345” 


use. No special anchorage or foundation re- 


quired . . . just plug it in to your nearest 


electrical outlet. 


F.O.B8. Stamford, Conn. 
Write for our new 


catalog 10 p. 


"Patent Applied For 


MACTON 
DYKE LANE 5 


SERVICE MANAGER 

So busy with details. No 

time for merchandising. 
(Misapplied help) 


MACHINERY 


Cco., INC. 
STAMFORD, CONN. 


SERVICE SALESMAN 
Sells two hours a day and runs 
the other seven to see if his 
jobs are out. (Misapplied help) 


COULD THIS BE YOUR 
SERVICE DEPARTMENT ? 


@ Absorption Or Fixed Expense Coverage Lower And 


Dropping 


@ Internal Labor Increasing Resulting From 
Increasing Sales Volume 


e Customer Paid Labor Sales Off From Increasing 


Internal 


@ Customer Relations Not Satisfactory From 
Too Much Volume 
Flash-A-Call, World’s Largest Manufacturer Of Service Write-Up 
Desk And Tower Controls, Can Correct Your Present-Day Problems 
Through Its Business Management Program For Your Service De- 


partment. 


FOR AS LITTLE AS $70.00 PER MONTH UP 


With No Obligation On Your Part, We Will Survey Your Service 
Department, Tell You What Your Problems Are, Suggest Corrective 
Measures, Install At Our Expense On A 60 Day Trial, A Complete 
Package. We Will Guarantee In Writing To Increase Customer-Paid 
Labor Sales 25%, Raise Absorption Figures And Improve Customer 
Relations Or You Owe Us Not One Cent. 


We will Personally Train 
Your Entire Service Per- | 
sonnel So That All Mem- | 
bers Understand Their 
Benefits And Obligations 
In The Correct Proce- 
dures To Be Followed. 
At No Extra Cost. 


SHOP FOREMAN 
With job assignment has 
no time to watch quality 
of work. (Misapplied 
help) 


Name and Title 


Car Handled 


| 
| 
| 
| 
| 
| 
| 
Firm Name 3 ii 
| 
| 
| 
| 
| 
! 
| 


FLASH-A-CALL SERVICE CONTROL 
1112 S. Wabash Avenue, Dept. AN-112, 
Chicago 5, Ill. 
Gentlemen: 

Without obligation please contact us for 
convenient time to discuss your program. 


Customer Paid Labor $___ _.__ Per Month 








|The presentation was made at the 
fourth annual commencement at | 


| principal address. 
x * 





presidents” at the Hotel Traymore. 
Nearly 100 top executives of com- 
panies, now averaging $3,500,000 a 
year in sales, all of whom gained 
their positions by 39, heard Bruce 
Payne, president, Bruce Payne As- 
sociates, say that “many good com- 
panies are on the verge of signifi- 
cant growth today. The only cata- 
lyst needed is a plan,” he said. 
“Goals that appear fantastic—dou- 
bling of volume in five years, for 
example—are attainable for well- 
managed companies.” 
oe * * 


2,300 Coins Figure 


In New-Car Deal. 


LIBERAL, Kans.—A flood of 
silver poured into the office of 
Johnny Fetsch Motor Co. here 
when M. L. Cole bought a new 
car and used 2,300 half-dollars as 
part of the payment. 

Cole said his hobby for years 
has been saving half-dollars. 

* ok 
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Group Buys Hufford 
EL SEGUNDO, Calif. — Hufford 
Machine Works Inc. has been pur- | 
chased by a group organized by | 
William Husted, New York. M. L. 
Bengtson becomes president and 
Kenneth M. Crawford has been | 
named sales vice-president. 

* * od 


Tyron Corp. Moves 


To Goodland, Kans. 


GOODLAND, Kans. — Tyron 
Corp. is moving its plant and offices 
from Englewood, Colo., to Good- 
land. Fred J. Kester, Colorado 
Springs, has been named manager 
of the new plant. 





The installation will have more 
than 35,000 square feet of manufac- 
turing space. The firm makes a 
product for repairing tires without 
removing them from the wheel. 

* * & 


Mitchell Tells Expansion 
PHILADELPHIA. — Dennis 
Mitchell Industries has announced 
that it has completed the first phase 
in an expansion program. The com- 
pany has completed a new 3,000- 
square-foot cinder block and brick 
section for expansion of its TV tray 
assembly line. 
* * * 


Hoffman Gets Degree 


PASADENA, Calif. — Paul G. 
Hoffman, Studebaker - Packard 
board chairman, has received an 
honorary degree of human letters 
from the University of Judaism. 


Sinai Temple. Hoffman made the 


* 





Peak and Nor’way Get 


Fair-Trade Price Guard 


NEW YORK. — Commercial Sol- 
vents Corp. has fair-traded Peak 
and Nor’way antifreeze in all states 
having fair-trade regulations. 

Company spokesmen said prices 
in these areas will be vigorously 
supported and violations will be 
delat with promptly. 

* * * 


Becherer in Charity Post 


MONROVIA, Calif. — Oliver E. 
Becherer, Monrovia Buick dealer, 
has been named chairman of the 
Century Club division of the Mon- 
rovia Community Chest drive. 
Becherer several years ago founded 
the Century Club, which is com- 
posed of persons who contribute at 
least $100 each year to the drive. 

” ” *~ 


New Bernz Unit in Use 


ROCHESTER, N. Y.—The first of 
several units of a single story plant 
being built by Otto Bernz Co., Inc., 
is now in use. It contains 32,000- 
square feet. Other sections will be 
in use soon, Bernz said. 

* * * 
Smith Wins Zoning OK 
For New Ford Dealership 


MICHIGAN CITW, Ind. — Michi- 
gan City’s zoning board has author- 
ized a building permit for Tom 
Smith’s new Ford dealership build- 
ing in the city. 

Previously Smith intended to 


| 
build his dealership south of the 


city but protests by residents killed 
that idea and a partially con- 
structed building still is standing 
on that property. 
* cd 9, 


Rubber Consumption Totals 


128,228 Tons in Month 


NEW YORK. — New-rubber con- 
sumption in the U. S. during Sep- 
tember was 128,228 long tons, ac- 
cording to the Rubber Manufac- 
turers Assn., Inc. 

September’s tonnage was 5.38 per- 
cent above the August level. Con- 
sumption of all types of synthetic 
rubber amounted to 76,376 long 
tons in September, an increase of 
4.24 percent over the previous 
month. Consumption of reclaimed 
rubber was estimated at 26,928 long 
tons during the month, 4.52 percent 


above August. 
ad * * 


Rubber Reports Offered 


| WASHINGTON. — The collection | 
| of technical papers from the Gov- 
;}ernment Synthetic (Copolymer) 


Rubber Program has been made 
available to the public. The 3,750 
reports, identified as PB 118310, are 
available from Photoduplication 
Service, Publication Board Project, 
Library of Congress, Washington 


| 25, D. C. Prices will be quoted upon 
| request. 


* * * 
Ford Pushes New Plant 
CHICAGO. — Work continues on 


Ford Motor Co.’s new $15 million | 


stamping plant near Chicago 
Heights. Workmen and machines 
have been pouring concrete for the 


1% - million - square-foot floor. The 
plant should be completed Sept. 1, 


1957. 


* * * 


Franklin Finance Moves 


ST. LOUIS. — Franklin Finance 
Co., formerly of 1624 Olive St., has 
announced that it has moved to 
new executive offices at 3842 W. 
Pine Blvd., St. Louis 8, Mo. The 
new telephone number is OLive 
2-5316. 


* * * 


Chemical Week Set 


WASHINGTON.— The third an- 
nual chemical progress week has 
been scheduled Apr. 23-28, 1956, it 
has been announced by the Manu- 
facturing chemists’ Assn., its spon- 
sor. 

~ * ok 


Dayton Rubber Expands 


With Growing Market 
WAYNESVILLE, N. C. — With 
foam rubber nearing a $200,000,000- 
a-year national market, Dayton 
Rubber Co. has announced it ex- 


Heads Dealer-Ad Group— 


Studebaker dealers in the Detroit zone 
have organized the Studebaker Dealers 
Advertising Assn. to bridge the gap be- 
tween factory sponsored advertising and 
dealer efforts at the local level. Similar 
groups have been formed in the company’s 
18 sales zones. R. M. Fitzgibbons, Benton 
& Bowles zone account executive on Stude- 
baker, right, congratulates Lou Sokoloff, 
Victory Motors, Detroit, on his election as 
president of the group. Other officers are 
John Stenman, Toledo, vice-president, and 
R. W. Campbell, Flint, secretary-treasurer. 





pects to have expanded facilities in 
operation by January. 

Latex used for foam rubber in 
1955 is expected to total some 228,- 
000,000 pounds — about 25 percent 
more than in 1954, Dayton said. 
Eight years ago, consumption was 
25,000,000. pounds. At one time 
limited to mattresses, the market 
has expanded into the automotive 
field. 

Cosme 


$150,000 Fire Ruins 
Monsky & Louis Deal 


OMAHA. — Fire, of undeter- 
mined origin, has caused an esti- 
mated loss of $150,000 to Monsky 
& Louis Lincoln-Mercury Motors, 
Inc., 4950 Dodge St. 

The fire destroyed about four- 
fifths of the 100-by-225 foot build- 
ing and ruined 36 automobiles in- 
side. Three days before the fire a 
$10,000 Continental in the show- 
rooms, had been taken to a down- 
town department store for display. 
Part of the damage was covered 


by insurance. 
cd * * 


Jones & Laughlin Honors 


Graham in Research Lab 


PITTSBURGH.—Jones & Laugh- 
lin Steel Corp. has dedicated its new 
$1,500,000 research laboratory which 


| was named for Herbert W. Graham, 


who has been with the company for 


|41 years in industrial research. 


Graham was research vice-presi- 
dent before becoming consultant to 
the president a year ago. The new 
building is located on Pittsburgh’s 
south side Baldwin Hill, between 
Becks Run Rd. and Glass Run Rd. 
Currently there are 127 on the re- 


search staff. 
* * * 


Reclaimer Booms 


BUFFALO. — U. S. Rubber Re- 
claiming Co., which reclaims rubber 
from worn-out automobile tires, re- 
ports business booming as a result 
of record automobile sales. Half its 
output goes into new auto tires. 

* cd * 


Ethyl Opens Test Lab 


For Gasoline in Texas 


HOUSTON. — Ethyl Corp. has 
placed in operation here its new 
gasoline testing laboratory. 

The new laboratory, part of 
Ethyl’s nationwide gasoline test- 
ing service to the oil industry, 
will use the latest equipment and 
methods for measurement of gas- 
oline characteristics. It will offer 
“same day” service on test results 
to refiners throughout the south- 
west. Tucker E. Dawson is mana- 


ger. 
* * od 


Le Roi’s Tulsa Office 


To Serve Southwest Area 

TULSA, Okla.—Le Roi division, 
Westinghouse Air Brake Co. has 
opened a branch office here at 5000 
Forty-fifth West Ave. The firm said 
it will serve as southwestern sales 
and petroleum industry headquar- 
ters. 

The plant also includes a replace- 
ment parts store and warehouse. It 
is served by railroad sidings, has 
complete dock facilities and two 
7%-ton cranes. 

on * * 


Associates Expands 


SOUTH BEND.— New York op- 
erations of the commercial loan di- 
vision of Associates Discount Corp., 
an affiliate of Associates Investment 
Co., have been expanded with the 
opening last week of new offices in 
suite 1720 at 122 East 42nd Street. 
Harry P. Lawrence, eastern repre- 
sentative of the company’s com- 
mercial division, will manage the 
New York operation. 

* * on 


Airfreight Record Told 


DETROIT. — American Airlines 
announced here last week that it 
had set an alltime reeerd for air- 
freight in September with its in- 
erease in Detroit being over 185 
percent. The new record was 
6,653,000 ton-miles; the previous 
one was 6,375,000 ton-miles, set in 
August. 


* * * 


Gould-National Buys 


Hobbs Battery Firm 

SALEM, Ore. — Gould - National 
Batteries, Inc., has purchased Hobbs 
Battery Co., a West Coast operation 
with plants in Portland, Ore., Oak- 
land, Calif., and Los Angeles. 

Gould will close the Hobbs Port- 
land plant and move activities to 
the Gould plant here. 
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DO YOU HAVE 






‘ 
mea 
PROBLEMS ! 


You needn’t—the 
“OPEN ALL” is an 
ideal solution—can be 
used in bar, kitchen, 
dining, boating, trav- 
elling —does dozens of 
jobs, opens beer cans, 
bottles, screw or anchor 
tops—wine and liquor 
bottles — acts as pliers 
or screw driver, pre- 
cision made and at- 
tractively boxed. 


$3.00 each pestpaia 


Almost 40% off the retail 
price—for your other gift 
problems use the Reward 
Merchandise Corp. cata- 
logue— over 5000 items 
and 575 pages. Cota- 
logue mailed free. 
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REWARD MERCHANDISE CORP 


Dept. AM, 234'W. Monroe St. Ch 


cago 6, | 








INTERESTED IN FLEET 
VOLUME? 


plus added service profits 


We operate, service, and replace hun- 
dreds of leased cars in your area. If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois Museum 4-6969 











THE BENMATT 
SREANIZATION ne. | repeat 
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with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 


STEMAC 


é a 
100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N| tion, according to Mannie Weiser, 








WMS) Or Fading Away? 


|than 5,000 miles a year, 42 percent 


| Used-Car Notes 


| authorized dealer.” 





——_—————————————————————————— | otal sales was more than $6 mil- 
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Opposing Views Given by Texas Dealers .. . 


Bootlegging a Fixture 
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By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.— What is the 
future of bootlegging in the com- 
ing year? Two local dealers have 
made contradicting predictions. 

Said one dealer, “As competi- 
tion between dealers increases, it 
will become less of an advantage 
for those needing a new car to 
purchase one from a _ used-car 
lot. 

“When a customer can get just 
as good a price and terms in deal- 
ing with an authorized new-car 
dealer—and this is sure to come 
about under an increasing number 
of franchised dealerships and in- 
creased factory pressure—he will 
naturally prefer to buy from an 


secure a warranty, has this served 
in any way to stop bootleg selling? 

“Tt has not. 

“Like those who purchase from 
discount houses, regardless of the 
fact that such firms will not guar- 
antee their merchandise or provide 
service in case anything goes 
wrong, those who purchase new 
cars from the used-car lot are not 
at all worried over inability to get 
warranty service.” 

He said that most of these peo- 
ple figure that they are good 
enough mechanics to take care of 
anything that may go wrong in the 
first 5,000 miles.” 

The dealer added, 
event, like the discount buyer, if 
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HERE'S HOW: You get 21,400 lumens 


“In any with one 400-watt Guardian Series 



























































Another dealer says that boot-| anything goes wrong, they have 9000 Unit. Compare that output with ae iJ 
legging may not increase under) saved enough on the purchase to 17,000 lumens for the 400-watt for outdoor ) 
conditions now shaping the auto pay a few service charges. There St quenay end teenh Ge dein Sane 


industry, but does not expect boot- 
legging to diminish, either. 
Declaring that bootlegging is 
an effect, not a cause, this dealer 
said that under the present in- 
creasing pressure to sell—and to 
discount—more and more fran- 
chised dealers will be tempted to 
slip a few cars to a used-car lot. 
He continued, “As for inability to 


is always some dealer willing to 
service a ‘from-the-used-car-lot’ 
vehicle.” 


Furthermore, he said that the 
increasing pressure on service and 
parts departments to make larger 
profits to help regain what the 
new-car departments are losing on 
discounts, is making service de- 
partments willing to take all the 
work they can get—with no ques- 
tions asked. 


Dealers in San Antonio are in 
two camps on the question of boot- 
legging. But one thing is certain. 
The new cars gracing the local 
used-car lots are not there as 
ornaments. 


They’re being sold. 


from the average four 100-watt incandescent lamps. 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from z 
cheerful, well-lighted lots. E a 


Add “‘see-ability” and get ‘‘sell-ability’ 
with Guardian Fluorescent Floodlights. 


Write today for 
Guardian’s full-line catalog. 
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Missouri Farms 
Rely on Cars, 


Survey Reveals 


TOPEKA, Kans. — Cars play an 
important role in the farming oper- 
ation, a survey by the Missouri 
Ruralist reveals. 

The survey, based on question- 
naires returned by 1,138 Missouri 
farm families, showed that nearly 
75 percent of the miles traveled by 
the farm cars are directly con- 
nected with farming. 

A total of 86 percent of those 
reporting said they owned automo- 
biles and 14 percent of those own 
two or more cars. Nearly 50 per- 
cent of the cars are 1951 or later 
models, and half the total number 
were purchased new. 


Mileagewise, 24 percent drive less 
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are in the 5,000-11,000 bracket and 
22 percent drive More than 15,000. 

More than half the farmers re- 
porting said they owned at least 
one truck and 87 percent said they 
owned tractors. The tractor figure 
is almost double the national farm 
average. 
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WASHINGTON. — The National 
Capital Used Car Dealers Assn. has 
reelected Jack Berman as president 
for the coming year. 

Other officers are Morris Leder, 
first vice-president; Allan Wolfe, 
second vice-president; S. Victor 
Becker, secretary-treasurer, and 
Clark Wolk, Robert M. Brill and 
Jack Sherman, directors. Bernard 
Margolius is general counsel. 

om * * 


Albert Buys Foundry 

CINCINNATI. — A two-story 
office building and foundry at 533 
Reading Rd. has been purchased 
from the Magnus brass division of 
National Lead Co. by Mike Albert, 
Cincinnati used-car dealer. 

” + * 


Cleveland Auto Auction 


Marks 3,000th Sale 


CLEVELAND. — Cleveland Auto 
Auction chalked up its 3,000th sale 
as it entered its fifth year of opera- 


me te CT De Le * STOPS VALVE LIFTER STICKING 


* ASSURES LOWER OIL CONSUMPTION x ALL-WEATHER SAE 10W-20W-30 


* GIVES GREATER GASOLINE ECONOMY x KEEPS ENTIRE ENGINE CLEAN 


Refined from 100°, Bradford Pennsylvania Crude 
Oil — world’s richest, Kendall SuperB is an en- 
tirely different type of motor oil developed espe- 
cially for high compression engines. Attract more 
customers with Kendall SuperB and you'll boost 
profits in both your sales and service departments. 


KENDALL REFINING COMPANY 
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Professors Compare Prices of New Cars and Food... 





‘Two Pounds of Ford, Please’ 


ITHACA, N. Y.—The similarity 
between a new automobile trimmed 
in sparkling chrome and a center- 
cut pork chop wrapped in glisten- 
ing cellophane may not be apparent 
at first glance, but a_ scholarly 
treatise appearing in the November 
issue of Farm Economics holds that 
they are pretty much alike, after 
all. 

Entitled “Prices of Automobiles 
and Proteins,” the article was 
written by F. A. Pearson, profes- 
sor of prices at Cornell Univer- 
sity here, and W. I. Myers, dean 
of Cornell’s college of agricul- 
ture. 

Prices of new cars, the study 
found, ranged from 48 cents to 
$1.10 per pound, while prices of 
protein foods (red meat, white 


More Members 
Goal of Middle 
Atlantic Show 





PHILADELPHIA. — A drive for 
increased membership in the Mid- 
dle Atlantic Regional Automotive 
Show, Inc., was launched at the 
show’s annual membership meet- 
ing. 

Special attention, a spokesman 
said, will be given to jobber mem- 
bership from eastern Pennsylvania, 
southern New Jersey, Delaware, 
the eastern shore of Maryland and 
metropolitan Philadelphia. 

A special committee was created | 
to promote greater attendance 
from car dealer, service station 
and fleet operator classifications. 

Jobber sponsor fees were reduced 
by as much as 50 percent from 
those prevailing during the 1953 
regional show, President Mike Sha- 
Piro said. 

The show will be held Apr. 11-14 
at Convention Hall here. 





meat, fish and cheese) ranged from | named by the Indians as ‘no-see- 


8 cents to $1.63 per pound. 


“In some respects,” the authors 
said, “the prices of these two dis- 
tinctly different types of products 
are quite similar. For instance, the | 
average prices of a pound of auto-| 
mobiles and proteins are almost 


exactly the same, 65 and 67 cents, 
respectively. .. .” 

“The lowest-priced automobiles 
bring about 15 cents more per 
pound than the corresponding 
group of proteins. .. . The high- 
est-priced proteins, on the other 
hand, bring about 18 cents more 
than the corresponding price 
group for automobiles.” 


In a footnote, the authors said, | 


“The smaller range in the prices 
of automobiles than proteins was 
due to the fact that automobiles 
were priced as a unit, whereas 


meats are parts of a carcass. If | 


one had prices of magnetos (Epr- 
Ttor’s Note: Magnetos haven’t ap- 
peared on American cars since the 
demise of the Model T in 1927), 
bumpers and other parts, the range 
would have been greater.” 


Prices, the study said, are “fixed 
at a level that will clean up the 
available supply.” 

“Competition in the auto industry 
and among the protein foods,” 
Pearson and Myers continued, “is 
intense and appears in so many 
different ways at different times 
that it would be impossible to enu- 
merate them. They are as thick as 
chiggers in a Canadian woods, aptly 





Clevite Buys Transistor 


CLEVELAND.— Clevite Corp. has 
acquired Transistor Products, Inc., 
and has changed the Waltham 
(Mass.) company’s name to Clevite 
Transistor Products, 


chased a majority interest in the 
company early in 1953. Dr. R. B. 
Holt, Transistor founder, will con- 
tinue as president. 
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TRADE-IN’S 
up to 


$7500 


Fast chargers from $72.50 up — 
available through most leading 


automotive jobbers 


ad: 


INDUSTRIES INCORPORATED, Belleville 9, New Jersey 


On West Coast contact Shields, Harper 
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it was an-| 
nounced last week. Clevite pur-| 


’em-bugs.’” 

Buyers of both cars and pro- 
teins, the researchers noted, must 
satisfy “the whims and caprices” 
of other family members and 
still stay within their budget. 

| The survey concluded: “Automo- 


|biles and proteins have one thing 


|in common. There is little compe- 
| tition between the Ford and the 
|Cadillac and there is no competi- 
tion between lamb stew and mignon 
steaks. 

“The potential buyers in the 
Ford-Chevrolet-Plymouth group do 
not compete with the economic 
royalists who buy high-priced Cad- 
illacs, Lincolns and Chryslers. The 
buyers of chicken wings, plate beef 
and pork liver do not compete with 


pense accounts who buy mignon 
steaks and lamb chops. 

“The fifty-cent-a-pound automo- 
bile will get you to your destina- 
tion just as a forty-cent-a-pound 
chuck will give you plenty of vita- 
mins. 
steaks will do the same with easier 
riding and less chewing.” 


|the salesmen with unlimited ex- 


But Cadillacs and mignon | 


oe 


Tours Willys Plant— 


Nnamdi Azikiwie, premier of Eastern 
Nigeria, left, listens to J. C. Delaplain, 
general manager of Willys’ export or- 
ganization, explain the workings of a Jeep 
fire engine and how it fits into the econ- 
omy of the African British Colony. On a 
tour of the U. S. to study American pro- 
duction methods, Premier Azikiwie visited 
Willys’ plant and offices in Toledo. 








ATLANTA.—The trucking indus- 
try has reached the crossroads— 
it can continue to advance or fall 
|into oblivion, according to G. D. 
| Sonthiemer, chairman of the Amer- 
ican Trucking Assns.’ safety divi- 
| sion. 

Addressing the council of safety 
supervisors of the Georgia Mo- 
tor Trucking Assn., Sonthiemer 
attributed the crisis to the Weeks 
Cabinet Report on Transporta- 
tion. He said it would remove 
Interstate Commerce Commission 
control of rates and throw all 
| transportation into a rate war. 

“It would be a fatal blow to 
trucking if adopted,” he said. 

Calling on the association leaders 
to stress safety and courtesy on 
the road, Sonthiemer charged that 
“opposing interests” use truck acci- 
dents to arouse public opinion 
against the industry. 

“We must make safety upper- 
most,” he said. 

Another fusillade against the 
Weeks report was delivered in 
Washington by Neil J. Curry, ATA 
board chairman, in a_ statement 
issued in connection with Truck 
Transportation Week which closed 
Saturday (Nov. 19). 

Curry charged that the lan- 
guage of the report gives the 
railroads the right to enter freely 
into other forms of transporta- 
tion. 

“For 20 years,” he said, “the rail- 
roads have been planning, schem- 
ing and propagandizing against the 











Willys Announces 
10 New Outlets, 

7 e + ° 
5 in Michigan 

TOLEDO.—Ten new Willys retail 
outlets have been announced by the 
company. Five of the franchises, 
for Jeep and Jeep utility vehicles, 
are in Michigan. 

They are Daleiden Auto Co., Kal- 
amazoo, headed by J. C. Daleiden; 
Gertiser Motor Sales, Lapeer, 
Robert D. Gertiser; Grandale Motor 
Sales, Farmington, Marwin Wykoff; 
Sills Sales & Service, Port Huron, 
James Sills, and Willys Sales & 
Service, Big Rapids, Allen A. Bunt- 
ing. 

New Jeep franchises have been 
awarded to Beekwith Motors, Inc., 
Middlebury, Vt., headed by Kenneth 
R. Beekwith, and to Flanigan Auto 
Sales, Montrose, Colo., owned by 
Perry A. Flanigan. Flanigan signed 
a franchise under Kurland Motors, 
Inc., Denver distributor. 

Newly franchised Willys truck 


dealers are Bitzer Auto Sales Co.,| 


Salem, Ill. headed by A. M. and 
Earle E. Bitzer, and City Motors, 
Marietta, Ga. headed by Hoke 
Davis. City Motors also handles 
GMC trucks. 

Chillicothe Willys Sales, Chilli- 
cothe, O., has been opened by Wil- 
liam R. Johnson and his son William 
jr. The senior Johnson owns the 
city’s bus system. 


day when they should make an all- 
out effort to eliminate competition 
—your competition with them. That 
day has arrived.” 


Truck Transportation Week 
|marked the 52nd year since the 
| first truck was operated. 


In connection with the observ- 
ance, trucking industry researchers 
peered into the future and pre- 
dicted that in 10 or 20 years the 
highways will carry such things as 
atom-powered trucks and trailers, 
radar-controlled safety devices and 
trucks and trailers as colorful as 
the rainbow. 


Looking back, the researchers 

















Prosperity Needs 
$40 Billion Hypo, 
Ad Official Says 


NEW YORK. — A total of $40 
billion more in goods and services 
must be sold to consumers in 1956 
to assure a continuing expansion in 
the American economy, Arno H. 
Johnson, research director of J. 
Walter Thompson Co. told the Ad- 
vertising in Action conference. 


The conference, fourth such af- 
fair sponsored by Standard & Poor’s 
Corp., featured exhibits of adver- 
tising by stock brokerage and in- 
vestment banking firms. 

Johnson said a $40-billion increase 
would bring total personal con- 
sumption to about $277 billion, some 
10 percent above the peak of $250.5 
billion reached in the second quar- 


iter of 1955 and 17 percent above 


1954’s total of $237 billion. 

“That measures the immediate 
job of advertising and selling,” he 
said. 

He told the financial advertisers 
|that there is a great opportunity 
| for increased investment and stock 
ownership among the millions of 
|families currently moving above 
the $5,000 income mark. 








Advance or Perish, Truckers Told 


recalled that the first truck of 

American manufacture crossed 
the United States in 1911 called 
the “Pioneer Freighter,” it was 
a 4%-ton model which carried 
7,000 pounds. 

The first long haul by a six- 
wheeled truck, it was said, was in 
1917 when Goodyear Tire & Rubber 
Co. sent 10 tons of tires from Akron 
|to Boston. A car carrying tires, 
|parts and tools accompanied the 
|truck and its crew of four. 

Average speed along the Lincoln 
Highway was reported to have been 
between 14 and 18 miles an hour. 
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NEW BUMPA-TEL SIGN 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 

® Polished Aluminum Frames 

® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper 


e Sheet Stee! Face 


® Does Not Interfere with Operation of Trunk Lid 


State Make and Model When Ordering. 


Now Offered in Four (4) Options, Uniettered at $12.50, 
Lettered at $16.50, Lettered and Refiectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
| Night Use at $26.50. 


F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 
Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 
for five or more signs. 


| WARREN HASTINGS MOTOR COMPANY, INC. 


|\103 NORTH BLANCHE MOUNDS, ILLINOIS 


| DEPT. 102 Phone 461 
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40-Hour Week Gained . . 
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Cadillac Salesmen End 


Strike at N. 


Y. Outlets 


(Continued from Page 4) 


to seek an injunction restraining 
the UAW from picketing their deal- 
erships. These dealers have non- 
union shops or shops organized by 
other unions. 

* * * 


Florida Activity Noted 
N EANWHILE, the Florida Auto- 
mobile Dealers Assn. quoted a 
“yery reputable labor relations con- 
sultant” as reporting that the AFL 
Teamsters and the CIO Auto Work- 
ers are making a concerted organi- 
zational drive among Florida deal- 


ership salesmen and shop workers. | 


According to the report, the 
Teamsters are concentrating on 
the salesmen at several Miami 
dealerships and the Auto Work- 
ers are attempting to round up 
the shop personnel in Tampa. 


The consultant reported, “It is 
our belief that union organization 
is not inevitable in your industry. 
We believe that if the dealers them- 
selves, on a local basis, will work 
toward improvement of employ- 
ment conditions to conform at 
least to what have now become 
pretty general conditions of em- 
ployment, employes of this area will 
not want a union. The sales staffs 
need the most attention.” 

+ * aa 


Chicago Dealers Resist 


- CHICAGO, the efforts by the 
Independent Auto Salesmens 
Union to organize dealership sales- 
men is being met by strong resist- 
ance from the dealers. 

The Employers’ Assn. of Chi- 
cago, representing the dealers, 
has purchased large ads in sev- 
eral local and national papers to 
explain the dealers’ position. 


The dealers declared that skilled 





and unskilled employes of most 
dealerships are union members and 
that dealers have long since recog- 
nized their rights to join a labor 
union. 

However, the ad explained, sales- 


Chevrolet Wins 
Bids in Oregon 


SALEM, Ore.—Chevrolet has won 
about $400,000 worth of orders from 
the state for passenger cars and 
light trucks. The factory-direct 
bids ranged from $1,105 for busi- 
ness coupes, to $1,205 for four-door 
sedans and $1,612 for four-door sta- 
tion wagons. 

Dealers who bid on the state bus- 
iness included Valleny Motor Co. 
(Ford), Salem; Oregon City Motor 
Co. (Ford), Oregon City; Stan 
Baker Motor Co. (Dodge), Salem; 
Francis Motor Car Co. (Ford), 
Portland, and International Harves- 
ter Co., Portland. 











Rockwell Speaks— 


Col. Willard F. Rockwell, Pittsburgh, na- 
tional president of Automobile Old Timers, 
left, addresses Southern California Council 
at meeting at Ambassador Hotel, Los An- 
Geles. At right is Phil Hall, Phil Hall Buick 
Co., Hollywood, president of Los Angeles 
Motor Car Dealers Assn. 


men are “an extension of the deal- 
ers and are, therefore, a part of 
managerial responsibility. Exactly 


as the dealers believe that they 


should not be members of trade 
unions they believe that their sales- 
men should be equally free of trade 


unions.” 
* > + 


Total Energy Pledged 


HE dealers concluded, “For this 

reason, new-car dealers have 
pledged their total energy and their 
total resources to the defeat of this 
attempt to organize their sales- 
men.” 


Recently the Chicago union 
petitioned the National Labor 
Relations Board for elections of 
90 dealerships. Now the board 
has ruled that 32 of these firms 
are outside NLRB jurisdiction 
because they do not make suffi- 
cient interstate sales and pur- 
chases. 


To determine if the salesmen are 
a part of management, about 20 
salesmen have been subpenaed to 
appear before a Chicago NLRB 
hearing office to explain their re- 
sponsibilities. 

* * . 


4. Detroit Polls Asked 


N DETROIT, the Teamsters or- 
ganizing drive was continuing 
last week, with the union petition- 
ing the State Labor Mediation 
Board for elections at four more 
dealerships. They are Haney Buick, 
Chief Pontiac, Prince Motor Sales 
(Dodge-Plymouth) and Millenbachs 
(Chrysler-Plymouth). 

Last week Thomas Roumell, 
who has left the law firm of 
Stringari, Roumell and Fritz, was 
sworn in as Michigan regional 
director of the National Labor 
Relations Board. Stringari, Rou- 
mell and Fritz have been the 
labor consultants for the Ford, 
Lincoln-Mercury and Buick deal- 
ers in Detroit. 

Automobile company economists 
predicted last week that the Bureau 
of Labor Statistics cost-of-living 
index would rise on Oct. 15, but 
that the rise would not be suffi- 
cient to raise the auto workers’ 
wages. On Sept. 15 the index was 
at 114.9 and it would have to in- 
crease to 115.2 before the workers’ 
allowance would rise to eight cents 


an hours. 
* * * 


Canada Talks Resume 


- TORONTO last week, top-level 
negotiations resumed in an ef- 
fort to settle the two-month strike 
by 17,000 employes of General Mo- 
tors of Canada. Talks had been 
adjourned for several weeks. 

The way for the major talks was 
cleared when the last local issues 
involving the GM plant at Oshawa, 


‘| Ont., were resolved by the company 


and the UAW. 

Meanwhile, the UAW has an- 
nounced that its executive board 
has approved the appointment of 
Leonard Woodcock as director of 
the union’s GM department. He 
had been director of the Ameri- 
can Motors Corp. and farm im- 
plement department. 


Last week John S. Bugas, indus- 
trial relations vice-president of 
Ford Motor Co., said that the de- 
feat of Ohio’s unemployment com- 
pensation improvement law should 
not be interpreted as a test of voter 
reaction to Ford’s supplemental 
unemployment benefit plan. 


Bugas said the Ohio bill con- 
tained many provisions that the 
company considered unsound but 
that Ford would continue its ef- 
forts to achieve integration of the 
Ford and state plans by seeking 
administrative rulings or new laws. 


Pro-administration forces of the 
AFL Auto Workers retained con- 
trol of their union for another year 
at the union’s annual convention in 
Cleveland. The delegates also turned 
down a move to raise $2.5 million 
strike fund by upping dues to $5 a 
month. 


Timken Holds International Sales Parley— 


Sixty-three Timken Roller Bearing Co. sales representatives met with company offi- 
cials for the first time during a week-long session of conferences at the home office in 
Canton, O. Object of the parley was to acquaint the representatives with company 
policy and to familiarize them with the company's productive facilities. The foreign 
sales group was organized after a 1950 U. S. Supreme Court decision ruled that 
Timken compete in the world markets with its European affiliates. 








Sizzling Production Lines 
Magnify Showroom Woes 


(Continued from Page 1) 


models would be moving too slowly 
to cheer dealers. 
* * * 

| ee quick, full-year comparisons 

of production and registrations, 
here are statistical rundowns of 
the two years, based on cumulative 
figures: 





1955 
New-Car New-Car Percent- 
Produc- Registra- age 
tion tions Ratio 
Jan. 659,705 440,024 66.70 
Feb. 1,335,425 916,278 68.61 
March 2,129,593 1,552,735 72.91 
April 2,883,683 2,180,371 15.61 
May 3,607,396 2,840,532 78.74 
June 4,256,849 3,519,629 82.68 
duly 4,916,660 4,165,020 84.71 
Aug. 5,531,050 4,817,320 87.10 
Sept. 5,992,659 5,469,128 91.26 
Oct. 6,510,376 5,979,663*  91.85* 
Nov. 7,251,000*  6,539,000*  90.18* 
* Estimates 
1954 
New-Car New-Car Percent- 
Produc- Registra- age 
tion tions Ratio 

Jan. 456,766 340,788 74.61 
Feb. 899,960 710,380 18.93 
March 1,425,942 1,191,021 83.53 
April 1,959,400 1,699,123 86.72 
May 2,453,660 2,220,081 89.67 
June 2,958,676 2,816,800 95.20 
duly 3,400,153 3,291,116 96.79 
Aug. 3,836,799 3,731,428 97.25 
Sept. 4,122,611 4,139,272 100.40* 
Oct. 4,358,547 4,528,624 103.90* 
Nov. 4,866,965 4,907,137 100.83* 
Dec. 5,508,637 5,535,464 100.49* 


* Made possible by the fact that deal- 
ers had cars in stock as of Jan. 1. 
* * ca 

7s who complain over the 

sluggishness of ’56s may be prone 
to forget that they are, in reality, 
coping with a “normal” market 
again at introduction time, after a 
one-year lapse. 

Short memories, an occupa- 
tional hazard of new-car retail- 
ing, tend to becloud introduction 
seasons prior to last year’s blaz- 
ing sales debut of ’55 models. 
Last year, new models got the 

heaviest preshowing buildup in his- 
tory. Most makes had completely 
new offerings—there were fresh 
styling, new engines, new body 
styles and other consumer goodies. 
With ’56 models exhibiting less 
sensational changes, it follows that 
customer interest should be like- 
wise less sensational. 
on * 8 
. MODERATE shrinkage in 
1956-model sales seems more 
likely than a demand equal to that 
for 1955 cars,” Standard & Poor’s 
Corp., New York investment advis- 
ory organization, said last week. 

The extraordinary new-car de- 
mand in 1955 has been “out of 
line with income,” the firm said. 


S & P cited the following reasons 





for expecting slackening sales: 
“Both style and mechanical 
changes on most 1956 models are 
comparatively limited. It is hard to 
see how dealers can operate on a 
margin much, if any, thinner than 
this year’s. Credit terms are not 
likely to become easier. The reverse 
could be so. Higher list prices may 


meet some resistance.” 
oe oe * 





used cars sold at wholesale auction 
last week dropped $4 to $952. 


Two models—oldest and newest 
—ran counter to the trend. The 
price of ’56s advanced $25 to $2,- 
378, and the price of °’49s went 
up $4 to $198. 

All other models declined, as fol- 
lows: ’55s, down $1 to $1,898; ’50s, 
down $1 to $261; ’51s, down $9 to 
$375; ’53s, down $11 to $812; ’52s, 
down $13 to $532, and ’54s, down $29 
to $1,163. 

New lows were established by 
the prices of all models except ’56s, 
’50s and ’49s. 


* * * 


Canadian New-Car Sales 


Top Year-Ago Totals 


OTTAWA. — With the exception 
of Saskatchewan, dealers in all 
Canadian provinces sold more new 
cars in the first nine months of 
1955 than they did in the same 
period of last year. 

Figures for 1955 (with 1954 totals 
in parentheses) are: Ontario, 144,- 
839 (118,322); Quebec, 67,001 (54,- 
925); British Columbia, 30,207 (21,- 
371); Alberta, 22,196 (17,762); Mani- 
toba, 13,581 (12,717); Nova Scotia, 
10,196 (9,335); New Brunswick, 8,141 
(6,641); Newfoundland, 4,003 (3,073) ; 
Prince Edward Island, 1,242 (951), 
and Saskatchewan, 11,993 (13,696). 

In new-truck sales, five provinces 
showed gains and five showed losses 
in comparisons with 1954. Sales in- 
creases were: Ontario, 21,179 (20,- 
409); Quebec, 12,922 (11,576); Brit- 
ish Columbia, 6,794 (5,278); New 
Brunswick, 2,346 (1,991), and New- 
foundland, 1,367 (1,172). 

Declines were: Alberta, 6,727 (7,- 
274); Saskatchewan, 3,784 (5,216); 
Manitoba, 2,943 (2,995) ; Nova Scotia, 
2,533 (2,662), and Prince Edward 








Island, 461 (494). 


Packard Honors Exner— 


\Nash Promotes 


Stewart, Stone 
and Pursley 


DETROIT.—Roy Abernethy, Nash 
sales vice-president, has announced 
three executive promotions. They 
are: 

L. E. Stewart, formerly assistant 
manager of the company’s central 
division, to assist- : 
ant to the sales 
vice-president. 

G. B. Stone jr. 
from national bus- 
iness management 
manager to spe- 
cial assignment 
representative on 
Abernethy’s staff. 

L. M. Pursley, 
from assistant 
manager of the 
New York zone to 
national business management man- 
ager. 

Stewart joined Nash in 1946 as a 
district manager in the Chicago 
zone and also served as Detroit 
zone manager, sales promotion 
manager, and assistant zone man- 
ager in “both Milwaukee and Chi- 
cago. 

Stone has been business manage- 
ment manager since December, 1953. 
He joined Nash in 1945 in the Kan- 


L, E, Stewart 





L, M. Pursley 


sas City zone and later was named 
Oklahoma City zone manager. 

From 1922 until 1942 Pursley was 
office manager of the Nash distrib- 
utorship in Philadelphia. He later 
served as office manager, controller 
and then assistant manager of the 
Philadelphia zone. A year ago he 
was transferred to the New York 
zone in the same capacity. 


Mack ’55 Profits 
$5,302,361 After 
$615,998 in 1954 


NEW YORK. — Mack Trucks, 
Inc., has reported a nine-month 
profit of $5,302,361 as compared to 
$615,998 during the first nine months 
of 1954, according to P. O. Peter- 
son, president. 

Total sales for the 1955 period 
were $135,223,754, which compares 
with $83,497,030 for the first three 
quarters of 1954. 

Peterson said orders on hand 
Sept. 30 rose to $53,419,990, almost 
triple the backlog of $18,795,663 of 
the same date last year. 

Sales for the third quarter only 
were $51,486,758 which compares 
with those of $28,442,495 during that 
quarter of 1954. Profits were $2,- 
009,875 and $256,648, said Peterson. 


G. B. Stone jr. 





The James J. Nance Merit Award plaque for civic leadership was presented to 
ANWHILE, used-car prices! Police Chief Exner, Wisconsin Rapids, Wis. Participating in the presentation were, 
continued to edge downward. | from left, D. L. Brown, Packard service representative, Chicago; lL. E. Jensen, L. E. 

According to Automotive News’ in-| Jensen Garage (Packard), Wisconsin Rapids; Exner, and M. Ll. Senglaub, Packard 

dex, the overall average price of all | sales executive, Chicago zone. 
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Probers Hear Bus Mono 


AUTOMOTIVE NEWS, NOVEMBER 21, 1955 


ly Charge .. . 





Dealers Crying Wolf, 
GM Witness Suggests 


(Continued from Page 2) 


antitrust division, told the hearing 
that GM and others were charged 
with conspiring with National City 
Lines, Inc., operator of a number of 
local transit firms, to monopolize 
the business of supplying these 
firms with buses and parts. 

Dixon said the grand jury in 
the case charged that GM fur- 
nished National City Lines with 
over $3 million for the purpose of 
aiding it to purchase or gain con- 
trol of other transit systems 
throughout the country. 

National City, Dixon said, also 
was charged with making deals 
whereby it would not dispose of any 
of its transit companies without re- 
quiring the purchaser to contract 
that he would continue buying his 
equipment from GM or the other 
defendants. 

The witness said that between 
1936 and 1946, GM’s sales of buses 
to National City exceeded $25 mil- 
lion. “Under the conspiracy 
charged,” said Dixon, “GM was to 
furnish approximately 85 percent of 
all the motor buses required by Na- 
tional City and its operating com- 
panies as of Aug. 2, 1939. 


“GM and Mack Mfg. Corp. were | 


to share equally in 85 percent of all 
new motor bus business of any Na- 
tional City’s operating companies 
thereafter acquired. The remaining 
15 percent was reserved for emer- 
gency purchases or for disposition 
as agreed upon by GM and Mack,” 
said Dixon. 

Other defendants were, besides 
National City, GM and Mack, 
Pacific City Lines, Inc.; Firestone 
Tire & Rubber Co.; Phillips Pe- 








troleum Co.; Standard Oil Co. of 
Calif., and Federal Engineering 

Dixon said that after the crimnal 
conviction, GM and some of the 
other defendants withdrew their 
financial investments in National 
City and cancelled some exclusive 
dealing contracts. 

In Dixon’s opinion, the majority 
of the bus equipment bought by 
transit companies probably will 
continue to be that of GM despite 
severance of the formal tiein ar- 
rangements. 

“I have failed to notice,” he said, 
“any competing bus equipment on 
the streets of my home city—Pasa- 
dena—or that fast-growing metrop- 
olis of the west — Los Angeles — 
where both local transit systems 
still are controlled by National 
City.” 

Other witnesses heard during the 
week included: 

Harotp L. Hamitton, retired GM 
vice-president. He denied that GM’s 
share of the locomotive business 
mounted during the war because 
of government preference. He testi- 
fied that the firm’s share of the 
locomotive actually declined during 
World War II. 

Tuomas P. Butter, Fixible Co., 
Loudonville, O. He supplied docu- 
mentary evidence of what he called 
attempts by GM to cut off supplies 
of its diesel engines from competing 
bus manufacturers. (Flxible is a 
bus maker). Butler said the docu- 
ments linked Charles E. Wilson, 
former GM president, now Secre- 
tary of Defense, with these efforts. 
He charged that FBI agents had 
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SERVICE, end Profits! | 


Amalie’s Bonded Mileage Guarantee helps you sell new cars quicker, 
brings new cars back for lubrication and service, keeps you in touch for 
future new-car sales. The Bond is in your name, guarantees lubricated 
engine and chassis parts of your new cars for 30,000 miles — but Amalie 
pays for the repairs it covers. 

Amalie is top-quality, business-building 
Pennsylvania crude, it is ideal for today’s high horsepower engines— | 
develops a big following of satisfied customers for you. 
The complete Line includes Pennsylvania Oils, Greases 
and Lubes, the new Amalie 1-2-3 year-round Oil and 
NMP (No Melting Point) Lubricant for heavy duty 
service. Write for details on Amalie’s Bonded Mileage 


AMALIE DIVISION 


L. SONNEBORN SONS, INC., Franklin, Pa. 
In the Southwest: SONNEBORN BROS., INC., Dallas, Texas 
Refineries: Franklin and Petrolia, Pa. 
Member Pennsylvania Grade Crude Oil Ass’n, Permit No. 12 


the documents taken from his files 
and photocopied—“for what reason 
I do not know.” 

F. R. Faceot, Twin Coach Co., 
O. He said that his company had 
been forced out of the bus manu- 
facturing business by competition 
from GM. 

CuHarLes W. Perevie, former pres- 
ident, A. C. F. Brill, Philadelphia. 
He said his company suffered the 


same fate as Twin Coach. One fac- | 


tor was cited as the vast financial 
resources of GM, enabling the firm 
to give buyers long-term credit un- 
available from most competitors or 
most banks. 
STANLEY 


L. Green, Southern 





| Coach Co., Evergreen, Ala. He 
| Stated that his firm was similarly 
| handicapped in competing with GM. 


One report of the hearing said 

that “disgruntled” former dealers 
| of GM automobiles would be call- 
| ed later for testimony. It also was 

said that more evidence would 
| show that GM “by its very big- 
| ness, threatens economic freedom 
| and competitive enterprise.” 


“We want to know,” O’Mahoney 
| was quoted as saying, “to what ex- 
|tent bigness itself, without any 
|}abuse at all, may be producing a 
concentration that will ultimately 
| destroy political independence.” 





Enter, The Green Monster .. . 





Chiller on the Showroom 


By Joseph M. Callahan 
Staff Writer 
7 is the story of the “green 
monster”—the car that wouldn’t 
stay sold. 

The green monster is a perfectly 
good light green Pontiac 870 four- 
door sedan, with automatic trans- 
mission and quite a number of ex- 
tras. It’s full list price is $2,971. 

It was the 1,114th car received 
this year by Woody Pontiac, 
Hamtramck, Mich. When it ar- 
rived one sunny August day 
toward the end of the model year, 
there was little reason to believe 
that it would not be moved with 
the same dispatch that the other 
1,239 cars sold at Woody’s this 
year were moved. 

“We were having one of our best 
cleanups in years,” said John Gar- 


bac, general manager. “In the final} 


month of the model year, we had 
only a handful of cars and there 
was little doubt but that we would 
be completely out by the announce- 
ment date (Oct. 21).” 

a 


a * 
OON after the monster arrived 


it was placed on the showroom | 





ute 














Inc. 


aK 
eurrALo % new vO 


rauces 











Oil. Refined from 100% | 


| back the next day with the rest of 


| had been. found “good” and his 


7 happy couple arrived to take 


| $20 back and sure enough they did | 


|} around to get rid of this car. An 


floor. It quickly caught the eye of 
a shopper, who was so enthusiastic 
about the car that he wanted to 
take delivery immediately, even 
though it was Saturday. 

But, because it was a finance 
deal, the customer was persuaded 
to wait until the first of the week 
when the finance company OK 
would come through. 

The customer made a small de- 
posit and, after the salesman wrote 
up the deal and sent it through the 
bookkeeping department, Garbac 
ordered the car polished and the 
requested extras installed. 
| * * * 

— the prospect’s credit was 

checked on Monday, it was 
found to be good, except for two 
new-car repossessions in the past 
year. So the car was put back on 
the lot. 

A few days later, a Woody 
salesman again sold the monster. 
There seemed to be little doubt 
about this sale going through 
since the buyer had made a $50 
deposit. and ordered the installa- 
tion of a mirror and window 
washers. 

The buyers this time were an 
elderly couple who said they’d be 





the money which they were borrow- 
ing from their credit union. 
ck oa oe 
Av=™ postponing delivery four 
or five times, the couple came 
in and sorrowfully declared that 
the credit union had disapproved 
their loan. Their $50 was returned. 
The entire sales staff breathed a 
sigh of relief about a week later 
when one of the salesmen “sold” it 
to a vacuum cleaner salesman. 
Although the buyer made only 
a $20 deposit on the car, his credit 


wife was very enthusiastic about 
the lovely green monster. 

So, the salesman wrote up the 
deal. He made a trip to the Secre- 
tary of State’s office for license 


plates. 
* * * 


delivery at the appointed hour. 
But the wife declared, “We like 
this car very much, but we talked 


weeks and buy a 1956 model from 
you. You just keep the $20 for your 
trouble.” 

Garbac said, “We gave them the 


come back and gave us a very nice 
deal on a ’56. ' 
ES * oe | 
ore No. 4 made only a $5 de- 
posit, but he did leave his title. | 
Again the paper work was proc- 
essed, the car was cleaned, pol- | 
ished and winterized. 
Garbac said, “This guy said 
he’d be around at 6 o’clock to | 
pick up the car. The salesman 
was supposed to get off early 
that day but I asked him to stay 


hour late, the customer finally 
showed up—driving a new Dodge. 
He said he just came by for his 
$5.” 

The green monster is currently | 
in the process of being sold to a 
machine operator who has been 
found a good credit risk by the 
finance company. This prospect or- 
dered backup lights on the car, one 
of the few extras missing, and he 
made a $30 deposit. The car’s price 
has been cut to $2,262. 

“This guy needs $500 to complete 





the deal,” Garbac said. “But he has 
a good ’51 which he wants to sell. 
So it looks pretty good. But every- | 
one on the staff has his fingers) 


crossed.” t 
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A complete 
line of 
chargers. 
Fast & Slow. 
6 & 12 Volts, 


Battery Wheeler 
Battery Charging 
Jumpers 
Battery Carriers 
Battery Power 
ni 


Trickle Chargers 

Stands 

Warning Signals 

Emergency 
Starting Cables 


Write today for 
new catalog, 
Prices and details, 


BLITZ ELECTRIC CO., Inc. 


5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 














it over and decided to wait a few a 





AUTO 
No Pit—No Holes—No Anchor Bolts. As- 


semble it yourself in 30 minutes. Plug in 
and run—anywhere, All steel turntable, 


scientifically balanced to take all cars. 
For indoor or outdoor display, Write for 
free literature. 


Also 
avail 
able 
POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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RIT A LALLA 


Cash e¢ Easy Terms 
© Lease Plan 


Now you can DOUBLE PROF- 
ITS by increasing the amount of 
work you turn out in your pres- 
ent paint and body shop without 
spending a large sum of money. 
Here’s a real workhorse that 
rolls quickly from one spot to 
another, quickly baking al/ kinds 
of spot and panel jobs . . . and 
it teams up with the famous 
driQuik Model 16 to cut drying 
time in half on an all-over job. 
New Model 8 is economical to 
operate. Wire today for a FREE 
DEMONSTRATION in your 
shop. 
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DRY CLIME 


LAMP CORP. 


Greensburg, Indiana 





Dry Clime Lamp Corp., Dept. D, Greensburg, Ind. : 
OC | would like @ demonstration on (dete) i 
CD Please send me more information on the driQuik leasing plan. j 
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From Pressure to Profits ... 





Dealer Writes A Worry List 


DETROIT.—What worries an au- 
tomobile dealer? 

In these days of U. S. peace and 
prosperity, why are automobile 
dealers one of the most worried 
groups in the nation? 

A discussion with one successful 
dealer outlined some of the prob- 
lems. Most of this dealer’s worries 
fell into these categories: 

SALES. “My sales have been 
down 70 percent in recent weeks,” 
he said. “Can’t figure out what 
the trouble is. I wouldn’t be near- 
ly so concerned if it were only our 
dealership or our line. But we’re 
getting the same report from all 
directions. “Our sales began drop- 
ping immediately after Eisen- 
hower had his heart attack.” 
FACTORY PRESSURE: “I’m get- 

ting a little disgusted with the 
whole setup. It’s this competition 
for production and sales between 
Ford and General Motors. For ex- 
ample, the other day we suddenly 
received a car (unordered) that 
we'll never sell at a profit. It was 
a model in our medium-priced line 
that was loaded with every possible 
option. Right now it’s priced to sell 
for $200 more than our high-priced 
car sells for.” 

UNIONS: “Even though the guys 
in the backshop are making be- 
tween $9,000 and $10,000 a year, 
they’re playing footsie with the 
union. I asked them to use a little 
initiative and one of the mechanics 
had the nerve to ask, ‘What bonus 
do we get if we do?’” 

CUSTOMER SERVICE: “I’ve 
got more ‘crackpots with the 
squeaks’ than you can shake a 
stick at. We shouldn’t even have 
to service these cars; we’re whole- 
saling them. They want $500 
worth of service on a deal that 
was $50 over list. If I could get 
away with it, I'd close up that 
backshop.” 

INTRODUCTION DATE: “They 
came out too early this year. The 


‘ factories should get together and 


all come out during one week.” 

PROFITS: “If you don’t make it 
in the first three months, you don’t 
make it.” 

ADVERTISING: “We have a good 
national TV program. But we have 
to keep after the M.C. to sell the 
deal, rather than the product or the 
institution. There seems to be a lot 
less new-model advertising this 


Studebaker Adds 


20 Franchises 


SOUTH BEND.—Studebaker took 
a step toward its goal of a 20 per- 
cent larger dealer organization by 
adding 24 new franchises in second 
week of November, according to 
William A. Keller, general sales 
manager. 

In commenting on the increase 
in dealers, Keller said that Stude- 
baker would add about 100 during 
November. 


Obituaries 


Gail G. Hamilton 
BELLEFONTAINE, O.—Gail G. Hamil- 
ton, 64, a partner in Sparks & Hamilton 
(Chevrolet) here for 25 years, died in 
Rutherfordton, N. C., where he had oper- 
ated a summer resort in recent years. 
* - 
Henry O. Manley 
EAST LIVERPOOL, O.—Henry O. Man- 
ley, 56, part owner of Givens & Manley 
Motors Co., Midland, O., is dead. 
of * . 
Herbert S. Beebe 
PONTIAC.—Services were held here last 
week for Herbert S. Beebe, 75, former auto 
executive, who died Nov. 12 in a Lansing 
hospital. During his career, Mr. Beebe 
served with U. S. Motors, maker of the old 
Brush runabout; Maxwell Motor Car Co., 
and Briscoe Mfg. Co. He was head of 
dealer development of Willys-Overland for 
several years. He was auditor of defense 
contracts for the Detroit Ordnance District 
when he retired nine years ago. 


s 
William E. FitzPatrick 
ROCHESTER, N. Y.—-William E, ‘Fitz- 
Patrick, 69, 28 years assembly superin- 
tendent at Delco until his retirement in 
1951, died here Nov. 12. He started with 
Northeast Electric Co., Delco predecessor, 
in 1915. 
. * . 
Carl W. Bridges 
LOUISVILLE.— Carl W. Bridges, 70, a 
Partner with his son, Jack, in a Clinton 
(Ky.) automobile dealership, died Nov. 11. 
* * * 


Hugh Baird 
SEATTLE, Wash.—Hugh Baird, 60, own- 
er of a local Ford dealership for more than 
20 years, died at his home Nov. 9 after a 
heart attack. Mr. Baird had retired from 
business four years ago. 





year than last year. We’re still pay- 
ing the same advertising charge, 
however.” 

LINE ASSOCIATION: “Aw, 
they’re all a bunch of rugged indi- 
vidualists. We never accomplish 
anything.” 

NEWSPAPERS: “They’re hurt- 
ing this year’s sales, with all this 
talk about the 1957s.” 

NEW-CAR PRICES: “They went 


U.C. License Revocation | 


Halted by Minn. Judge 


MINNEAPOLIS.—A district judge 
has issued a temporary order re- 
straining the city council from re- 
voking the used-car license of 
River Lake Motor Co. (Chrysler- 
Plymouth). 

The action by Judge Levi M. 
Hall came after charges of false 


Ford’s °55 Net 
Reported Topping 
$350 Million 


NEW YORK.—Net earnings of 
Ford Motor Co. in 1955 will be $350 
million “or somewhat better,” says 
Newsweek magazine in today’s issue. 

Ford’s best previous year, the 
magazine adds, was 1950 when net 
profits amounted to $250 million. 

The demand for Ford stock that 
has sprung up everywhere, it says, 
may result in the stock being split 
on a basis different than that indi- 
cated by the Ford Foundation, thus 
making more shares available to 
the public. 

The foundation will realize $400 
to $500 million from sale of the 
stock, the New York Times noted 
last week, which it will use to di- 
versify its securities portfolio. 

There are two hurdles in the way, 
however, the newspaper said. To 
buy bonds with scores of millions 
of dollars would upset the bond 
market, it said. 

‘If the foundation were to buy 
stocks among the 50 issues most 
favored by investment companies, 
it would create an abnormal demand 
and push prices to completely un- 
realistic levels, the newspaper said. 

It noted that $500 million is five 
times as much as Carnegie Corp. 
of New York, created in 1911, had 
invested in 102 common stocks by 
the end of 1954. 


Sales Stampede 
Unhampered, 


Factories Say 









Glowing reports of new-car sales: 


issued by the manufacturers have 

lost none of their luster. Here are 

the most .recent rundowns: 
Willys 

Volume of domestic factory sales 
of Jeeps and Jeep utility vehicles 
in October reached the highest level 
since 1953, according to Hickman 
Price jr., Willys sales vice-presi- 
dent. 

At the same time, Price said, 
October retail sales were at a new 
peak for 1955, slightly exceeding the 
previous monthly high recorded in 
September. He added that retail 
registrations for the nine-month 
period ended in September showed 
Willys commercial vehicle registra- 
tions 69 percent above the corre- 
sponding period of 1954. 


Oldsmobile 


Retail deliveries of new Oldsmo- 
biles soared to. 16,625 in the first 10 
days of November, a record for the 
period, a factory spokesman said 
last week. 

The old record, established in the 
1950 period, was 9,657 new cars, he 
said. 

Retail sales for the year through 
Nov. 10, he added, totaled 528,876. 
This, he said, was 153 percent of 
the old record of 352,161 deliveries, 
set in the Jan. 1-Nov. 10 period of 
1954. 








up too-much. The announced in-| 
creases were in the neighborhood 
of 5 percent but when you add the 
standard items that are now op- 
tions, you find it’s closer to 10 per- 
cent.” 

THE PRODUCT: “Say, every- 
body’s crazy about the car. It’s 
easily the best product we ever had 
to sell.” 

—JoserpH M. CALLAHAN 





advertising, withholding title cards 
and blank contract signing had 
been offered against River Lake. 

It was also reported by Clem 
Holt, of the police division, that the) 
dealership hauled away the car of a} 
prospective buyer who, after sign- 
ing contracts in blank, had balked 
and refused to turn over his title. 

Meanwhile, an amendment to the 
used-car ordinance is indicated. 
Frank Wolinski, chairman of the 
council license committee, said: 

“The used-car license should be| 
fixed, like a liquor license, so we! 
can revoke it for 30, 60 or 90 days) 
without having to stop completely | 
@ man who has been conducting 
business in the city for 30 years.” | 
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TOW CHAINS... 
with No-Mar rubberized hooks. Slip ring 
feature for fast hook-ups. Will pull ovt 
any cor or light truck easily. $5.25 


Price each . ‘ 


BATTERY BOOSTER CABLES 


enable you to jump starting current from 
any cor to battery of stalled vehicle. 
Eliminates heavy booster battery on ser- 
vice road calls. Will take 6 or 12 volt 


WINTERIZED SELLING STICKER 
Sells the customer and records protection 
of the vehicle while in stock. Back side 
printed with headings of Type Anti- 
Freeze, Temper- Prices 200 @ $1.95 
ature Rating, Date 500 @ 4.45 system. Nine foot cable. 

Installed. 1000 @ 8.25 fies, pw pele $11.45 


ENCLOSE CHECK WITH ORDER. SHIPMENTS PREPAID. 


ka] AUTOMOTIVE COMPANY 
STATION 7. BOX 1037 CLEVELAND 2 OHIO 
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900 ROOMS WITH BATH A 


Television and 
Radio Available 


No charge 
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Children! 


LAFAYETTE BLVD. 
Pea fee 


Phone 
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“ “.. JERRY MOORE 
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TO MAKE MONEY 


YOU EVER SAW 
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Franchise Test Seen 
In GM Court Fight 


(Continued from Page 1) 


its Denver brief that its market in 
that state will be damaged. 


The corporation’s reasoning—an 
argument which many dealers will 
challenge—is that the Colorado law 
makes it impossible for GM to 
“maintain an aggressive dealers’ 
organization.” 

” * a 
HE crux of GM’s dissatisfaction 
with the Colorado law lies in 
the provision that every proposed 
franchise cancellation or abroga- 
tion must be approved first by a 
state or Federal court. 

Any court, moreover, can delay 
a cancellation or abrogation by is- 
suing an injunction against the 
factory initiating such action. 

Treble damage awards are au- 
thorized against factories con- 
victed of inflicting damages upon 





a licensed dealer in a cancella- 
tion or abrogation case. 


Giving dealers the protection of 
the courts in cancellation actions, 
according to the sponsors of the 
Colorado law, injects legal “teeth” 
into the area covered by the statute. 

Also, in the opinion of the Colo- 
rado Automobile Dealers Assn., 
long-range security is restored to 
the dealer force by dint of the court 
veto power in cancellation actions. 

* * + 

F THE 14 states armed with 

factory-dealer licensing laws, 13 
impose a “paper” ban on factory 
coercion on dealers, but only the 
Colorado statute provides for court 
appeal on each and every attempted 
cancellation or non-renewal. 

In other states, of course, a 
cancelled dealer may sue for 


damages after he’s been axed. But 
only Colorado forces a factory 
to get a judge’s “effective order” 
before a severance can become 
bona fide. 

Here is the precise terminology 
of the Colorado law: 

“In any case where a manufac- 
turer, distributor, wholesaler, fac- 
tory branch, distributor branch 
factory representative or distribu- 
tor representative does cancel, de- 
lay the renewal thereof or substi- 
tute for any contract or franchise 
with any motor vehicle dealer, the 
said cancellation, delay of renewal 
or substitution shall not be effec- 
tive until and unless an effective 
order of a court having jurisdiction 
of the matter shall have been en- 
tered and provided further, 

“That the cancellation or abroga- 
tion thereof prior to the determina- 
tion of any court may be stayed 


upon application by any licensee | 


licensed under the provisions of 
this article to any state or Federal 
court, which court shall issue an 
injunction or such other proceed- 
ing as is necessary to stay any 
action until final determination is 





Auto Safety Belt Tests 


Established by SAE 


NEW YORK. — The Society of 
Automotive Engineers has re- 
leased a “recommended practice” 
that sets up procedures for test- 
ing auto safety belts. A minimum 
strength of 1,500 pounds in ten- 
sion and a loop strength of at 
least 3,000 pounds are specified 
for the assembly. 

These values are in agreement 
with Civil Aeronautics Authority 
requirements for belts used in 
civil aircraft. The new recom- 
mended practice also covers 
width, strength, elongation, stiff- 
ness and resistance to mildew and 
abrasion of the belt webbing. 


and the said injunction shall issue 
without indemnity to the plaintiff.” 
x * a 


HIS clause was added to the! 


Colorado Dealers’ License Law 
last January in a series of anti- 
coercion amendments. 

According to the GM brief, the 
amendments are “wholly arbitrary, 
capricious and unreasonable,” as 


had upon the merits of the case,| well as “not necessary, reasonable 


DURABAKE Automatic Infrared Drying 


eee frees your painter for more painting! 


For faster work, longer-lasting, better- 
looking results use the DURABAKE In- 
frared Process, the car manufacturer’s own 
method, for drying lacquer and enamel 
finishes with heat. DURABAKE process is 


DURABAKE 
TRAVELING OVENS 


dust-free, gives a “factory-like” finish in 


any kind of weather. DURABAKE “Mobil- 
Dry” traveling ovens do the work auto- 
matically, free your painters for painting. 
Exclusive gold-plated reflectors give even 
heat distribution; uniform results, A UL 
approved “Mobil-Dry” unit requires only 


PORTABLE UNITS 


a modest capital investment. No additional 


floors pace.See yourautomotive jobbertoday. 


STATIONARY 
OVENS 


For additional information write Dept. 


1113 


FOSTORIA PRESSED STEEL CORPORATION © Fostoria, Ohio 
World's Largest Moker of Infrared Drying Equipment 


9307 
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or appropriate for the protection 
of the public.” 

Not only that, but GM contends 
the cancellation provision tres- 
passes on the separation-of-pow- 
ers principle of the Federal Con- 
stitution, in that a state-licensed 
dealer is authorized to petition 
for a Federal court injunction. 

Through its Denver legal repre- 
sentatives, Joseph G. Hodges and 
Martin J. Harrington, GM could 
have fought the case up through 
the state courts and then, if neces- 
sary, into the U. S. Supreme Court. 

* * * 

| ped the challenge of Federal 

constitutionality prompted GM 
to seek a test in the U. S. courts, 
A special three-judge panel, com- 
posed of two District Court jurists 
and one Circuit Court of Appeals 
judge, will hear the case if it igs’ 
decided that an issue of constitu- 
tionality exists. 


The decision of the three-judge 
panel can be appealed directly to 
the U. S. Supreme Court. 


The historic provision for over- 
night cancellations was dealt an- 
other setback two weeks ago 
when the Wisconsin Supreme 
Court upheld a 20-year-old state 
law prohibiting cancellations 
without cause. 


The high tribunal ordered a Mil- 
waukee circuit court to retry the 
damage claim of Kuhl Motor Co, 
against Ford Motor Co. 


Kuhl and the cancellation law 
won out in a 4-to-3 decision after 
the court first had voted against 
the dealer by the same narrow mar- 
gin. A justice switched his position 
at a rehearing requested by the 
Wisconsin Automotive Trades Assn. 

* * a 


LTHOUGH the Wisconsin can- 

cellation law lacks the pre- 
ouster appeal feature of the Colo- 
rado statute, it ncw gains increased 
effectiveness because the State Su- 
preme Court has certified post- 
cancellation damage suits by deal- 
ers dropped without cause. 


Similar to the Wisconsin law are 
the cancellation clauses of dealer 
coercion acts passed this year in 
four states—Arkansas, Minnesota, 
North Carolina and Tennessee. 


Entering this year’s legislative 
sessions, nine states were joined 
with Colorado in the enforcement 
of factory-dealer licensing laws. 
They were Florida, Louisiana, 
Mississippi, Nebraska, Oklahoma, 
Rhode Island, South Dakota, Vir- 
ginia and Wisconsin. 

All of these states but South Da- 
kota imposed an administrative ban 
on cancellations and coercion or 
attempted coercion. 

A technical prohibition is one 
thing, however, and a restriction 
backed up by court proceedings and 
damage claims quite another—as 
attorneys well know. 


The Colorado law, more than any 


|other, gives dealers the force of a 


court order BEFORE a cancella- 
tion can take place. That the fac- 
tories don’t want any part of this 
is evident in the tone and temper 
of GM’s Denver complaint. 


Reserve Board 
Reports Boom 


Is Continuing 


WASHINGTON. — The nation’s 
economy remained at record boom 
levels in October and early Novem- 
ber, but a further decline was noted 
in farm prices, the Federal Reserve 
Board reported last week in its 
monthly summary of business con- 
ditions. 


Among the topics covered by the 
board’s survey were industrial pro- 
duction, employment, income and 
retail sales. All are considered vital 
economic business barometers. 
October industrial production re- 
mained at the record September 
level of 142 percent of the 1947-49 
base period. 


Food prices dipped along with 
farm prices as market supplies in- 
creased about 12 percent over Octo- 
ber, 1954, levels. 


The board said the factory work 
week averaged 41.2 hours in Octo- 
ber compared to 41 in September 
and weekly earnings climbed 79 
cents to a new peak of $78.69. Octo- 
ber unemployment was put at 2,- 
100,000, about the same as in Sep- 
tember. 








— 


ection 


ends 
tres- 
pow- 
Con- 
nsed 
ition 
on. 
‘epre- 
$ and 
could 
rough 
1eces- 
Sourt, 


de ral 
| GM 
ourts, 

com- 
urists 
ypeals 


it is’ 


stitu- 


judge 
ly to 


ver- 
| an- 

ago 
‘me 
itate 
‘ions 


. Mil- 
y the 
r Co, 


law 
after 
ainst 
mar- 
sition 
r the 
Assn. 


can- 

pre- 
Colo- 
2>ased 
> Su- 
post- 
deal- 


y are 
ealer 
ir in 
sota, 
tive 
rent 
LWws. 
ana, 


ma, 
Vir- 


Da- 
‘ ban 
n or 


one 
ction 
and 


any 
of a 
ella- 
fac- 
this 
nper 


ion’s 


rem- 
oted 
erve 

its 
con- 


the 
pro- 
and 
vital 
ters. 

re- 
iber 
7-49 


with 
| in- 
cto- 


rork 
cto- 
iber 


cto- 
, 2,° 
sep- 





AUTOMOTIVE NEWS, NOVEMBER 21, 1955 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended November, To To 
Nov. 19, Week, Nov, 12, 1955, Nov. 20, Nov. 19, 
1955 1954* 1955* To Date 1954* 1955 
AMERICAN MOTORS 3,010 1,255 3,125 8,180 87,645 143,182 
II cutusorsiurrsteevsevoncese ee . wnidnees 635 2,249 28,026 45,837 
Wasp, Hornet .......... ee | abeedves 330 1,444 27,331 23,057 
Rambler ................+.-- Cote 305 805 695 22,780 
SUMNER: Uvesidesdesisesessibaivintdeses 1,910 1,255 2,490 5,931 59,619 97,345 
Amb., Statesman 1,230 475 2,126 4,603 29,873 45,793 
Rambler .................... 680 730 364 1,328 29,746 51,552 
CHRYSLER CORP. .... 30,945 25,232 32,959 87,947 551,844 1,195,636 
ONO wccscvennsesencssesseee 3,800 3,102 3,854 10,154 79,902 154,821 
IID, Sissi cceasctcsnseasvorsevcen 2,995 2,221 3,030 8,508 54,693 114,539 
BIOGIID  ancccsnssrcsseccecvscceseess 6,650 6,228 7,003 19,211 108,977 276,424 
Plymouth ..................... 17,500 13,681 19,072 50,074 308,272 649,852 
FORD MOTOR. .............. 50,355 39,533 51,252 152,905 1,466,496 1,984,674 
Continental .................. ae . alten 56 a 7184 
IE ssc iciclivieliaicovssvwieincdedien 39,500 36,068 39,028 110,888 1,207,180 1,558,859 
IIL, Sxesssusisocemnonesecsese 1,050 620 1,048 2,832 32,974 34,076 
ED © issvveveiereivacessess 9,750 2,845 11,120 39,031 226,342 390,955 
GENERAL MOTORS .. 88,202 66,706 90,650 245,506 2,474,214 3,520,843 
IN sic ich nbs cesichatnavnttes 13,192 12,531 14,941 36,563 460,506 685,193 
EE isicsdsveisssessenpeatcties 3,350 2,961 4,018 9,441 105,183 133,141 
RUROIIS Sisiciccesssscosessass 43,400 32,647 42,686 122,182 1,217,297 1,612,857 
Oldsmobile .................... 15,060 9,615 15,143 40,412 379,600 568,114 
ID - issdasisestectovccesines 13,200 8,952 13,862 36,908 311,628 521,538 
KAISER MOTORS ...... .......... en ess See 15,633 6,680 
RE aU Picessiociiisudintiy _Sesestisee cious eamtvade: = Soimesanes 5,803 1,021 
MII Ne ciserccslcpescvensdunsed) custoveess a ee 9,830 5,659 
EE es scsisissccsebeccassat 3,389 3,662 2,788 8,258 102,169 156,519 
INN.” dice cusicctdvniondintee 1,499 52 1,276 3,842 25,375 61,812 
Studebaker .................. 1,890 3,610 1,512 4,416 76,794 94,707 
Total Cars, U. S............ 175,901 136,521 180,774 502,796 4,698,001 7,007,534 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended November, To To 
Nov. 19, Week, Nov. 12, 1955, Nov. 20, Nov. 19, 
1955 1954* 1955* To Date 1954* 1955 
CHEVROLET ................. 8,800 5,830 9,415 25,132 292,625 357,288 
DIAMOND T .................. 100 15 96 265 3,072 4,734 
SII 2h ct sta ceoctncscadvesats 100 58 47 147 2,622 3,292 
I ts cdicncecutecedexsematouss 1,620 2,034 1,535 4,402 83,244 88,392 
NII isedhcveccsbsscscnsciveckiebenes 8,800 8,472 8,653 24,264 259,666 330,365 
ea titi tals diniieat 2,500 1,291 2,388 6,662 68,211 91,385 
INTERNATIONAL. ...... 2,855 1,605 3,100 8,600 83,761 111,311 
NS Sha vlisaciidveuiotssteceidsbetes 380 166 329 904 6,189 13,232 
ER 110 97 98 272 6,731 4,821 
STUDEBAKER .............. 470 690 386 1,120 13,757 15,799 
I se Saissvndasnsshsdcnecseses 375 232 376 1,053 9,509 13,260 
I xs cspdSonucsdssicees 1,810 1,622 1,800 4,833 66,191 68,243 
MISCELLANEOUS ...... 100 103 95 277 5,244 4,460 
Total Trucks, U. S..... 28,020 22,275 28,318 77,931 900,822 1,106,582 
Total Cars, Trucks, 
STINE ici ondsteeasncnaatioaees 203,921 158,796 209,092 580,727 5,598,823 8,114,116 
Total Cars, Trucks, 
elle Ren ees 6,700 4,133 6,079 18,404 317,757 411,703 
Grand Total 


Cars and Trucks, 





U. S. and Canada....210,621 162,929 215,171 599,131 5,916,580 8,525,819 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Truckers Reported Paying 
Third of Special Taxes . 


DETROIT.—Truck operators pay 
one third of all special automotive 
taxes levied in the nation, the Auto- 
mobile Manufacturers Assn. re- 
Ported last week in its annual book- 
let, Motor Truck Facts. 

The booklet shows that, while 
contributing 33 percent of motor 

~vehicle taxes, trucks comprise only 





Greenebaum Heads Dinner 
For Joint Defense Appeal 


NEW YORK. — Leon C. Greene- | 


baum, Hertz Corp. director, has 
been named chairman of the dinner 
Sponsored by the transportation 
division of the Joint Defense Ap- 
peal. 

The event will mark the height 
of the division’s efforts to enroll 
the industry’s support of the Amer- 
fpan Jewish Committee and the 
Anti-Defamation League of B'nai 
Brith. The JDA is the fund-raising 
arm of these two agencies. 





17 percent of the motor vehicles in 
the U. S. and account for only 18 
percent of the total vehicle mileage 
on the nation’s streets and roads. 
In the full year of 1954, special 


|truck taxes reached an all-time 


peak of $1,771,483,000, including fed- 
eral excise taxes, state registrations 
and carrier fees, state gasoline 


| taxes and local taxes and tolls. The 


total this year is expected to reach 
an estimated $1,850,000,000. 

This edition of Motor Truck 
Facts, contains some 50 pages of 
charts and tables, covering com- 
mercial vehicle factory sales and 
production, mileage, commodities 
shipped by truck, taxes, employ- 
ment and other pertinent subjects. 

A table on truck registrations 
from 1904 to date shows that the 
number of trucks in the nation will 
exceed 10 million this year for the 
first time in history—twice the 1945 
total. 


= 
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Vehicle Output Breaks ’50 Record 


(Continued from Page 1) 


through the remaining eight work 
days of the month, the makers 
would complete November with 
739,396 assemblies and 7,253,949 cars 
for the first 11 months of 1955. 

It also would leave the makers 
only 746,051 units short of a total 
of eight million cars during the 
1955 calendar year. A production 
of 28,700 cars a day would push 
them over the mark, according 
to Automotive News’ estimates. 

Truck manufacturers produced 
77,931 units during the first 17 days 
of November for an 4,584-trucks-a- 
day average. Continuing at this 
pace throughout the remainder of 
the month, the makers should fin- 
ish November with approximately 
110,430 assemblies, and push com- 
bined car-truck totals to 8,393,031 
units for the first 11 months of this 
year. 

* * a 

_ MOTOR CoO., continuing its 

record-breaking pace, produced 
an estimated 50,355 cars last week 
to run its to-date totals for the 1955 
calendar year to 1,984,674 units, or 
only 15,326 cars away from the two 
million mark. 

The greatest number of cars 
ever produced by Ford was the 
record 1,817,891 units that rolled 
from assembly lines in 1923. 

Although last week’s efforts 
failed to produce any records, the 
previous week saw eight marks 
erased from the Ford Motor and 
Ford division record books. They 
were: 

* * * 
PRODUCTION of 59,905 cars 

* and trucks during a six-day 
week, erasing the previous high of 
59,298 units during the week ended 
June 18. 

2. Production of 51,928 cars and 
trucks during a e-day week, 
breaking the previous top of 51,- 
469 during the week ended Oct. 
25. 

3. Production of 44,449 cars dur- 
ing a five-day week, erasing the 
former high of 44,144 units during 
the week ended June 24. 


* * * 


PRODUCTION of 9,137 cars on 

* Nov. 9, breaking the former 

daily high of 9,109 units during the 
week ended Oct. 31, 1925. 

5. Production of 10,650 cars and 
trucks on Nov. 9, breaking the 
former high of 10,539 on Nov. 7. 

6. Production of 11,877 vehicles, 
including tractors, on Nov. 9, break- 


on Nov. 7. 
* * = 








PRODUCTION of 8,427 cars) 


* and trucks by Ford division on 


Nov. 9, erasing the former high of | 


8,360 units on Oct. 26. 

8. Production of 6,912 cars by 
Ford division on Nov. 9, eclipsing 
the former high of 6,895 units on 
Nov. 7. 

Ford division, with 14 of its 16 
plants scheduled for Saturday as- 
semblies, turned out 39,500 cars last 
week, while Mercury, working two 
of its four assembly plants on six 
days, produced 9,750 units. Lincoln 
and Continental, neither of which 
were scheduled to work Saturday, 
rolled off 1,050 and 55 cars, respec- 
tively. 

* * * 
ENERAL MOTORS passed the 
3% million mark in calendar- 
year assemblies last week as its 
five divisions turned out 88,202 cars, 
or 2,448 fewer units than were pro- 
duced the previous week. 

Cadillac cut back to a five-day 
operation and 3,350 cars after 
establishing a six-day record of 
4,018 cars the previous week; 
Chevrolet upped projections to 
43,400 from the 42,686 cars pro- 
duced the previous week; Oldsmo- 
bile dropped to 15,060 from the 
previous week’s 15,143; Pontiac 
fell to 13,200 from 13,862 a week 
earlier, and Buick dropped to 
13,192 units from the previous 
week’s 14,941 cars. 

Chrysler Corp., with its Plymouth 
division turning out 17,500 cars on 
a six-day operation, built 30,945 
cars last week, or 2,014 fewer units 
than the corporation produced the 
previous week. 

* * + 
AM four Chrysler divisions cut 
schedules last week; Plymouth 
from 19,072 the previous week to 








17,500 last week; Chrysler to 3,800 
from 3,854; DeSoto to 2,995 from 
3,030, and Dodge to 6,650 from 7,003. 

Packard and Studebaker, each 
increasing output slowly, com- 
bined to produce 3,389 cars last 
week, while Nash and Hudson’s 
combined operations gave Ameri- 
can Motors 3,010 assemblies for 
the week. S-P’s output was 601 
units above the previous week, 
while AMC’s efforts were 115 
units shy of a week earlier. 

A breakdown of AMC operations 
showed 800 Wasps and Hornets and 
300 Ramblers for Hudson division, 
and 1,230 Ambassador and States- 
man models and 680 Ramblers for 
Nash. S-P’s breakdown gave Pack- 
ard 1,499 units and Studebaker, 
1,890. 

Truck production totaled 28,020 
units last week, or a 298-unit drop 
from the previous week. Ford 
and Chevrolet tied for the top 
spot with 8,800 assemblies each, 
while International produced 2,- 
855; GMC, 2,500; Willys, 1,810, and 
Dodge, 1,620. 

With the S-P plant back in oper- 
ation, Canadian output jumped to 
6,700 units last week, or nearly 700 
more units than were produced the 
previous week. GM of Canada and 
International both remained 
strikebound, while the AMC plant 
still was down for model change- 


overs. 
* * * 


St. Louis Plant Expansion 


To Up Mercury Output 


DETROIT. — An expansion pro- 
gram that will increase the size 
and production capacity of the St. 


Louis Mercury plant by more than 
25 percent was announced here last 
week by F. C. Reith, general man- 
ager of Mercury. 

Two new wings and a new bay 
extending the full length of the 
present main assembly building 
will be added, bringing the total 
manufacturing area from its pres- 
ent 812,000 square feet to more 
than 1,070,000 square feet. The ex- 
pansion also will increase railroad 
and truck facilities, provide addi- 
tional warehousing space and in- 
crease efficiency of material han- 
dling, Reith said. 

This is the second phase of a 
program started earlier ‘this year 
at the St. Louis plant. Work will 
start in December. 

The plant is now producing ap- 
proximately 750 Mercury cars per 
day on a two-shift basis, with ca- 
pacity estimated at 900 per day 
with the increased facilities. 

+. * cd 


Canadian Ford Produces 


Its 2-Millionth V-8 


OAKVILLE, Ont.—The two-mil- 
lionth V-8 Ford built in Canada has 
rolled off the assembly lines here. 
Since the first Ford was built in 
Canada back in 1904, more than 
three million Ford-built cars have 
been constructed and sold in Cana- 
da. 

The first V-8 was produced in the 
Windsor (Ont.) plant in 1932. The 
1956 historic car was bought by 
Mrs. Ralph Day, wife of a former 
mayor of Toronto. A silver plate 
designating the two-millionth en- 
gine was placed in the block. 





Ala. Names Hayes Tucker 
‘Mr. Auto Dealer of 1955’ 


BIRMINGHAM, Ala.— Hayse 
Tucker, Alabama’s “Mr. Automobile 
Dealer of 1955,” warned of evils in 
the auto retailing picture at the 


Sutherlen Named 
Chief of Olds’ 
Western Sales 


LANSING.—Victor H. Sutherlen, 
41, has been named Oldsmobile as- 
sistant sales manager in charge of 
the western United States, it was 
announced by G. R. Jones, general 
sales manager. Sutherlen succeeds 


| James E. Straud, who died Nov. 1 





V. H. Sutherlen G. G, Clemeson 
in the explosion of an airliner in 
Colorado. 

Sutherlen formerly was southwest 
regional manager. He will be suc- 
ceeded in that post by George G. 
Clemeson, 
H. J. O’Connell, St. Louis zone man- 
ager, will succeed Clemeson in Chi- 
cago. 5 

Sutherlen joined Oldsmobile 
1936, Clemeson joined General Mo- 
tors Corp. in 1941 and became an 

Oldsmobile dis- 


1945. 

Jones also an- 
nounced that Ed- 
ward J. Bigley, 
Atlantic regional 
manager, has been 
appointed Pacific 
regional manager 
to succeed Carl F. 

p Deist, also killed 
E. J. Bigley in the same crash. 

Frank J. Suslavich has been pro- 
moted from New York zone man- 
ager to replace Bigley. Bigley joined 
Oldsmobile in 1936, Suslavich came 
to General Motors Corp. in 1944 and 
transferred to Oldsmobile in 1947. 


Chicago zone manager. | 


in | 


trict manager in| 
Milwaukee in| 





20th convention of the Automobile 
Dealers Assn. of Alabama. 

Earlier, Tucker, a Tuscaloosa 
Ford dealer, was awarded a 
plaque signifying his selection as 
the state’s “Mr. Auto Dealer.” 

He denounced what he called 
malpractice in consumer credit and 
dealer management in permitting 
an almost complete breakdown in 
the list-price structure and also 
condemned blitz selling, misleading 
advertising and bootlegging. 

On the latter point, he scored the 
“rat race for leadership and voi- 
ume by the factories” and called it 
“one reason why nonfranchised 
dealers sold more than half a mil- 
lion new cars last year.” 

“One of the worst spots in the 
nation for degenerated merchan- 
dising of our fine product,” he 
declared, “is our own state of 
Alabama.” 

On the brighter side, Tucker cited 
factors which, he said, indicate a 
bright future for the automobile 
business. 


He noted the growth of disposa- 


| ble income from $66 billion in 1940 


to an estimated $288 billion in 1956, 
the desire for a higher standard of 
living and the continuing movement 
to suburban living which spurs auto 
ownership. 

Frederick J. Bell, NADA execu- 
tive vice-president, told the 500 con- 
vention delegates what the national 
association is doing to correct some 
of the problems mentioned by 
Tucker. 

Conference table efforts with 
automobile manufacturers to solve 
problems have failed, he said, and 
NADA has turned to Congress in 
a “democratic, reasonable and 
right way in the public interest.” 

Other speakers were the Rev. 
Carl Atkins, Mobile; Frank Broad- 
way, executive vice-president of the 


|dealer group; Gene Flack, adver- 


tising director, Sunshine Biscuit 
Co., and William J. Rooke, Atlanta 
publisher. Spencer Hicks, outgoing 
president, presided at the meetings. 

The dealers named Frank E. 
Davidson, Demopolis, president for 
the coming year. Other officers are 
W. H. Ray, Huntsville, first vice- 
president; Ray Fayssoux, Tusca- 
loosa, second vice-president, and 
James Callahan, Alexander City, 
third vice-president. 
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Beauty for the Beast... 


AUTOMOTIVE NEWS, NOVEMBER 21, 1955 


AMC Combines Style 
With Station Wagon 


(Continued from Page 6) 


eated that 65 percent of the Ram- 
blers produced in 1956 will be sta- 
tion wagons. 

: oe * * 

TYLING men such as Anderson 

work largely in the future and 
as such their work is secret and 
cannot be discussed as openly as 
marketing, sales and other phases 
of the industry. 


Yet it is apparent in a talk with) 
Anderson that he sees great things | 


ahead in the Rambler station wag- 
ons. The new Cross Country hard- 
top convertible, as mentioned earl- 
ier, combines the four-door hardtop 
idea with the station wagon. What 
will be next? 

According to available figures, 
these two body styles are the 
only two to show a percentage 
gain in the first half of 1955 over 
the same period of 1954. 

And as the demand for modern 
era cars grows, the conventional 
two-door sedan and four-door sedan 
sink lower and lower in the statis- 
tical popularity poll. 

In fact at some factories these 
cars, the backbone of the industry 
since the disappearance of the can- 
vas top, have been eliminated by 
hardtops. 

* * * 
oo example of innovation 
created by Anderson and his 





$200,000 Fire Sweeps 


Moore Ford in Toledo 

TOLEDO. — A $200,000 flash fire 
and explosion, believed to have been 
set off by a welder’s torch, whipped 
through Moore Ford Sales, Inc., 
damaging the building and about 
30 cars and trucks. 

Although the dealership adjoins a 
fire station, the fire spread so 
quickly that it was necessary to 
sound a second alarm before the 
firemen could rush their equipment 
outside. In all, 18 pieces of equip- 
ment fought the flames. 


MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


"Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


New Jersey's 


Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 


stylists at American Motors is the 
single unit tailgate used on the 
Rambler in 1956. 

This elimination of the old-style 
upper and lower tailgate is accomp- 
| lished by the use of a rollup glass 
window to replace the old top sec- 
tion. Once this glass is rolled into 
the gate, then it is lowered in the 


takes the first 10% payments just 
to cover the finance charges and 
insurance cost. 


The consumer is paying for al- 
most a year before he starts to 
reduce the principle of the auto- 
mobile loan. If a dealer would 
consider how long the customer 
is tied down with long payments 
he would consider how much his 
turnover of cars will slow down 
and what it will do to the used- 
car market in the long run. 


No, too-loose credit is not sound 
for the customer, for the industry 
or for the dealer. 


All bars limiting automobile credit 
seem to be down at present. Buyers 
and dealers will pay the penalty. 
The factories get the cash. This 
state of affairs is recognized by 
bankers, finance companies, the 
Federal Reserve Board and NADA. 
It is to their respective interests to 
tighten up the situation but compe- 


tition seems to be the road block. 
oe oe 


FRB Credit Policy Lauded 


The dealer has an obligation not 
to get his customers in a bad finan- 
cial deal. He is selling cars, not 
payments. It is to his advantage 
to tighten up—selling a used car or 











manner of the previous bottom 
gates. 

Eight out of ten persons quizzed 
in a “curb-stone” survey said that 
their next auto would be a station 
wagon and all—except one—said 
that they were influenced by 
friends who were driving station 
wagons and praising them. 

None of the ten presently were 
owners of a wagon and the two 
who preferred other models com- 
mented that they might like to own 
a station wagon, but feared it was 
too expensive for them to own. 

However, only half of those 
queried lived in what might be 
termed a suburban area and some 
expressed the opinion that city 
folks had just as much need for 


Dealers Tell Me 


(Continued from Page 3) 


rebuilding an old car instead of 
selling a new car if it better meets 
the financial needs of the customer. 

While we neither need nor want 
Government regulations, I am 
sorry that Congress has taken 
control of consumer credit away 
from the Federal Reserve Board. 
It now is in the hands of Con- 
gress. 

Congressmen are not economists. 
They have to stand for election. 
Laws can’t be enacted quickly. 

The Federal Reserve Board con- 
trols all other forms of credit. It 
has just upped the interest rate on 
prime loans and it has increased 
the cash requirements for buying 
stock on the market. 

Controlling credit is the first 
hedge against inflation or recession 
and the work of our Federal Re- 
serve Board, which was instituted 
by Woodrow Wilson, has been the 
envy of all other nations. 

Its performance has been out- 
standing. It can do more for the 
nation’s economy with little dis- 
turbance or upset than any other 
agency. 

I commend this agency as a re- 
pository of your confidence by add- 
ing consumer credit to its tools to 
prevent inflation or recession. 


NATION 


m3 Inch on 1 <olume-—Manimum: 8 inches on 2 clumm— 
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EAST NORTH CENTRAL 





GRAND RAPIDS AUCTIONS, INC. 


On M2I—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best'' 

Phone: ARdmore 6-4720 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 


Flint Auto Auction, Inc. 


3711 Western Rd. Flint, Michigan 





Exclusively for Dealers 


Here in the shadow of General Motors, you 


get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Gueranteed 
12:30 —— SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr.. Phone Cedar 9-4492 


On U. S. Route 20A Phone 5-9535 | 





EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


Auctioneers: Col. W. E. ‘‘Bill’’ Nagy and 
W. T. “Tom” Nagy—The Great Father and 
Son Combination. 
THURSDAY at 12:30 
U. S. 24 and U. S. 16 
On the Outskirts of Detroit, Mich. 





EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll, Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
ver, Colo. 


Auctioneers: 
Colenels Johnny Wood and Dean Davis 


All cars paid for by - own check through 
the First National Pink of Englewood. 
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such a conveyance as the suburban- 
ites. 
* * * 

r WAS quite significant that the 

two most expressed reasons for 
wanting a wagon were desire for 
more passenger space (nearly all 
wanted three-seat wagons) and be- 
cause of versatility in hauling and 
other uses. 

Not one of those questioned ex- 
pressed an interest in styling and 
when asked about that seemed sur- 
prised that the words station wagon 
and styling should be mentioned in 
the same breath. 

So, if these people are any indi- 
cation, it can be seen that the styl- 
ists have a wide open field. What’s 
ahead? Will stylists like Anderson 
be able to come up with ways to 
incorporate and develop ideas and 
turn out an entirely new and dar- 
ing body style for station wagons? 

Or will the progress be made 
along the trail blazed by Anderson 
and American Motors with the 
“wedding” of the popular hardtop 
and the fast-rising station wagon? 





Smith to Address 
NADA Convention 


WASHINGTON. — Fred Smith, 
business management consultant, 
will speak on sales at the 39th 
NADA convention here Jan. 28-F eb, 
i. 

Currently the head of a consult- 
ing firm in Cincinnati, Smith hag 
served as industrial relations man- 
ager for General Shoe Corp. and 
vice-president of Gruen, Watch Co, 

A special fashion show for NADA 
members’ wives will be staged dur- 
ing the convention by Marie McCul- 
lough, founder of the Atlantic City 
modeling school. It will be called 
a “Salute to American Fashions.” 


Olin Promotes Grady 


E. M. Grady has been named as- 
sistant to the sales manager of the 
brass products sales staff, metals 
division, Olin Mathieson Chemical 
Corp. 





CLASSIF 


Reaching an estimated 150,000 readers 


Tew 


ar Me 


automotive industry. RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH | 
INSERTION. POSITION WANTED ADS, 11c PER WORD. PAYMENT IN ADVANCE OF 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
column inch. CLOSING: TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract 


rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 
DETROIT 26, MICH. 


HELP WANTED | 


GENERAL MANAGER WITH some capital 
to run an Oklahoma ‘‘Big 3’’ dealership. 
Must be capable of operating whole deal 
and have factory approval. A wonderful 
opportunity for someone with a limited 
amount of capital to ‘‘buy in’’ on a large 
deal-in one of the largest and best towns 
in Oklahoma. Present manager will sacri- 
fice 1/3 interest because of health. Write 
= 5546, c/o Automotive News, Detroit 


Sales and Promotional 
Executive Wanted 


We would like to have a mature man, 
preferably one with experience in the 
wholesale automotive trade. This man 
must have the gift of inspiration, the gift 
of offering productive service, the gift of 
gratitude, the gift of his presence. We 
want a man who will never let any im- 
possibility conquer him for he will be 
working with products respected across the 
nation and around the world for their 
quality. We want a go-getter. A man 
who will create business for his boss—The 
CAR DEALER. 


If you are that kind of a man there is 
an opportunity with a manufacturing con- 
cern selling, to the automotive trade, 
products of imperative service. Would 
require traveling. Please give your ex- 
perience, education and any information 
which would lead to an interview. Your 
answer will remain confidential. 


General Manager, Box 470, 
White Plains, New York 


SALES MANAGER—DEALERSHIP estab- 
lished over 35 years, one of ‘‘Big Three,’’ 
240,000 population—eastern United States, 
needs an experienced, aggressive man to 
take charge of new car sales. Salary and 
bonus to right man who wants permanent 
employment. Give complete history over 
past ten years—age, family status, phone 
number and recent picture. All replies 
strictly confidential. Box 5489, c/o Auto- 
motive News, Detroit 26. 


NEW CAR SALES MANAGER and general 
manager wanhted—a sober man who has 
been successful in volume operation in 
new cars as well as used. Capable of 
supervising salesmen in Chevrolet dealer- 
ship handling approximately one thou- 
sand new units per year. City of approxi- 
mately 60,000 in Michigan. In reply state 
age, present connections, present income, 
past experience. Reply strictly confiden- 
tial. Address Box 5547, c/o Automotive 
News,. Detroit 26. 


WANTED — GENERAL SALES manager. 
Good opportunity for a capable sales 
manager who can direct all vehicle sales | 
for a volume Ford dealership located in 
Iowa. Excellent remuneration with an} 
unlimited future opportunity for the man 
who can qualify. Give complete details in| 
original inquiry. Box 5548, c/o Automo- 
tive News, Detroit 26. 








COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


HELP WANTED 


ACCOUNTANT 


POSITION available immediately with 
General Motors Corporation for experi- 
enced dealer accountant. Preferably 
single man to headquarter in Detroit. 
Position involves considerable traveling 
with extended absence from headquarters. 
Require one thoroughly versed in all 
phases of retail automotive accounting. 
Must be able to install dealer company 
records, furnish instructions to office per- 
sonnel and perform periodic examinations. 
Automobile furnished—all expenses paid. 
Furnish complete employment record, age, 
experience in letter of application. 
Box 5558, c/o Automotive News, 
Detroit 26 


PARTS MAN WITH GM experience. Reply 
to George Morenko, UN. 3-9300 or 18650 
Livernois, Detroit 21. 





POSITION WANTED 


ce MMe ks 
TT ee 
Position Wanted Ads care accepted at 
Mes ae te a eae 1 ls 
word for each insertion. $1.00 per in- 
et Oe ae a ee) 
in advance. (Half-rate does not apply 
to display ads in this section.) 


JOB WANTED—EXPERIENCED man seek- 
ing management job with annual bonus 
or buyout agreement. 38 years old. Have 
been part owner/manager medium deal 
(350 new cars). Sales manager large 
deal (1,200 new cars). Prefer California. 
Not miracle man. Believe intelligent sales 
planning, expense control, fast inventory 
turn-over, fair customer dealings, con- 
siderate treatment employes spells suc- 
cess. Box 5550, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER—Thoroughly experi- 
enced in all modern service procedures, 
customer relations, estimating, 19 years’ 
experience with General Motors. Now 
employed as service manager. Wish 
larger operation. 40 years old, married 
and in good health. Box 5549, c/o Auto- 
motive News, Detroit 26. 





SERVICE MANAGER. Executive type. 
Twenty years’ experience with GM deal- 
ers. Good technical knowledge, broad 
experience in handling customers and 
employes, knowledge of paper work and 
sales promotion. Family man, excellent 
references. Box 5531, c/o Automotive 
News, Detroit 26. 


| AM YOUR MAN 


25 years’ experience including factory, 
general manager and dealer handling 
up to 1,500 new cars a year. Want 
to locate and make home in Florida. 
If you want to delegate responsibility 
of sales or management—then | am 
your man. Size of deal unimportant. 
Compensation secondary based’ on re- 
sults. Highest of references. 


Box 5559, c/o Automotive News, 
Detroit 26. 
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POSITION WANTED 
—_——————————————— 
AVAILABLE 
SEASONED EXECUTIVE 


With extensive automotive parts and service 
experience. Thorough knowledge of factory 
home office and field operations, personnel 
selection and training, warranty administra- 
tion, customer relations, technical literature, 
service engineering, tools and equipment, 
parts and labor sales and dealer operations. 
A producer with good contacts in industry 
Jooking for challenging position with future. 
Will consider opportunities other than auto- 
motive. Located Detroit area. Box 5560, c/o 
Automotive News, Detroit 26. 


! 
DEALERSHIP AVAILABLE 


DEALERSHIP HANDLING CHEVROLET. 
Single dealer city in Ohio. County seat. 
60,000 in trading area. Diversified manu- 
facturing. Prosperous agricultural com- 
munity. Excellent, adequate, brick build- 
ing, machinery, tools and equipment. 
Large paved parking area and used car 
lot adjoining building. Planning potential 
—276. No used cars or accounts receiv- 
able to buy. Well manned. A profitable, 
going concern. Have never shown a loss. | 
You must meet Chevrolet qualifications. | 
Kindly advise briefly as to your ability to 
handle. Owner retiring after 22 years in 
Chevrolet retail. Principals only. Owners | 
ad. Box 5523, c/o Automotive News, | 
Detroit 26. 

KGENCY NOW HANDLING DeSOTO- 
PLYMOUTH, 2 acres, lovely 4-bedroom 
gentlemen’s modern home, landscaped, | 
flowers, shade, chain-fenced, On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom. 60-30 body shop. 11 stall 
garage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. aa 

DEALERSHIP HANDLING Dodge and} 
Plymouth in town of 13,000- central 
Ohio. Price of $20,000 includes $9,000 
worth of parts, wrecker, service truck, | 
all showroom and office equipment, shop 





equipment (includes analyzers, air com- 
pressor, special tools, paint, etc.). 
Lease or | 


Everything goes for one money. 
buy real estate. For details, write Box) 
5555, c/o Automotive News, Detroit 26. | 

DEALERSHIP HANDLING Ford in north- | 
ern Wisconsin, Retailed 77 new, 200) 
used last year. Average net over last 5 
years—$15,800 per year. $30,000. Reply 
to Box 5517, c/o Automotive News, De- 
troit 26. 

DEALERSHIP AVAILABLE handling GM 
in small community with large trading 
area. $400,000 volume. Excellent service 
absorption. Small investment. No real 
estate. Dealer moving into larger deal. | 
Box 5554, c/o Automotive News, Detroit | 
26. 

EXCELLENT DEALERSHIP opportunity 
downtown New Orleans. One of ‘Big 
Three’ franchises. This is a real oppor- 
tunity for aggressive, qualified operator. 
Box 5533, c/o Automotive News, Detroit 


26. 

FOR SALE—OLD, established dealership 
handling Chrysler-Plymouth. Located cen- 
tral Ohio. Large black top used car lot 


adjoining. Modern service equipment. | 
Attractive lease. Must have factory 
approval. This is a real opportunity. 


Owner—health. Box 5556, c/o Automotive 
News, Detroit 26. 2 
DEALERSHIP AVAILABLE handling Pon- | 
tiac. Connecticut, 60,000 population. Ad- 
vantageous lease situation. No used cars| 





to buy. Principals only. Box 5557, c/o} 
Automotive News, Detroit 26. 
DEALERSHIP AVAILABLE — Due to)! 
death of owner. Chrysler, Plymouth, | 
International trucks agency in southern | 
Penn. Modern garage, fully equipped. 


Will sell or lease. Box 5534, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING LINCOLN.-|! 
Mercury within 50 mile radius Detroit. 
Excellent facilities. 300 unit potential. | 
Will sell for low inventory of parts and | 
equipment. Bidg. for lease. Owner’s other | 
interests and health causes sale. Moore, 
Smith and Dale, 520 Lafayette Bldg.., | 
Detroit. Wo. 3-1585. , 











HELP W. 


America’s Best 


DEALERSHIPS AVAILABLE 


FLORIDA DEALERSHIP. Will sell parts 
and equipment. Located in Fort Lauder- 
dale on Route 1. Occupies frontage of 
one city block. Good lease, well estab- 
lished location. Must meet factory ap- 
proval. Reply to Kay Nash Motors, Inc., 
2501 S. Federal Highway, Fort Lauder- 
dale, Fla. 

DEALERSHiF HANDLING Dodge and 
Plymouth, Due to retirement. Established 
31 years. Close proximity to Detroit, 
Michigan, 300 car potential. Possibility 
of factory participating up to 75% of 
investment. Will lease building and con- 
necting lot. Box 5535, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- | 
outh—located in central Wisconsin, Heart | 
of the dairyland. Fully equipped shop. | 


Beautiful showroom and parts room. On 
corner lot with adjoining used car lot. 
Very good potential. 
tion call or write Myron Wepfer, Sales- 
man, Johnson Realty, 25F31, Abbotsford, 
Wis. Box 331. 





DEALERSHIP WANTED 

WANTED—DEALERSHIP on west coast 
or Denver area. Must have planning po- 
tential of 300 up. Have Olds factory 
approval and this is my preference, but 
will consider any other good ‘‘Big Three’’ 
deal. Particularly interested in hearing 
from factories who are planning addi- 
tional appointments. No brokers, please. 
Box 5553, c/o Automotive News, Detroit 
26. 

WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 


Florida. Lease building or will buy. All! 


cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5541, c/o Auto- 
motive News, Detroit 26. 


WILL PURCHASE CHEVROLET or Chev- 
rolet dualed agency in town of 8,000 to 
12,000—150 to 200 car deal. Adequate 
capital. Factory approval assured. West 
coast desired but would consider any lo- 
cation. Replies confidential. Box 5552, 
c/o Automotive News, Detroit 26. 


WILL PURCHASE ‘Big Three’’ dealer- 
ship, any size, in southern California. 
All cash. Box 5544, c/o Automotive 
News, Detroit 26. 


CADILLAC OR CADILLAC dual dealer- 
ship desired. Cash available for immedi- 
ate transactiofA. Replies confidential. 
Box 237, Havre de Grace, Md. 


DESIRE CHEVROLET or Chevrolet dual 
dealership. Single city 200 to 300 car 
planning potential. Have necessary cash 
and factory approval. Any location. Box 
5551, c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 


EXCLUSIVE STATE distributorships avail- 
able in Kentucky and West Virginia from 
outstanding school bus body manufac- 
turer. Write fully in confidence to Box 

5508, c/o Automotive News, Detroit 26. 








BUSINESS GIFT and advertising specialty 
catalog sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 





FOR RENT OR LEASE 


Large fenced in terminal yard with offices 
and some shop facilities. Mound hkoad 
frontage. Well in fast growing 
industrial area bordering northeast sec- 
tion Detroit. Now partially occupied with 
truck eqquipment sales and service and 


located 


driveaway operation. 


Box 5561, c/o Automotive News, 
Detroit 26. 


— 


ANTED 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 


take charge and operate a 
ern N. J., one of the Big 


large dealership in North- 
Three. Our company has 


been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 


have operated profitably. 
The man we want must be 


able to operate a volume 


dealership in a clean, ethical business-like manner 
profitably and successfully in today’s market. He must 

an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 


and have present proof of 


accomplishment. 


This is a rare opportunity for an automobile sales 
manager of unsurpassed ability. 


Please do not apply unless 


you have a proven record 


of accomplishment, have the finest of character with 


the very best of references, 


and can stand rigid inves- 


of your past performance. Send full resume, 


4 


re. 





\ aon be held in strict confidence to Box 5520, 
¢/o Automotive News, Detroit 26. 


For more informa- | 


DEALER SERVICES 





Inventory Service 
Buying or Selling a > Sell Ries 
© Buy Right ® Sell Right 


Parts—Accessories—Equipment 
ee A disinterested certified physical 
Inventory will save you money @ @¢ 
DON'T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 








HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public relations 
program which you may secure exclusively 
for your firm in your area, For details 
without obligation mail your letterhead to 


MERITSEAL, INC. 
2 Depot Plaza White Plains, N. Y. 








INVENTORY SERVICE 


Complete parts and accessories inventories 
for all dealers by qualified, bonded employes. 
Reconciled to book figures. Obsolescence 
established. Operating in southeastern states. 


Geo. E. Kinney Inventory Service Co. 
727 Ponce de Leon Place Atlanta, Ga. 








PARTS FOR SALE 


NEW CHEVROLET FENDERS — 1937 to 
1942—-$5.00 each. Breimayer Chevrolet 
Sales, Belding, Mich. 





CARS FOR SALE 


PACKARD 1954 CARIBBEAN, 6,000 miles, 
mint condition, never marked, beige and| 
blue—originally $6,400, take $3,200. Will 
trade up or down. Also genuine blue 
white diamond, near 5 carat, flawless, 
nothing finer—$6,500. Professional inspec- 
tion invited. Trade for clean used cars 
at current wholesale. Al Brinkman, 2593 
Bailey Ave., Buffalo 15, N. Y. 








| 1947 LINCOLN CONTINENTAL with 1952 
Cadillac motor. Perfect condition. $1,800. 
ong Equipment Co., Cedar Rapids, 
owa. 


ATTENTION 
NEW and USED 
CAR DEALERS 


Why waste your time and money trav- 
eling in search of A-1 used cars? We 
have a steady stock of about 200 
beautifully re-conditioned cars. Delivery 


service all over the nation in our car- 
riers or driveaway service. 


Write or Call 
Jimmy DeRose, Used Car Mgr. 
JEFFERSON CHEVROLET 


LOrain 7-5750 Detroit, Mich. 





ROBINSON AUTO RENTAL 
FLEET LEASED CARS 


1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh; Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis; Kansas City, Lin- 


coln, Neb., Oklahoma City, Fort Worth, Dal- 
| las, New Orleans, Atlanta. 
ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. Philadelphia, Pa. 
|. E. Spatig, Used Car Mgr. Sherwood 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 

EX-TAXIS 

| Excellent Bodies - Good Motors - Heaters 
Upholstery New 

BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 











CARS WANTED 

WOULD LIKE TO BUY new Buick or Cad- 
illac at factory invoice. Box 9716, Dallas, 
Texas or phone AD 5-7178. 


TRUCKS FOR SALE 
1948 GMC WRECKER. Two speed axle, 
| late model Ashton equipment with Tulsa 
winch. A-1 condition. Clem Rinke Ford 
Sales, 31331 Van Dyke, Warren, Mich. 











AUTO TRANSPORT BARGAIN 
35-foot Whitehead and /Kales haulaway in ex- 
cellent condition. Capacity 4 cars. Vacuum 


brakes. 8.25x20 dual tires. Complete with 
1951 Dodge 2-ton ngine tractor. 
Only $1,250. Tractor trailer may be pur- 


chased separately. R. H. Gross, Tag 
Galyean, Inc., Charleston West Va. 
Phone 39-574. ! 





TRUCKS WANTED 


WANTED — JEEPS and station wagons. 
New or used. Also automobiles. Write, 
phone or visit Phil Gardiner, 98 N. Main 
St., Mullica Hill, N. J. 





BUSES FOR SALE 


FLXIBLES, GM’s, PARLOR buses, school 
buses—new and used. Cousins Bus Sales, 
Box 681, Manchester, Conn. 





BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5542, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—SUN motor analyzer for six 
or twelve volt, Sun distributor tester 
and full set of Packard ultramatic spe- 
cial tools. All practically new at bargain 
price. Walter Duckwall, Noblesville, Ind. 





SHOP EQUIPMENT WANTED 





WANTED—LIFTS, 2 post type. New or! 
used. And other garage equipment. Write, | 
phone or visit Philip Gardiner, 98 N. 
Main St., Mullica Hill, N. J. 


MISCELLANEOUS | 





AUTO SAFETY BELT | 
by 
SAF-T-LOK 


Revolutionary with split second release, 
oom on metal locking device, automatic 
loc! 


installation 
installation 


on adjustment, quick 
mounting bracket, overall 
meets 5,000 Ib test. 


The best a strongest, most durable 
belt on the market. 


_— distributors send for further de- 
ails. 


SAF-T-LOK MFG. CO. 


Box 2625 Gravois Sta., St. Louis 16, Mo. 





OUR NEW MODEL 


MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
Guide Cables and $ 61 45 
BRAKE HOOK-UP.......... 


Meets ALL 1.C.C. Requirements 


ITH BRAKE HOOK-UP 


w 
ONLY ..°51* 


LESS 


Meets I.C.C. Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) 
Carrying Bags $2.00 & $3.50 
SAFETY CHAINS, set of 2, only 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles $1 3.95 
(Add 55c¢ for Padlock with 2 Keys) 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar. 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 





TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW - GUIDE 
and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


NEW LINES WANTED 


WANTED 
NEW LINES TO SELL 


We have twelve sales representa- 
tives presently calling on automo- 
bile dealers east of the Mississippi 
and north of the Ohio River. If you 
need sales representation, it will 
pay you to get in touch with us. 


All inquiries confidential. 


Write Box 5562, c/o Automotive 
News, Detroit 26. 


The Dealer's Market Place! 
BUY IT! 
SELL IT! 
TRADE IT! 
HIRE HELP! 


Through 


AUTOMOTIVE NEWS 
Classified Want Ads 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


One Year $8 [] or 


Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


OPPO eee Ee Hee HEHEHE EHH EEE EES 


Street Address.............. keane wes 


eer eeeees 


TRADE CONNECTION: 


Cor Dealer [) Truck Dealer [J Manufacturer [] 
Jobber [] insurance [] Financial [) Supplier [ 

OF Ga ok 5 te bdaen os abacsvcecssecnesen Geveedhissntauhannn 

11-21-55 
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issue of Nov. 11,1955. 


Only Porcelainize uses national 
advertising to direct customers and prospects 


to your Appearance Department. 


You, and you alone, as a New Car 
Dealer, enjoy the exclusive benefits of the 
powerful and sustained Porcelainize 


national advertising program. 


Feature and promote 


PORGELAINIZE 


. Lhe eld Mindard fer 
Tine AMdlimctie Myreaunte 


INDIAN SUMMER 
GIVES WARNING 


PORCELATR 


NOW FOR WINTER PAINT PROTECTION 


The glory of Indian summer gives warning that the 
finish of your car needs rugged protection in order to 
survive the coming winter. The time to act is now, 
especially if your car has all the color and beauty 


of modern styling. 


Your reward is a bumper crop of satisfaction in pride and 

driving pleasure this winter, next spring and summer, providing 
you have your car’s finish Porcelainized for added beauty, 
added strength and longer life. 


Porcelainize and Porcelainize alone, gives perfect paint 
protection. Porcelainize is not a wax or ordinary polish but 

a paint treatment which gives the finish the strength to 

keep its beauty and the stamina to endure. 

Naturally, Porcelainize protection requires 

professional application. This is done solely by 

New Car Dealers using factory trained 

operators. Make an appointment with your 

New Car Dealer now. 


* 


“a. 


ASK TO SEE THE BLACK LIQUID and look for 
the Windshield Sticker which identifies a genuine 
Porcelainize treatment applied by an authorized New 
Car Dealer. Write for Free Informative Booklet, “The 
Story of Porcelainize, the World Standard for Fine 
Automobile Appearance.” 
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